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Dealer Optimism Up 
As 1954 Stocks Head 


For Complete Sellout; 


Survey Shows Inventories Are Still High in Some Lines 
But Retailers Have Confidence Cars Can Be 
Moved Before ’55 Introductions 


By Bob Lienert 
Associate Editor 
ace 1954-model cleanup hag be- 
come a mopup, according to an 
Automotive News cross - country 
survey. 

In only a few scattered in- 
stances is any trouble anticipated 
in selling out stocks before 1955 
models arrive, the survey showed. 

The new Studebaker, of course, 
already is on sale. One or two other 
lines are expected to be publicly 





Bulletin 


George W. Mason, 
AMC Chief, Dies 


~ George W. Mason 


George W. Mason, 63, president 
of American Motors, died Friday at 
Harper Hospital, Detroit. He had 
been ill for a week with pneumonia. 


Mr. Mason stepped up to the 
AMC presidency last year when the 
new firm was born of the merger 
of Nash - Kelvinator and Hudson. 
He had been president and chair- 
Man of Nash-Kelvinator since 1948. 
Mr. Mason also had been president 
f the Automobile Manufacturers 

_ Assn. since 1946. 








introduced before the end of this 
month. 
+ . - 

HE bulk of ’55 introductions are 

booked for November and a few 
will string out later, winding up 
after the turn of the year. 

Thus, with plenty of time left, 
dealers are in no sweat, even 
those who still have relatively 
large stocks. They expect to be 
able to move everything before 
new-model time. 

Even in localities where stocks 
are ample, it is stressed that there 
is no market glut. 

Dealers seem to be content when- 
ever they compare the cleanup sit- 
uation with last year. While there 
have been outcroppings of distress 
advertising and ridiculous offers, 
there has been little indication of 
any panic like that which gripped 
hundreds of dealers in the Blitz 
Era of a year ago. The painful les- 
sons of 1953 have been well-remem- 
bered. 

+ * - 
HiGHEStT stocks generally ap- 
pear to be held by Ford and 
Chevrolet. High Buick inventories 
were reported in some areas and a 
few Pontiac dealers were said to 
be heavily loaded. 

Dealers in Cadillac, Oldsmo- 
bile, the Chrysler Corp. lines and 
Studebaker appear to be in the 
best shape. Studebaker dealers, 
of course, are already into the ’55 
season. “Little Three” dealers ap- 
pear to have normal stocks for 
this time of year. 

As in every case, there are ex- 

(Continued on Page 41, Col, 1) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


140,396 


84,105 = 80,866 





1953 
Week 


Prev. 
Week 


Last 
Week 
For complete production totals 
by makes, see table, Page 45. 





New Model Season O 


1955 Studebaker Offerings Include an Old Name— 


A new management team—from left: H. S. Vance, chairman of the 
Nance, president, and Paul G. Hoffman, board chairman—introduce a 1 





udebaker-Packard executive committee; James J. 
965 version of the well-remembered President line. The 
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new President State four-door sedan is featured in Studebaker’s topfrawer series. Featured in the 1955 models are two new 
engines, more horsepower and single treatment of grille and bumper 
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Studebaker Htk 


President Line Revived 


What's New: 


“‘Luxury”’ President line . . . two new 
engines . . . more horsepower in three 
engines . . . single-unit treatment of 
grille and bumper . . . tubeless tires. 


TUDEBAKER - PACKARD 

CORP. introduced its first prod- 
ucts Wednesday (Oct. 6), unveiling 
to the public its new line of higher- 
powered, lower-priced Studebaker 
cars for 1955. New truck models 
also were shown. 

James J. Nance, Studebaker- 
Packard president, declared: “We 
are highly gratified that we can 
offer as our first new line of cars 
and trucks these history-making 
1955 Studebakers. 

“We are especially happy that 
|we can launch them with a dy- 
|namic competitive pricing pro- 


ing economies of operation.” 
A few weeks ago the company 
announced that its 1955 car prices 


to place each model in a stronger 
competitive position. Truck peices | 
were cut $30 to $100. 


* * ok 





Massive Front End 

Wersets on all 1955 Studebak- 
ers is the new front bumper 

and grille which give the appear- 

ance of a single, massive chrome 





j ‘04 Output Tops 5 Million as Pace Rises 


: By Tom Hewitt 
Zi Staff Writer 

HE five-millionth vehicle of 1954 

will be built at some U. S. car 
lee truck plant today (Oct. 11), 
) about seven weeks behind its 1953 
counterpart. 

With the milestone vehicle will 
_ ®ome another boost in car pro- 
~ duction over last week’s esti- 


_ mated total of 68,100. In the pre- 


week car turnout amount- 

ed to 64,011 units. 
Last week’s car output rose 6.9 
reent for the same reason that a 
rther boost will occur this week— 
‘hevrolet, all Chrysler Corp. divi- 
ons and Pontiac are stepping up 


"Schedules after model changeover. 
. . x * 


OME of this week’s gain will be 
nullified by the shutdown 


changeovers at Ford division and 
Lincoln-Mercury. One plant each 
of Ford and L-M went down last 
week and the rest are expected to 
follow suit this week. Both divi- 
sions will start new-model output 
the last week in October. 

Truck production last week, 
according to Automotive News 
estimates, amounted to 16,005, a 
5.0 percent decline from the pre- 
ceding week’s 16,855. 

With the third quarter now com- 
pleted, car production is running 
15.8 percent behind last year, while 
truck output is lagging by 19.0 per- 
cent. The totals are 4,204,324 cars 
and 792,313 trucks. 

The car-decline percentage will 
be smaller by year-end, however, 
since November and December 
schedules will be high, while turn- 


out in those two months of 1953 
was low. 
* x * 

iP eaRD- QUARTER output total- 

ed 1,163,806 cars, 24.1 percent 
below the second quarter and 26.7 
percent below the comparable 1953 
period. It was the lowest quarter 
since the last one of 1953. 

American Motors was the only 
firm to show gains in the past 
quarter. Its 24,463 cars of the 
July-September period amounted 
to gains of 30.0 percent over the 

(Continued on Page 45, Col. 1) 
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gram, made possible by anticipat- | 


unit. The grille extends the entire 
width of the front fenders, and the 
grille opening, framed in a heavy 
chrome - finished casting, extends 
the entire width of the hood. 

A wide-angle “V” bar with a 
stylized Studebaker “S” is cen- 
tered in the grille opening. The 
word “Studebaker” is cast in re- 
cessed white letters in the grille 
frame. 

A new, higher and wider hood is 
said to give a more massive ap- 


Wiles Rules Out 
Production Cuts 


As Market Cure 


By Pete Wembhoff 

Editor, Automotive News 
LINT.—Assailing critics who 
preach that “the automobile in- 


would be reduced $37.23 to $287.23| dustry is suffering from _ over- 


production,” Gen- 
eral Manager 
Ivan L. Wiles 
told a press pre- 
view here last 
week that Buick 
has no intention 
of giving up its 
“long - coveted 
third place in 
sales.” 

Buick will sell 
more than 500,- 
000 cars in 1954, 
second only to 1950’s 556,000, Wiles 
said. He forecast a record year in 
1955. 

“There are still some dealers 
who do not understand the rela- 
tionship between volume and sal- 
ability,” Wiles said. “These men, 
looking back with yearning at 
the postwar years, when we were 
faced with an artificial shortage, 
feel that because this brought 
high profits then, it is the ans- 
wer to the competitive pressure 
under which they have operated 
recently. 

“In other words, they seem to 
feel that artificially’ created short- 

ages of automobiles will bring 
about a guaranteed annual profit, 
regardless of the quality of their 
management, the fluctuations in 
business conditions—and the com- 
(Continued on Page 45, Col. 3) 





Ivan’L. Wiles 





pearance to all models. A large 
chrome hood ornament accentuates 
the new silhouette. 

The new line, the most complete 
in Studebaker’s history, features 
sharply increased horsepower and 
24 different body styles, led by the 
revived President line, comprising 
Studebaker’s prestige cars. Land 
Cruiser models have been discon- 
tinued. 

* * 7 


New Power Plants 


POWERING the 1955 Studebak- 
ers are: 

1. The Victory Six engine step- 
ped up to 101 horsepower in the 
Champion series. 

2. The new Pacesetter V-8 en- 
gine developing 140 horsepower 
in the Commander series. 

8. The 175-horsepower Wildcat 
engine in the President series. This 
is the most powerful car engine 
ever built by Studebaker. 

C. K. Whittaker, executive vice- 
president, says the increases. in 
power have been achieved in all 
three engines without sacrificing 


| economy of operation. All three en- 


gines are products of Studebaker 
engineering and are being built at 
the South Bend plant. 

* * * 


Tubeless Tires 
| fol ADDITION to their new power, 
Whittaker declared that the 
new Studebakers are distinguished 
(Continued on Page 8, Col. 1) 





Top Cars 


New-car registrations for ot 
states for August: 


1954 Pos. Make 1953 Pos. 
1—928,009 Chevrolet 915,297— 1 
2—925,878 Ford 681,537— 2 
3—352,189 Buick 319,008— 4 
4—281,391 Plymouth 406,451— 3 
5—273,216 Olds. 229,729— 6 
6—235,905 Pontiac 277,772— 5 
7—198,428 Mercury 168,253— 8 
8—102,089 Dodge 209,227— 7 
9— 73,715 Cadillac 74,642—13 

10— 69,666 Chrysler 108,505—11 
1l— 64,332 Stude. 112,318— 9 
12— 58,158 Nash 108,310—10 
138— 52,044 DeSoto 83,942—12 
14— 28,348 Packard 56,119—14 
15— 25,583 Lincoln 29,984—17 
16— 24,360 Hudson 49,8098—15 
17— 13,1386 Willys 33,455—16 
18— 6,430 Kaiser 19,1385—18 
19— 939 Henry J 9,197—19 
17,612 Mise. 23,048 
Total All Makes 
3,731,428 3,916,238 


For further details, see Page 40. 
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Dealers Get Ready to Push °55s.. . 
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Sales Decline—and All’s Well 


By Bob Lienert 
Staff Writer 

A TREND toward declining sales, 
usually cause for concern on 
the part of dealers and makers 
alike now is being hailed as an 

indication of a healthy situation. 
The drop has developed at a 
rate approximately paralleling 
the decline in stocks. It reflects 
the successful cleanup, charac- 


General Increases 
Tubeless Prices; 
Trend Expected 


AKRON.—The rubber industry’s 
Big Four—vU. S. Rubber, Goodyear, 
Firestone and Goodrich—last week 
declined to disclose their plans fol- 
lowing General’s announcement of 
5 to 8 percent price increases for 
some of its tubeless car tires. 

However, it was only a few 
weeks ago that E. J. Thomas, 
Goodyear’s president, forecast in 
Los Angeles a price boost of about 
5 percent. 

If the others follow suit, it is 

that they will boost prices 
simultaneously, as has been the 
case in the past. 

In announcing the price hikes, 
L, A. McQueen, General vice-presi- 
dent, said: 

“We anticipate higher prices 
across the board in all tires in the 
near future. It is likely that all 
truck tires and’ most other pas- 
senger-car tire prices will be raised 
shortly. 

“Both increased labor and ma- 
terial costs put the entire industry 
in the position where the across- 
the-board increases are inevitable.” 


Tax Writeoffs Eased 


In Labor-Surplus Areas 
WASHINGTON.—A revision of 
its tax amortization procedures 
to assist areas of labor 
was announced last week by the 
Office of Defense Mobilization. 
ODM said the new procedures, 
which go into effect immediately, 
provide for rapid tax writeoffs on 
a a ones than normal percentage 
of capital investment to firms lo- 
eating defense plants in all areas 
classified by the Department of 
Labor as having a substantial 
surplus of labor. 















WASHINGTON.—Automobile in-, 
stallment paper outstanding rose | 
$55 million in August to $10,158,- | 
000,000, the Federal Reserve Sys- 
tem has announced. 

In August, 1953, such paper out- | 
standing rose $163 million. 

The rise in the past August 





Nash for Miss Americo— 


lee Ann Meriwether, Miss America of 
1955, accepts the keys to a Nash Ambas- 
sador from H. C. Doss, sales vice-presi- 
dent, after winning the title in Atlantic 
City. Nosh is a Miss America Pageant 
scholarship fund sponsor. 


Auto Credit Rises 


But $55 Million Jump Is Well Below 
Increase in August, 1953 


terized by some dealers as the 
best in their memory. 

With ’55 introductions still a 
month or more away in most lines, 
many dealers are down to the 
dregs of their '54 inventories. 

+ * * 
A YEAR ago, had the same sort 
of sales setback developed, 
dealers would have been highly 
worried. This year, everybody is 
happy. 

Dealers are taking advantage 
of the breather to get used-car 
stocks in line, to polish up pros- 
pect lists and, in general, to get 
ready to hit hard when °55 de- 
liveries begin. 

The situation is pointedly re- 
minding dealers that volume isn’t 
always everything. Some have 
found that when the back lot isn’t 
jammed with new cars they de- 
velop a stiffer backbone and drive 
more profitable deals. 

In some cases, profit has re- 
mained approximately unchanged 
while volume has been cut nearly 
in half. 

* * + 
Midwest dealer said: “I’m 
having fun selling cars this 





How They Fared 


New-Car Sales 


August vs. July, 1954 


Pet. 
Change 





Ford Motor Co. 
General Motors .... 
Chrysler Corp. .................... — 21.30 








was due primarily to the con- 
tinued increase in paper held by 
sales finance companies, which 
boosted their holdings by $65 
million. 

Paper held by auto dealers also 
climbed, up $4 million to $408 mil- 
lion. In August, 1953, dealer-held 
paper rose $10 million. 

Holdings of auto paper by com- 
mercial banks in August continued 
to decline, down $21 million. 

Total consumer installment 
credit increased $64 million in 
August to $21,310,000,000. In- 
creases in August of 1958 and 
1952 were $214 million and $260 
million, respectively. 

Personal loans rose $31 million; 
repair and modernization loans 
went up $3 million, and non-auto 
are goods dropped $25 mil- 
ion. 





Kaiser Plans to Produce 
Vehicles in Argentina 


BUENOS AIRES—A contract 
to manufacture cars, trucks and 
Jeeps in Argentina in partner- 
ship with the Argentine govern- 
ment was signed last week by 
Henry J. Kaiser, chairman of 
Kaiser Motors Corp. 

The firm, which will be owned 
jointly by Kaiser, the Argentine 
government d private Argen- 
tine capital, to produce 40,- 
000 vehicles annually. Kaiser- 
Willys spokesmen say the auto- 
7 on ra at Toledo will 
not 








month for the first time this year. 
I've got six to play with and time 
enough to do some bargaining 
before I let them go. 

“Up till now, I felt I didn’t 
dare let a prospect walk out of 
here without closing him—at any 
cost. And sometimes that’s what 
it was—cost. 

“All year long I’ve been jamming 
cars. You can’t do that these days 
and make much money. I’m not 
going to get rich off these six, but 
the guys who buy them will know 
they’ve been dealing.” 

* * * 


Gas are picking up a bit this 
month in many cities in the 
Corn Belt. The farmers haven’t 
harvested their corn yet, but many 
are shelling corn stored from last. 
year under Government loang in 
order to make room for the new 
crop. A lot of the cash is going for 
new cars. 

The same sales pickup is noted 
in certain areas of the cattle 
country. Ranchers are bringing 
in steers from the high ranges 
where they have been on grass 
during the summer and are 
selling them to winter feeders 
further east. Again, a lot of the 
extra cash is going to dealers. 

In both cases, dealers feel that 
despite the present sales flurry, the 
big surge of business will come 
after the ’55s are out. 

The mopup phase of the cleanup 
period hit the used-car market 
with a resounding wallop last 
week. In several market areas 
there were an extraordinary num- 
ber of ’54s put on the block and 
they suffered severely. 

* * + 


CCORDING to AUTOMOTIVE 

News’ index, ’54s hit the skids 
for a $231 drop, bringing the aver- 
age price down to $1,640. It was 
the most bone-rattling weekly loss 
since ’52 models fell $256 in the 
week of Jan. 5, 1953. 

As bidders backed away from 
’54s—which soon will be year-old | 
cars instead of current models— | 
the no-buy reaction hit hard at | 
other late models. 

For example, '53s declined $59 to 
$1,191; 52s went down $27 to $912, 
and ’51s fell $25 to $668. A smaller 
loss of $10 on ’50s brought their 
price down to $504 and a $2 decline 
pulled ’49s down to $360. 

* of BJ 


ee octances to buy in the 
upper ranges reacted strongly 
on lower-priced cars. Spirited bid- 
ding pushed up ’47s by $43 to a 
level of $224. The price of °47s 
hadn’t been that high since last 
April. The average selling price of 
’48s went up $41 to $278, highest 
since May. 

The advance on each model 
was more than twice as great as 
any it had enjoyed in a year’s 
time. On the other hand, every 
loss at the top of the index was 
sharp enough to bring the price 
of each of those models to a 
record low. 











DeSoto Assemblies Get Under Way— 


Production of 1955 DeSoto models moves into gear 
is set down on the chassis at the Detroit plont. 


undergone major retooling. 


as the first production body 
For several weeks the plant has 


Mercury Boosts Sights 
To 6 Pct. of Market 


By Sam Sampson 
Staff Writer 

DEARBORN.—Mercury will drive 
to get a full 6 percent of the auto 
market in 1955, Joseph E. Bayne, 
general sales 
manager of Lin- 
coln-Mercury di- 
vision, declared at 
the press preview 
of the 1955 line 
of cars. Current 
penetration is 5.2 
percent, Bayne 
said. 

Bayne said that 
Mercury will sell 
270,000 cars. this 

J. E. Bayne year—the third 
highest year since the Mercury 
was introduced in 1938. This figure, 
represents 17.7 percent of its price 


| Class — the highest level ever at- 


tained, he said. 

However, production this year 
will reach only 251,000 cars, he 
said. The difference, Bayne said, 
is in dealer stocks as compared 
with a year ago. Stocks are about 
19,000 cars fewer than they were 
at new-model introduction time 
last year. 

During the last three years, Lin- 
coln’s market penetration has 
climbed to about 0.7 percent of the 
market, as compared with about 
0.5 percent of the market in 1950. 
In its price class, however, Lincoln 
has increased its share to 17.4 per- 
cent so far this year from a level 
of about 114 percent in 1950, 
Bayne said. 

Acknowledging that competition 
in 1955 will be the keenest of the 
postwar era, Bayne stressed the 
growing importance of strong deal- 
er organizations with the ability to 
sell aggressively. 

“The industry should sell 5,300,000 
units this year, which will make 





‘Pontiac Day’ in Pit#tsburgh— 


Winding up a 60-day sales contest, Pontiac's Pittsburgh zone hold a ‘Pontiac Day,” 
during which winning dealers received engraved baseball trophies. Winning sales 
managers and salesmen were presented with engraved watches. From left are Rosey 
Rosewell, Pittsburgh Pirates broadcaster; John Hartrick, of Hartrick Pontiac, Aliquippa, 
Pa.; George. Hopkins, of Hopkins Pontiac, Marietta, O.; Joseph Campbell, of Hartrick 


Pontiac, and J, F, Matene, zone manager. 








it one of the top three or four in 
history,” Bayne said. 

But the return of the buyer’s 
market, he continued, has caused 
a major revision in the method 
of car distribution. The factory 
now has more responsibility to 
produce cars to the customer’s 
specifications, he said. 


“This doesn’t sound like much of 
a challenge until it is realized that 
with all the possible combinations 
of body type, color, trim and equip- 
ment offered in today’s Mercury, it 
is possible to build 558,194,688 cars 
without duplicating a single unit,” 
Bayne said. 


The press preview here kicked 
off a series of meetings which 
opened last week in New York. Lin- 
coln-Mercury dealers from 17 east- 
ern and central states attended the 
New York meeting—a two-day ses- 
sion to outline plans and objectives 
for 1955. 

Similar meetings will open to- 
day (Oct. 11) in Kansas City, and 
on Oct. 22 in San Francisco. 

Lincoln-Mercury executives who 
will attend the regional meetings 
include Benson Ford, general man- 
ager; Richard E. Krafve, assistant 
general manager; Bayne; A. H. 
Crowley, assistant general sales 
manager of Mercury; H. B. Daniels, 
assistant general sales manager of 
Lincoln, and regional sales man- 
agers. 


Speakers Listed 
By NUCDA for 


Miami Convention 


DETROIT.—A report on uniform 
title law progress and a message 
| from a General Finance executive 
| will highlight the 
eighth annual 
convention of the 
National! Used 
Car Dealers Assn. 
next month in 
Miami Beach. 

The convention 
—NUCDA’s 
eighth — will ex- 
tend from Nov. 
14-16. Headquar- . 
ters hotel will be , , 
the Empress, R. W. Workman 
where the 1954 board of directors 
will hold its final meeting on the 
forenoon of the 15th. 

Highlighting the Monday session, 
according to NUCDA President R. 
W. Workman, will be an address 
by Paul H. Brown, General Finance 
vice-president in charge of south- 
eastern operations. 

The title law report will be made 
at a Tuesday delegate luncheon by 
Don McClaugherty, managing di- 
rector of the Southern West Vir 
ginia Auto Club. McClaugherty is 
immediate past president of the 
American Assn. of Motor Vehicle 
Administrators. 

The Roney Plaza Hotel will b« 
the scene of a dance and floor 
show the night of the 15th. Some 
700 are expected for this part: 
sponsored by the Miami UCD4A. 
Convention chairman is Stacy 
Rowell, of Miami, Florida UCDA 
president. 
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Speaker Blames ‘Dumping’ aN 


Dealers tell me 


By John 0. Munn 





O AUTOMOBILE dealers suffer 

from inferiority complex? 
Many dealers say they do and that 
it’s a beaut. Such a situation cer- 
tainly is a paradox. 

Dealers are aggressive. Dealers 
have made and are making a most 
important contribution to this won- 
derful industry. Why don’t they 
have framed photographs of 
Charlie Freed, Bob Armacost, Sax 
Lloyd or any of the past NADA 
presidents in their offices? Why 
don’t they have an autographed 
photograph of Admiral Bell on 
display? 

Why, from the start of the in- 
dustry, has most of dealers’ busi- 
ness promotion been limited to a 
product that they don’t own or 
control, the agency for which can 
be taken away from them with- 
out cause? Why have they failed 
to tell their wonderful story? 

Both old dealers and new dealers 
are guilty. Old dealers’ first experi- 
ence in selling automobiles was 
when it didn’t take any investment 
and they needed to identify them- 
selves as being agents for a certain 
car. 

Younger dealers went into the 
business after the war and got off 
to a bad start with the shortage of 
cars. The older dealers who started 
in the horse-and-buggy days should 
certainly realize how the use of 
the automobile has changed the 
complexion of this entire nation 


Hartford Dealers 
To Ask State for 
Better City Roads 


HARTFORD, Conn.—Morris Lip- 
man, president of the Hartford 
Automobile Dealers Assn., an- 
nounced last week that the associa- 
tion will initiate a “strong push for 
State legislative action on a new 
urban-arterial highway system” m 
this area. 

Association members unanimous- 
ly approved a resolution calling for 


the State to speed arterial highway | (Buick) of that city. 


construction around greater Hart- 
ford. It could be financed by addi- 
tional bond issues or other appro- 
priate measures, the _ resolution 
stated. 

Lipman, who also is president of 
Lipman Motors, Inc. (Nash), said 
the association urges “action now, 
not years from now, because traffic 
congestion on city streets is be- 
coming intolerable.” 

City streets comprise only 10 per- 
cent of the total highway mileage 
but carry one-half of all traffic, 
Lipman said. 

Furthermore, he added, more 
than two-thirds of the automobiles 
registered in Connecticut are own- 
ed by city dwellers. “These people 
are the heavy contributors to the 
gasoline tax, yet almost nothing is 
done by the State to help them,” 
Lipman said. 
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and effected the lives of all people. 
It used to take but a few dollars 
to get an agency from an automo- 


bile manufacturer. 
* cd * 


Sell Institution 


Now it takes $100,000 capital to 
conduct even the smaller deal- 
erships. The change in dealer in- 
vestment has not been necessitated 
by the function of selling cars, but 
rather by the necessity of helping 
owners procure the fullest, most 
satisfactory and economical use of 
automobiles. 

Whether we are old dealers or 
dealers of more recent origin, the 
sales experience this year certainly 
emphasizes that the only protec- 
tion we have for our investment 
and our safest assurance for the 
future is to interpret our individ- 
ual business in terms of owner 
benefit—to use promotion to sell 
our institution and what it means 
to the community; to sell the fact 
that it does make a difference to 
people where they buy their cars; 
to sell the fact that the responsi- 
bility of a dealer is more impor- 
tant, to the customer, than the 
trade name of the car. 

There has been a group of 
dealers, however, during the en- 
tire history of the trade, (and 
their number is rapidly increas- 
ing), who are devoting much of 
their advertising money in tell- 
ing the wonderful dealer story. 
These are the stable dealers, the 
dealers who stand up in good 
years and bad. These are the 
dealers who don’t take it for 
granted that a high class oper- 
ation alone is enough to draw 
the public differential between 
the dealer who deserves confi- 
dence as against the opportunist. 
Because of these facts, this col- 
umn has recently been emphasizing 
the direction of dealer promotion 
that puts stability and character 
behind an operation. Following is 
the text of a series of ads that 
were run twice a week opposite 
the editorial page of the Charlotte, 
(N. C.) Observer by Lee Folger 


Folger has toiled in this field 
since 1909, having originally been 
wholesale man with C. C. Codding- 
ton, who had a Buick distributor- 
ship for the Carolinas until 1928 
when the franchise was taken over 
by the factory. He then served 
eight years as zone manager for 
B.O.P. and took on the Buick con- 
tract 17 years ago. He organized 
the Carolina dealers association 
and, like so many dealers, has been 
|active in many of the’ civic, busi- 
ness and fraternal organizations in 
his city. 

He was overseas as a captain in 
the Air Force in the First World 
War and served as a Lieutenant 
Colonel in the Army Ordnance 
Corps in the last war. He believes 
it is not only what we are but 
what the public realizes we are 
that lays a condition whereby one 
|ean cash in on his investment in 
this, his chosen field. This is the 
thought behind the series that fol- 
lows: 

© an * 
THIS MONOGRAM ... 

... On the rear deck lid of a 
Buick automobile has a very sig- 
nificant meaning, bearing on 
many phases of interest to auto- 
mobile owners. In this frame- 
work you may read from time to 
time our ideas of how a sound 
automobile sales and service bus- 
iness should be conducted, in 
order to justify its existence as 
a community institution. 

A GOOD REPUTATION 

It takes years to build, but can 
be quickly destroyed! 

It must be carefully guarded. 

“A good name is rather to be 
chosen than great riches.” 

CONFIDENCE 

We value above all else the 
confidence of our customers and 
friends. We want your confidence 
and patronage too. 

If we can’t have both together, 

(Continued on Page 35, Col. 1) 





28 Cars for Schools— 


M. B. Janes (left), president of the 
Philadelphia Automobile Trade Assn., 
hands the keys to one of 28 training 
cars for the Philadelphia school system 
to a high school student, while Dr. L. P. 
Hoyer, superintendent, looks on. More 
than 10,000 students received a total of 
541,604 hours of instruction in 91 cars 
given by the association in five years. 


U. C. Price 


Grip Lost, 


N. H. Dealers Told 


NEW CASTLE, N. H.—James P.| dealers to discuss further methods 


Mayo, of Nashua, told dealers at 
the 11th fall conference of the New 
Hampshire Automobile Dealers 
Assn. last week that they had lost 
control of the pricing of used cars. 

Mayo placed part of the blame 
for. this situation on volume deal- 
ers from metropolitan areas who 
“dumped” their surplus units in- 
to territories where they had no 
responsibility. 

Mayo asserted: “We feel that 
something should be done toward 
restoring price control of used cars 
to the dealers. If competition is left 
to the dealers in an area, the situa- 
tion will take care of itself.” 

The association passed a motion 
authorizing the directors to call a 
meeting of eight representative 


Freed Sees 55 Sales Boom, 
Steady Climb in Demand 


BILOXI, Miss.—NADA President 
Charles C. Freed forecast this week 
that production of 7,000,000 cars a 
year would be considered normal 
by 1960. 

He coupled this statement with 
a prediction that the rapid growth 
of suburban areas and 
ear deterioration would combine 
to make 1955 a “great” automo- 
bile year—outstripping 1954. 

Freed addressed the annual con- 
vention of the Automobile Dealers 
Assn. of Alabama which honored 


S.C. Dealers Push 
Drive on Phantom 


Freight Charges 


CLEMSON, S. C.—South Caro- 
lina new-car dealers, pressing their 
recently-launched campaign against 
inequitable trade practices, have 
unanimously called on NADA to 
declare war as soon as possible on 
“phantom freight rate” charges. 

The latest occasion for the ex- 
pression of South Carolina ADA 
policy was the association’s fifth 
annual business meeting here. 

Last May, in Charleston, the Pal- 
metto State’s dealers endorsed a 
vigorous platform of factory rela- 
tions reforms during a heated an- 
nual convention. A plank in the 
platform was a demand that all 
auto freight charges coincide with 
those from Detroit. 

Dealers from throughout the 
state attended the business meet- 


ing and conferred with James C.| 


Sterling Edwards, of Birmingham, 
by designating him “Mr. Automo- 
bile Dealer of 1954.” 

New officers elected by the as- 
sociation were: R. S. Hicks, Deca- 
tur, president; Frank E. Davison, 
Demopolis, first vice - president; 
Rhea Fayssoux, Tuscaloosa, second 
vice-president; W. H. Ray, Hunts- 
ville, third vice-president, and Jud- 
son Colley, Troy, secretary-treas- 
urer. 

Amplifying his auto market con- 
victions, Freed said that “there is 
a tremendous demand for cars, 
with 18,000,000 prewar cars still on 
the highway today. 

“The rapid growth of suburban 
areas has created a demand for 
two cars per family. This is ex- 
pected to bring in a million new 
buyers each year.” 


duction years by 1960 was linked 
with an observation that vehicle 
registrations have jumped 87 per- 
cent during the past nine years. 

Other convention speakers in- 
cluded H. H. Shuart, of Detroit, 
who declared that “during the past 
few years the manufacturer of au- 
tomobiles has gained tremendous 
power but the dealers have lost 
commensurately.” 

Freed, in his talk, spelled out the 
principal points of the anti-boot- 
legging measure NADA will spon- 
sor in the next session of Congress. 
Manufacturers, under the proposal, 
will be permitted to write into 
dealer franchise contracts a ban 
on sales of new vehicles for resale. 


NADA, Freed told the Alabami- 


Moore, NADA legislative counsel, | #"5: also is formulating plans to 


and Vince Baker, salesmanship ex- | Press for the elimination or reduc- | 
| tion in federal excise taxes. 


pert. 
Moore, a native of this state, dis- 


cussed at length efforts by NADA | ¢"joyed a full round of forum-type | 
to revise the franchise agreements | ™eetings and parties. 


between factories and dealers. 
Baker 
dealers to install a “controlled sys- 
tem” of selling. 
The business meeting was ar- 


ranged by W. Keys Welborn, of “a 


Anderson, and chairmanned by 
SCADA President F. W. Nimmer, 
of Ridgeland. 


Auto Show Revived 
In Grand Rapids 


GRAND RAPIDS, Mich. — Offi- 
cials of the Grand Rapids Pas- 
senger Car Dealers Assn. have 
announced plans to revive their 
annual automobile show, Jan. 10-15. 

The show has not been held since 
1941. The 1955 show will be held 
at the Civic Auditorium. 


N. J. Parley Attendance 


676 Persons, Not 200 


DETROIT. — Automotive News’ 
story (Oct. 4) on the New Jersey 
dealers convention said 200 persons 
were in attendance. 

According to William L. Mallon, 
secretary, total paid attendance 
was 676, only four less than the 
record set last year. 


urged South Carolina | 


Dealers attending the convention 


Houston Show Plans— 


Activities during the Houston Automo- 
bile Show, scheduled for Jan. 8-13, are 
discussed in Detroit by Chrysler division 
officials with Frank S. Reinhardt (right), 
director of the show. From left are C. C. 
Curtan sales manager; John Caron, ad- 
vertising manager, and E. M. Braden, gen- 
eral sales manager. 








for improving the used-car situa- 
tion. 


Richard W. Shanklin, director 
of Chrysler Corp.’s dealer enter- 
prise plan, told delegates to the 
two-day convention that the com- 
ing year would be a highly com- 
petitive one, but that the keen, 
alert dealer who had a firm grip 
on the reins of his business had 
nothing to fear. 

“The past year,” he said, “has 
provided the ‘shock treatment’ for 
automobile dealers, and unsound 
automobile selling practices will be 
straightened out by dealers them- 
selves.” 

Shanklin said that excessive over- 
allowances, blitz selling, gimmicks 
and wild discounting practices 
could result only in reduced cus- 
tomer confidence and unstable 
marketing. 

“If you want the factory to 
correct these practices, maybe we 
will, and we'll take credit for it, 
but in the final analysis it will 
be you dealers who will correct 
the situation,” added Shanklin. 


He continued: “The dealer who 
will plot his course throughout the 
year along sound business princi- 
ples; who has a liking not only for 
his business, his community, or- 
ganization and product, but in ad- 
dition possesses enthusiasm—which 
is priceless—will be assured of an 
exciting, enjoyable and profitable 
1955.” 

Bayard F. Pope, chairman of the 
board of Marine Midland Corp. 
told the dealers that “The Ameri- 
can economy today is in a consid- 
erably stable condition.” 

Pope also opined that in the ab- 
sence of any vital change in the 
international situation, he could 
see little change in the next year 


| or so. 
His forecast of 7,000,000-car pro- | 


A surprise feature of the con- 
vention was the presentation of 
New Hampshire whooper awards 
to Shanklin and Pope by Gov. 
Hugh Gregg. Alan F. Pope, ad- 
ministrative assistant to Gov. 
Gregg, presented the award to 
his father. 

A panel discussion on “Balancing 
of Used Car Stock—a Key to Suc- 
cessful Operations” featured the 
opening day’s program. 

Taking part in the discussion 
were E. B. Morse, Clyde Garfield 
and Maurice J. Grant, of Manches- 
ter; Andrew M. Nicoll, of Concord; 
John E. Graham, of Claremont; 
Frank J. Costello, of Portsmouth, 
and Gordon C. Wentworth, of West 
Ossipee. 

Other speakers at the parley 
were Walter Kiplinger, NADA 
director of public relations, who 
spoke on “What the Automobile 
Retail Institute Means to You,” 


| and Warren A. King, merchan- 


dising manager of Life Magazine, 
who discussed the “Changing 
American Market for Automo- 
biles.” 

Howard Bailey, NHADA presi- 
dent, presided. It was announced 
that due to a change in the by- 
laws, the present officers would re- 
main in office until next fall. Ralph 
T. Wood and Walter R. Harvey 
acted as co-chairmen. 


Indianapolis Show 
Set for Jan. 21-29 


INDIANAPOLIS. — The Indian- 
apolis Automobile Trade Assn. will 
hold its 1955 automobile show Jan. 
21-29 at the Indiana State Fair- 
ground here, Louis A. Walther, as- 
sociation president, announced last 
week. 

Other officers are LeRoy C. Gale, 
president of Gale Motors, Ine. 
(Studebaker), vice - president; 
Charles Stuart, president of Charlie 
Stuart, Inc. (Studebaker), secre- 
tary, and Joe B. Wiles, president 
of Wiles-Johnson Motors, Ine, 
(Chrysler-Plymouth), treasurer, 
Walther vice-president of Com- 
munity-Buick, Inc. 
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C apsule Comment 


Special automotive taxes are at a record-breaking rate of 
$6 billion annually, which includes about $2 billion in excise 
levies, reports the AMA. 


Remember, the excise tax comes up for renewal next 
spring. 


Studebaker-Packard has arranged for loans totaling $70) 


million, and ‘‘we’ll be in there slugging in next year’s free- 
for-all,” declare top officials. 
And dealers seem to be rallying to the cause. 
* * . 


The greatest retail mortality rate last year took place in 
the appliance, radio and television line —an area of wild 
trading and advertising for the past two years, reports Dun 
& Bradstreet. 


R. I. P., wild traders. 


A breakdown in the basic profit structure is threatening 
the entire truck-equipment business, which may lead to a 
complete realignment of the distribution system, equipment 
men say. 


. Are dealers letting another potential profit go by the 
boards? 
* * s 

Government planners are about ready to give the auto 
industry a look at proposals for passenger-car limitations, 
in the event of another war emergency. 

There’s still a good chance that rationing of cars may 
not be necessary. 
* +. * 

With fizzling of the much-discussed Steelworkers’ with- 
drawal from the CIO, observers believe that a merger of the 
CIO with the AFL will take place early next year. 


Which would leave John L. Lewis’ miners still on the 
outside. 


Exports of U. S. made cars to foreign markets are 17.4 
percent ahead of 1953. 


Still below peak years, but still an improvement. 











Coming 
Events 


Dealer Conventions 


Oct. 10-12—Mississippi Automobile Deal- 
oe Assn. Convention, Buena Vista Hotel, 
Ox. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 


Och. I7-1#-Georgie Automobile Deol 

. 17. ia mobile Dealers 
Association Convention, General Ogle- 
tho Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associ- 
—- Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

. 24-26 — Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

I nnecticut Automotive Trades 
Association Convention, New Hotel 
Statler, Hartford, Conn. 

Nov. 7-#—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 

inia, John Marshall Hotel, Richmond, 


a. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 1819— Idaho Automobile Dealers 
Association Convention, Boise Hotel, 


Boise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
— Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 5 

Jan, 29-Feb. 2—NADA annual convention, 
Hotel Conrad Hilton, Chicago. 


Dealer Auto Shows 


Oct. 9-24—Southwestern Automobile Show, 
Texas State Fair, Dallas. 

Jan. 8-13— Houston Automobile Show, 
Sam Houston Coliseum, Houston. 

Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-16—Washington, D. C. Auto Show, 
Washington. 

Jan. 15-22—Rochester Auto Show, Roch- 
ester Armory, Rochester, N. Y.. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los 

Jan. 21-30 — Seattle Automobile Show, 
Seattle Armory, Seattle. 

Jan. 22-30—St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31 — Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, Indiana. 

Jan. 29-Feb. 6—Detroit Auto Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6—Quad-City Autorama 
a ort, lowa, Rock Island, Moline, 
‘ast Moline, Ili.), Rock Island Armory, 
Rock Island, Ill. ; 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 


Moines. 

Feb. 12-19—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 20-27—Syracuse Auto Show, Syracuse, 
New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, issouri, 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kanses. 


Angeles. 


General 


Oct. 7-17—International Paris Auto Show, 
Grand Palais, Paris. 

Oct. 9-17 — Pacific International Motor 
Sports Show, Oakland Exposition Build- 
ing, Oakland, Calif. : : 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Oct. 28-30 — Western Parts and Service 
Managers Association Convention, New 
Washington Hotei, Seattle. 

Oct. 31-Nov. | — Idth Annual Convention 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 14-16 — National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 15-17 — American Finance Confer- 
ence, Commodore Hotel, New York City. 

Dec. 5-7—Motor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 


(Continued on Page 13, Col. 5) 


20 Years Ago... 
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—— Letterbox 


‘Mechanics, Too? ... . 





SEEN 
»SANO SPIRIT 
YET 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to 


letters but you may sign your name 


unsigned 
with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Wants ’em Licensed 


One of my principle pet peeves 
has been, and always will be, until 
the day it is written into law, is 
licensing automotive mechanics. 

I know that it has its many pros 
and cons, but with the compulsory 
automotive inspection law passed 
in the State of New York, it has 
come to a head. Compulsory state 
inspection is a wonderful and time- 
ly automotive necessity, but who is 
to inspect the individual automo- 
bile? 

Sure, there will be official sta- 
tions and officers in management 
to direct the inspections, but who 
knows the qualifications of the me- 
chanics employed therein? The 
time has come for methodical and 
technical control in servicing the 
largest business in the world to- 
day. 

I know that this is a lengthy 
subject to cover by mail, but just 
let me say that they have licensed 


The Big Stories 


White Motor Co. has added a new Series 730 trucks, driven by a 
horizontal opposed 12-cylinder engine developing 124 horsepower 
at 2,400 revolutions per minute. Capacities range from 24,000 to 


30,000 pounds . 


. . Members of the Automobile Manufacturers Assn. 


produced 113,316 units in September, or 32 percent under August 
and 23 percent below September, 1933 . . . America’s motor tax bill 
in 1933 totaled $1,128,262,331, or an average of $47.31 per car, com- 
pared with $44.25 in 1933 ... Nash has declared a dividend of 25 
cents a share. For the quarter ended Aug. 31, the company had a 
loss of $628,517, as against a loss of $430,515 in the like 1933 quarter 
... Car financing in Canada in August increased 75 percent over 
August, 1933. New cars financed totaled 2,126 against 1,388 in August, 
1933 . . . A 12-point program for the regulation of interstate truck 
traffic has been proposed by the highway transportation committee 
of the Nationa] Industrial Traffic League. 


—From the files of Automotive News. 





electricians, plumbers, hairdressers, 
barbers, veterinarians and teach- 
ers. Also a license for an iceman 
and other harmless trades. But the 
most lethal weapon, the most com- 
plicated machine, the most used 
and abused commodity that people 
have—the automobile—is unlicens- 
ed, unregulated and unchecked.— 
Vincent Lomsarpl, vice - president, 
Society of Automotive Service Man- 
agers, Inc., Brooklyn. 
* 


* * 


Overseas Assembly 


I have very much enjoyed John 
Benedict’s writings since the start. 
Having always been in the retail 
or dealership end of the business, 
this may sound strange, but I am 
sure that there is a great deal more 
interest in production at this end 
than is generally assumed. 

A customer of mine in Brazil has 
recently asked me to supply him 
with a layout and operating data 
for the assembly of medium-duty 
trucks. The thinking there is not 
that they will be able to assemble 
these units more economically than 
they could here. They do feel that 
the savings in freight which is 
substantial and in “dollars” is suf- 
ficient reason for the undertaking. 

Inasmuch as these savings will 
be utilized for additional automo- 
tive equipment, I am at a loss to 
understand the objections of some 
factories to cooperating with their 
dealers overseas. However, I am 
not writing to expound my eco- 
nomic theories. 

I would appreciate it if you cou! 
acquaint me with any books, arti- 
cles, or publications which mig!'t 
be of help in setting up an opera- 
tion of this sort. All the parts wil 
be of U. S. origin, and a minimum 
amount of automation seems d:- 
sirable because of a low anticipated 
‘ production and cheap labor.—Easr- 
{ern DeAver. 


ake eee 


aca 


SB ET ek ae 





AUTOMOTIVE NEWS, OCTOBER 11, 1954 


How to Sell 
All Your Market 


When dealers are faced with decreased net profits, 
they must uncover and cultivate every possible source 
of revenue. 
* They go after people who want a new or better 
car but don’t realize it. 
* They make it interesting and easier for more 
people to buy cars. 
* They offer the benefits of their finance plan to 
every prospective buyer they contact — realizing 
that 8 out of 10 must use their credit... and 


ability to pay out of income...when they buy a car. 

* They thereby increase new and used car sales, 

increase finance income and add continuing rev- 

enue to shop operations from insured time buyers. 

Many dealerships are now tapping additional sources 

of income through our Continuing Program for De- 
veloping Dealer Profits. 

Your Universal C. I. T. District Manager will gladly 

tell you how this program is helping dealers and sales- 


men to increase their sales, commissions and profits. 


Universal C. LT. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 400 BRANCHES SERVING THE UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limiited 
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Six-Cent Raise for Mechanics Ends Dispute .. . 





Des Moines Dealer Strike Settled — 


By Joe Callahan 
Staff Writer 

HE MONTH - LONG strike 

against 16 Des Moines dealer- 
ships ended last week when 300 

mechanics returned 

to their jobs after 

voting to accept the 

six - cent - an - hour 

raise offered by the 

Des Moines Automo- 
bile Dealers Assn. 

The mechanics, all members of 
the AFL Machinists, walked out 
of the dealerships Sept. 1 when 
the old contract expired. Picket 
lines were maintained through- 
out the strike. 

Under the new one-year contract, 
the mechanics basic hourly rate is 
boosted to $2. Originally the union 
had demanded a 12-cent increase. 

a ” * 


Picketed Dealer Dies 
N DETROIT last week, the AFL 
Teamsters drive to organize au- 
to salesmen was marked by the 
death of Wilfred J. Love, owner of 


AMA <Acclaims 
U.S. Road Plan 
As Hearing Opens 


WASHINGTON. — The so-called 
Clay committee, appointed by Pres- 
ident Eisenhower to study his re- 
cent $50 billion highway construc- 
tion program, opened hearing in 
the White House executive offices 
Thursday. Gen. Lucius D. Clay pre- 
sided at the opening session. 

The Automobile Manufacturers 
Assn. was the first witness. Some 
20 other organizations were to be 
heard. 

William J. Cronin, managing di- 
rector of AMA and spokesman for 
the car manufacturers, told the 
committee that “the automotive in- 
dustry welcomes the President’s 
proposal as the first official recog- 
nition in many decades of the true 
magnitude of the nation’s highway 
deficiencies.” 

The President’s proposed $50 bil- 
lion highway construction program 
wil] provide benefits to the national 
economy, the' public safety and the 
nation’s military security that will 
vastly outweigh the cost, Cronin 
stated. 

David Beck, president of the AFL 
Teamsters Union, is a member of 
the Clay committee, along with 
William Roberts, president of Allis- 
Chalmers, and S. Sloan Colt, presi- 
dent of Bankers Trust Co. of New 
York. 


Nash Appoints 
Cleveland Aide 


DETROIT.— D. L. Kimber has 
been appointed Cleveland zone 
manager of Nash, H. C. Doss, sales 

sai . Wwice-president, 






announced last 
week. 
Kimber, for- 


merly Des Moines 
zone manager, 
succeeds O. G. 
Watson, who re- 
cently resigned. 

Kimber joined 
Nash in 1945 as 
car distributor in 

the Kansas City 
_ BD. i. Kimber zone. He also 
served as a district manager and 
business management manager in 
Kansas City. 

He became assistant Memphis 
zone manager in 1949, assistant 
Des Moines zone manager in 1951 
— Des Moines zone manager in 
1 





Ford Directors to Visit 


Cleveland This Week 


DEARBORN. — Directors and 
other officials of Ford Motor Co. 
will visit Cleveland this Wednes- 
day and Thursday. A group 
headed by President Henry Ford 
Ii, will inspect the company’s 
four Cleveland plants Oct. 13. The 
board of og will hold its 
regular mon meeting at the 
Cleveland foundry the following 





Rosedale Motors (Oldsmobile), 
which has been in a prolonged dis- 
pute with the union. 

Mr. Love, an Oldsmobile and 
Hudson dealer for the past 25 
years, died several hours after ap- 
pearing in Circuit Court to seek an 
injunction to prohibit picketing at 
his dealership. Because of other 
court business, the hearing was 
postponed for 72 hours. 

The union withdrew its picket 
line last Monday, the day of Mr. 
Love’s funeral, but picketing re- 
sumed the following day. 

om ” + 

Pee tING was banned briefly 

last week by Circuit Court 
Judge George B. Murphy at Bob 
Ford (Ford), which has been in- 
volved in an organizational dispute 
with the Auto Salesmens Union for 
several months. 


The injunction was granted fol- 
lowing the firm’s complaint that 
the union had defied an earlier 
court ruling prohibiting mass 
picketing and because of recent 
violence at the dealership which 
resulted in the injury of two non- 
strikers. 

Contempt -of-court cases also 
started last week by Bob Ford 
against nine members of the union 
on charges that the men violated 
the injunction against mass picket- 
ing. 

But after a two-hour lecture by 
Judge Murphy, the unionists were 
released and cases were adjourned 
and Judge Murphy said he would 
give the pickets a second chance 
to obey an order he issued against 
mass picketing June 2. 

* o * 
Union to Go to State 


ENRY LOWER, union business 

agent, announced that the un- 
ion, dissatisfied with the results it 
is getting from the National Labor 
Relations Board, now is going to 
the Michigan State Labor Media- 
tion Board. 

To implement this plan the 
Salesmens Union has asked four 
Detroit dealers—Jefferson Chevro- 
let, Gorey Buick, Teal Motors 
(Hudson) and Grates Pontiac—to 
meet with the union to discuss a 
contract for their salesmen. 

Lower said that he anticipates 





that the dealers will refuse to open 
negotiations and that this will give 
him the right to take up the four 
cases with the Labor Mediation 
Board. 

George Bowles, chairman of 
the board, has told Automotive 
News that his agency is merely 
a conciliatory body and has no 
enforcement powers. 

Also lending doubt as to the 
board’s effectiveness in this matter 
is the fact the board seldom enters 
disputes unless it is invited by both 
parties to the dispute. 


* * * 


Milwaukee Sales Row 
LSEWHERE on the labor front, 
a strike occurred at Ruby 
Downtown Chevrolet, in Milwau- 
kee, after four salesmen were fired 
when they objected to a new meth- 
od of computing their salaries. 


Joining the four salesmen on 
the picket line were several other 
Ruby workers, all members of 
Local 200 of the AFL Teamsters 
union. 

Frank Butler, who became the 
firm’s general manager the day 
before the new compensation sys- 
tem was introduced, said the new 
plan “had no bearing on compensa- 
tion arrangements except to make 
it possible for a salesman to make 
more money.” 

ae * +e 
R° LANE, president of Local 

200, announced that his union 
has now signed about 1,000 sales- 
men in the Milwaukee area. 

He said that the union would 
stop new-car deliveries to Ruby 
from the Janesville Chevrolet 
plant by requesting haulaway 
drivers, who are Teamsters, not 
to cross the picket lines. 

In Spokane, an anti-picketing in- 
junction against the Spokane Auto- 
motive Machinists Union was dis- 
solved last week by a Washington 
Superior Court. 

The injunction, granted at the 
request of the owners of Bennett 
& Peterson’s Garage, originally 
was ordered because the company 
had no dispute with the union. 
However, the court ruled that the 
union had picketing rights since 
two of the firm’s employes were 
members of the union. 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 
(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 6 
(Sold 66 cars out of 127 entered.) 


BUICK—’53 RM Riviera coupe, $1,775* 
(ps); Super Riviera coupe, $1,700*, 
$1,625*. ‘51 Super Riviera coupe, 
$855*; Special Riviera coupe, $725; 
RM 4-dr., $690*. °'50 Super 4-dr., 
$500*; conv., $420*. "49 Super 4-dr., 
$340*, $265*, $240. 

CADILLAC — '54 (62) coupe, $4,000* 
(ps). '53 (62) coupe, $2,800*. 

CHEVROLET—’54 (150) Business 
coupe, $1,625. 53 (150) Business 
coupe, $1,390. '52 SL Deluxe 4-dr., 
$770*; 2-dr., $720*; SL Special 2- 
dr., $600. '51 SL Deluxe 4-dr., $690*; 
2-dr., $505; SL Special Business coupe, 
$465. '50 SL Deluxe conv., $425*; 2- 
dr., $405; SL Special 4-dr., $410. '49 
SL Deluxe 2-dr., $285. 

—- Fire Dome (8) club coupe, 

DODGE — '51 Coronet 4-dr., $600*, 
$560*, $525*. 50 Coronet 2-dr., $315. 

FORD—’54 Main (6) Ranch Wagon, 
$1,710. °53 Crest (8) conv., $1,000; 
4-dr., $975; Custom (6) 2-dr., $1,000; 
Main (6) 2-dr., $850. ‘52 Main (6) 
4-dr., $730. '51 Custom (8) 2-dr., 
$630; Deluxe (6) 2-dr., $420. ‘50 
Custom (8) 2-dr., $575; Deluxe (6) 
2-dr., $250. °49 Custom (8) conv., 
$250; 2-dr., $140. 

HUDSON—’52 Pacemaker 2-dr., $450. 
’51 Pacemaker 4-dr., $340. '50 Pace- 
maker 2-dr., $290. 

KAISER—’51 4-dr., $260. 

MERCURY—’54 Custom 2-dr., $1,720. 
"52 2-dr., $985. '51 4-dr., $700*; club 
coupe, $585. '50 club coupe, $405. °49 
conv., $405; 4-dr., $330. 

NASH-~'49 4-dr., $165. 

OLDSMOBILE—’52 (88) conv., $1,365*. 
*49 (98) 4-dr., $450°. 

PACKARD—'52 (200) 4-dr., $620*. 

PLYMOUTH — '53 Cranbrook 4 - dr., 
$875; 2-dr., $875. ‘51 Cranbrook 4- 
dr., $550; Concord suburban, $540; 
club coupe, $440. 

PONTIAC—’54 Chieftain (8) Catalina, 
$2,300*; conv., $2,040*. '53 Chieftain 
(8) 4-dr., $1,380*, $1,265. °47 Tor- 
pedo (8) 2-dr., $155. 

— Champion 2-dr., 


Sept. 29 
(Good, clean autos still holding 
cars out of 111 en- 


firm, Sold 
tered.) 

BUICK—’54 Super 4-dr., $2,395*; Spe- 
cial 2-dr., $1,795. '53 Super Riviera 
coupe, $1,585*. "52 RM 4-dr., $1,025*, 
$950*; Super 4-dr., $940*. '51 Super 
Riviera coupe, $860*; 4-dr., $775*; 
Special 4-dr., $715. '50 Special 2-dr., 
$425, $285. °49 Super 4-dr., $400*, 
$350; Special 2-dr., $285*. 

CADILLAC—’48 (61) 4-dr., $560. 

CHEVROLET—’53 Bel Air conv., $1,- 
215; (210) club coupe, $1,170; 2-dr., 
$1,085, $1,025; 4-dr., $1,025. ’'52 SL 
Deluxe 4-dr., $755, $750, $500. '51 
SL Deluxe club coupe, $640*; SL 
Special 2-dr., $470; 4-dr., $390. 

DeSOTO—'53 Fire Dome (8) 2-dr., $1,- 
400°; club coupe, $1,225*; 4-dr., 
$1,385*. 

DODGE—’53 Coronet 4-dr., $1,135*, 
$1,035*. '49 Wayfarer 2-dr., $275. 
FORD—’53 Crest (8) Country Squire, 
$1,485; Victoria, $1,360, $1,350; 
conv., $1,390; Main (8) Ranch Wag- 
on, $1,430; 2-dr., $1,150. ’52 Crest 
(8) Victoria, $1,075; 2-dr., $890*. ’51 
Custom (8) Victoria, $835; 4-dr., 
$620; 2-dr., $550; Deluxe (6) 2-dr., 
$535. °'50 Custom (8) 4-dr., $310. 
’49 Custom (8) 2-dr., $285, $215. 
HUDSON—’50 Pacemaker club coupe, 

$315; 4-dr., $260. 
LINCOLN—’51 4-dr., $575°*. 
MERCURY—’52 club coupe, $1,250*; 
conv., $960*. ’51 conv., $745*; club 
coupe, $640*. '50 conv., $525; 4-dr., 
$525. 
NASH — 


*51 Statesman club coupe, 
$520; 4-dr., $390, $250; Rambler 
conv., $235. 

OLDSMOBILE—’51 (88) 4-dr., $980*. 
"50 (98) Holiday, $680*; 4-dr., $565*, 
$475*. °49 (98) 4-dr., $335°*. 

PACKARD—'51 2-dr., $625. 

PLYMOUTH — '53 Cranbrook conv., 
$1,030; 4-dr., $1,000; club coupe, 
$860. 

PONTIAC——’53 Chieftain (8) Catalina, 

; 4-dr., $1,380. ‘51 Silver 

(6) 4-dr., $620. ‘50 Silver 
Streak (8) 2-dr., $550°, $435; 4-dr., 
$495*, $430°. '48 Torpedo (8) 4-dr., 
$350*. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 34, 36, 37, 38 








Plymouth Executives Look Over ‘Hi-Fire’ V-8— 


William Rice (right), director of service for Plymouth, points out the features of 
the ‘55 Plymouth V-8 to other executives of the company. The engine is designed to 
keep customer service costs down, and decrease mechanic irritability when servicing 
the engine, according to the company. Shown (from left) are J. P. Mansfield, presi- 
dent; George Cutler, field service manager; William Landon, service promotion man- 
ager, and W. J. Bird, general sales manager. 


* * 


33 Plymouth 


Clears Up 


‘Clutter Under the Hood’ 


By Sam Sampson 
Staff Writer 
—- that engineers con- 
sidered servicing aspects in 
designing 1955 models emerged 
from a “component showing” of 
the new Plymouth in Detroit -last 
week, 
Plymouth has removed the 
heater duct from the right side of 


Chevrolet to Use 
Portion of Willow 
For Parts Depot 


DETROIT. — Making its first 
step in the nationwide streamlining 
of its parts and accessories depart- 
ment, Chevrolet last week an- 
nounced the acquisition of over a 
million square feet of General Mo- 
tors’ Willow Run plant for use as a 
supply depot for the department. 

The division will lease 896,400 
square feet from another GM divi- 
sion and will build 125,000 square 
feet of new construction, including 
rail and truck dockage, according 
to T. H. Keating, Chevrolet gen- 
eral manager. 

The GM Hydra-Matic Transmis- 
sion plant occupies the remainder 
of the building, purchased after 
the Livonia Hydra-Matic plant was 
destroyed by first last year. 

Chevrolet now employs 85 em- 
ployes at Willow Run, Keating 
said, “but employment may ulti- 
mately reach nearly 1,000 jobs” 
with the acquisition of the new 
facilities. 


Chevrolet parts business has 
grown so substantially in the post- 
war period, Keating said, that ex- 
pansions were required. These in- 
clude the Willow Run area and also 
expansions at Atlanta, St. Louis 
and Oakland, Calif., Keating said. 
In addition, the general manager 
said, Chevrolet will retain more 
than 600,000 square feet of parts 
warehouse facilities at Flint. 


Factory stocks are carried at 
these major locations to supply 44 
zone warehouses from which parts 
are shipped to 7,600 dealers, Keat- 
ing said. 


Clark Acquires 


Torcon Assets 


BUCHANAN, Mich.— Clark 
Equipment Co., maker of automo- 
tive components, industrial mate- 
rials-handling trucks and construc- 
tion equipment, has acquired the 
inventories, engineering designs 
and products, tooling, trademarks 
and patents and certain other as- 
sets of Torcon Corp., Ashtabula, O., 
a producer of torque converters. 


the engine compartment. Now the 
heater and blower unit is mounted 
on the fire wall and air is acquired 
for the system through the cowl 
ventilator. The only connection be- 
tween the engine and heater is the 
rubber water hose. 


The master brake cylinder and 
power braking unit are equally 
accessible on the fire wall at the 
left side. This modification is 
brought about by the use of sus- 
pended brake and clutch pedals, 
introduced by Ford in 1958, and 
changed slightly for Plymouth. 

The valve cover on the new V-8 
engine does not cover the spark 
plugs, and the hot exhaust mani- 
fold is removed sufficiently from 
the spark plug area. The distribu- 
tor, dual breaker type, is mounted 
atop the engine behind the car- 
buretor. Both are accessible for 
servicing. 

* + 

IL, filters are mounted on 

the right side of the V-8 and, 
according to the company, can be 
changed quite easily through the 
use of a special housing. Generator, 
water pump and other engine ac- 
cessories are available since the 
cross-over exhaust pipe is under- 
neath the engine. 

For those drivers who prefer dual 
exhausts, the Plymouth V-8 can 
be converted easily. Standard in- 
stallation includes an exhaust 
manifold on each bank, and a sec- 
ond tail pipe and muffler assembly 
can be attached. The cross-over 

(See PLYMOUTH, Page 43, Col. 5) 





Five-Rib Tread— 


A new truck tire offered by U. S. Rub 
ber Co. has wide, rugged five-rib tread 
with extra sharp edges and irregulur 
grooves designed to give better traction 
on slippery surfaces. Called the U. S. Roy=!, 
the tire is available in sizes ranging from 
6.00-16 with six-ply rating through 10.09- 
22 with 12-ply rating. 
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President Line Is Revived . 


Studebaker Ups Power 





AUTOMOTIVE NEWS, OCTOBER 11, 1954 


On Its 1955 Models 


(Continued from Page 1) 


by a “bigness and roominess of ap- 
pearance that joins with their 
smart lines and exterior and in- 
terior appointments to give them 
a combination of appeals unparal- 
leled in the industry.” 

Tubeless tires are standard 
equipment on all ’55 Studebaker 
models, providing puncture-free 
driving and long life. Conven- 
tional tires with tubes are avail- 
able on special order only. 

The Studebaker Hill Holder is 
standard equipment on Commander 
and President models with conven- 
tional and overdrive transmissions. 
It is optional at extra cost on 
Champions. 


Hall Finally Retires 
M. E. Hall of St. Clairsville, O., 
has retired from the auto busi- 
ness after 47 years. 





Power brakes are available as 
optional equipment at extra cost 
on all models. 

+ x + 


16 Color Choices 


ODY colors include a choice of 

eight solid colors and eight 
two-tone combinations with har- 
monizing color-styled interiors and 
upholstery. 

The ’55 Studebakers were de- 
signed by Raymond Loewy, with 
interior styling by Eleanor Le 
Maire, interior decorating expert 
and color stylist. 

In the car line, Champion and 
Commander sedans are available 
in Custom, DeLuxe and Regal 
models. The new President series 
is available in DeLuxe and State 
model sedans, and in the five- 
passenger coupe and hardtop 
sports models. Sports model five- 











passenger coupes also are avail- 
able in the Champion and Com- | pany’s retail sales. 

a DeLuxe and Regal line, ere ce 
while the hardtop is available as : 
either a Champion or Com- Bumper . Redesigned 
mander Regal model. 

“Conestoga” station wagons are 
in DeLuxe and Regal 
models in both the Champion and 
Commander lines. In the 1954 line, | Opening. 
the Conestoga station wagons were 


Count 
“The 
Points 





Studebaker's Style-Leading Hardtop— 


The new Studebaker 1955 President State hardtop is marked by a massive-appear- 
ing bumper and grille and the chrome moulding that extends from the headlights 
to the newly designed tail lights. It's powered by a new 175-horsepower engine. 

* * * * 


Your 

Favor 

With a 

DE SOTO- PLYMOUTH 
Cales 


Agreement 


©) _ Iwo Great Cars—One Sales Agreement © Undisputed Engineering Leadership 


(Gy A Market for 90% of New Car Prospects © Chrysler Corporation Reputation 


©) top-Rated Groucho TV & Radio Shows 


© Industry's Most Advanced Features 


G Outstanding in Advertising Support @g A Large, Trained Field Organization 


running at 16 percent of the com- 


UMPERS on the new Studebak- 
ers have widely separated 
bumper guards, and wrap around 
the front fenders to the wheel 


A new square parking light is 





built into the slanting grille 
frame immediately below the 
headlamps. All Regal and State 
models have a chrome side 
moulding beginning at the head- 
lamps and continuing back to the 
tail light. It widens into a quill 
pattern at the rear door edge, 
following the contour of the body 
indentation that has been a 
Studebaker style-setter. 

Regal and State sedan models 
also have a stainless steel sun 
visor. All models except Custom 
have stainless steel windshield, 
door window and rear window 
mouldings. 


A new taillight design is said to 
contribute to safety as well as to 
elegance of appearance. Lenses 
project farther from the frame and 
overlap the rear fenders, thus mak- 
ing the light more easily visible 
from the ‘side. 

+ * * 


Nameplates in Panels 


HROME “Commander” and gold 
“President” nameplates are set 

in the rear quarter panel of these 
models just above the side mould- 
ing. Champion, Commander and 
President designations are cast in- 
to the deck-lock assembly. V-S and 
V-8 ornaments also are on the deck 
lid. 


Rear bumpers have the same 
massive treatment as front bump- 
ers, wrapping around the trailing 
edge of the rear fenders. A molded 
depression in the bumper accom- 
modates the rear license plate, 
which is protected by a wide over- 
hang. $ 

Low gear start is in all Auto- 
matic Drive units, thus assuring 
a fast, smooth acceleration. Gears 
shift automatically through the 
two low ranges and then lock 
into direct- drive. An automatic 
kick-down at speeds up to 70 
miles an hour shifts the Auto- 
matic Drive to the intermediate 
gear range when an additional 
surge of power is needed. 

On President models, a four-bar- 
rel carburetor adds power in both 
the low and high gear ranges when 
the additional two barrels are op- 
ened by depressing the accelerator 

al 



























All cars have ignition-key start- 
ing. Accessories can be turned on 
when the car is parked by turning 
the ignition key to the left. 

Interiors of all cars have a new 
feeling of luxury in upholstery, col- 
ors, hardware trim and appoint- 
ments. The instrument panel fea- 
tures new toggle switches with ball 
knobs. Window controls have spool 
knobs. 

OK x * 


Gold-Plated Hardware 


eUls-CrncLs horn rings are on 
all Regal and President models, 
and the President series has tri- 
tone horns. Steering wheels blend 
with interior color schemes. 

President State Sedans have 

gold-plated hardware throughout 
the interior as well as gold plat- 
ing on the lower half of the hood 
ornament. These models also have 
scuff - proof gold-plated plastic 
trim plates behind the door hard- 
ware. Metallic gold-tone finish is 
carried across the lower part of 
the instrument panel, and the 
radio grille is in gold finish, 
framed in chrome. 

Vinyl sponge crash pads to match 
the color of interior garnish mould- 
ings are on the instrument panels ~ 
of President State models and are a 
available as an accessory on other 
models. A cloth covered robe cord 
and folding foot rest also are in | 
President models. 4 

Three new upholstery fabrics 
have been created for President 
sedans in blue, greige and olive 
green. Seats in the President 
coupes are upholstered in these 
fabrics with the addition of viny] 
caps and bolsters. 

* ” 


Vinyl Available 


Ali-verL upholstery in assort- 
ed color combinations is avai!- 
able as an option in all models ex- 
cept the President State four-door 
sedan. 

Fibre glass pads in the roof 
panel insulate against noise ard 
temperature changes. Similar in- 
sulation also is used under the 
hood 


os 


The revived President series 
was originally introduced in 1927 
continuing in production unti! 
car manufacturing stopped iii 


(Continued on Page 44, Col. 1) 
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No wonder your customers stay satictied 


WHEN THEY CHANGE OVER TO... 


= AY a | 


a. FULL POWER INGREDIENT BUILT IN 


RESTORES POWER SO QUICKLY, SO COMPLETELY 
YOU ACTUALLY FEEL THE DIFFERENCE BEHIND THE WHEEL 
















| lt’s a serviceman’s dream come true! 
|  EMOSSLUOCE PROBLEMS - 
|... STOPS CORROSION! ©... 


‘| EVERY CHANGE-OVER TO PENNZOIL WITH 2-7” 
OFFERS <4 Freedoms FROM COLD-ENGINE PROBLEMS! 


FREEDOM FROM HARD STARTING 
Pennzoil’s high natural viscosity index keeps it fluid, helps engines to 
start instantly, regardless of outside temperature. 

The power ingredient, Z-7, lets hydraulic valves operate perfectly 
| even at the first turn, sealing in compression so necessary to quick 
3 starts. By controlling combustion chamber deposits, Z-7 keeps spark 
plugs clean to provide a hot spark at all times! 


. FREEDOM FROM SLUDGE PROBLEMS 


P Z-7 has a special—and exclusive—ability to attack sludge problems in 
is an entirely new way. By its unequaled dispersing action, it prevents 
: 3 the elements that normally form sludge from depositing on vital parts! 
rf 
n 


FREEDOM FROM CORROSION 





aie 


Rusting of valve lifters — a major cause of valve wear and sticking —is 


* the result of corrosive by-products of combustion. Pennzoil with Z-7 
re actually insulates them, stops rusting! 

it 

se FREEDOM FROM VALVE CLATTER 


Within minutes after changing to Pennzoil with Z-7, even the noisiest 
valves become noticeably quieter. This improvement continues so 
motorists actually feel the difference behind the wheel — and lasts as 
long as Pennzoil with Z-7 is used! 





GET THE FULL PROFIT STORY! 
Pend ian Write to THE PENNZOIL COMPANY Executive Offices, Oil City, Pa. 


© 1954, The Pennzoil Co., Member Penn. Grade Crude Oil Assn. Permit No. 2 
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eligible. 


The handbook has a aan on 
preparing the car for com ions, 
@ concise coverage of all speed 
tests, trials, rallies and races in 
which the T. R. 2 has participated, 


tition results which the owner 
might have obtained, a section for 
the service log and a section on 


accessories. 








Badges, Too 
Club for Triumph Owners 
Formed by Factory 
NEW YORK.—Standard Motor 
Co., of Coventry, England, manu- 
facturer of the Triumph T. R. 2, 
has organized a club for the owners 
of the car. It’s called the Triumph 

Sports Car Owner’s Assn. 

The main objective of the club 
ig to keep its members informed 
so they will get maximum enjoy- 
ment and the best possible results 
from their cars. 

Owners of the T. R. 2 are re- 


quired to register with the com- 
pany through their local dealer. 
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S. F. Buick Dealers Install Officers— 


Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


— 





From left are Ed Deemer, of Ed Deemer Buick, Inc., new vice-president of the 
pany recording compe-| Metropolitan San Francisco Buick Dealers Assn.; Victor Gabrielson, of Berkeley 
Buick Co., president, and B. H. Spencer, of Spencer Buick, Inc., secretary-treasurer. | 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD | 


Letter to Salesmen 


By John O. Munn 


Dear Son: 


THERE ARE great op- 
portunities, today and to- 
morrow, in the automobile 
selling field. Our product is 

the most wanted 


= 3 item of merchan- 
a dine Some people 
SERIES S 


even sacrifice 
some of the essentials of 
living (food, rainment and 
shelter) to own automo- 
biles. 

The salesman who can 
sell them at a profit will 
find the field unlimited. But 
to reach up for the limits 














“We're selling as many as ever” 


What makes Country-Side America 
such a good automotive market? 

First of all, the 19,000,000 fami- 
lies who live here—in towns under 
10,000, in crossroads villages, down 
country lanes, and on farms—own 
one half the nation’s cars. Last year 
over 33% of the new cars and 51% 
of the trucks made were sold here. 
These people also account for over 
half the service work that gets done. 
There are few automobile dealers, 
even in big cities, who don’t get 
some business from Country-Side 
families, while 60% of gas stations, 
50% of TBA dealers, and 62% of 
car dealers get all their business 
from these people. 

Without doubt the most effective 
sales medium in this market is’ the 
Country-Side Unit —the combina- 
tion of Farm Journal and Town 


Journal magazines. Farm Journal 
is America’s largest selling farm 
magazine. Town Journal is the only 
dual-appeal magazine devoted ex- 
clusively to Country-Side family in- 
terests. Together, they reach and 
sell over 4,450,000 of the best fami- 
lies in the nation’s biggest and best 
automotive market. That’s why ad- 
vertisements in the Country-Side 
Unit get results! 

Dealers, however, like another 
thing about sales support in the 


Pia aed 


te aime leletw ths) 





Country-Side Unit — the local cov- 
erage it gives them. Because the 
Country-Side Unit concentrates its 
shots, it covers their own customers 
and prospects like a local newspaper. 

Claims are worthless without 
proof. If you would like proof of 
the sales job which the Country-Side 
Unit can do for you, send for the 
Country-Side Analysis Folder for 
your territory. It’s free. Write Dealer 
Service Department, Farm Journal, 
Inc., Philadelphia 5, Pa. 


THE COUNTRY-SIDE UNIT... 


4,450,000 of the best families 
concentrated in America’s biggest? 
automotive market 

SELLS THE WHOLE 
COUNTRY-SIDE MARKET 











in this field of selling, son, 
you will need not only abil- 
ity but imagination. You 
can’t afford to live in the 
past — the postwar days. 
Those days are gone for- 
ever. Don’t figure some- 
thing is going to happen 
to put you on easy street. 
Things are not accom- 
plished by hoping. 

The great Creator gave you 
brains to use, and the pecu- 
liar thing about brains is that 
the more they are used the 
more efficient they become. 
Brains are the only thing 
known to mankind that, 
through continued use, do not 
wear out. In fact, they de- 
teriorate only when they are 
not used. 


The men who first de- 
veloped automobiles, air- 
planes, radios, television, 
X-ray machines and count- 
less other things which at 
their inception seemed im- 
possible, used their brains. 
They did not follow prece- 
dent. 

. + * 

SO, THE. BUSINESS of 
selling automobiles profit- 
ably is not something that 
is beyond the realm of ac- 
complishment. But it will 
never be done by the man 
with little imagination, 
who is sure he is limited to 
what others in the business 
do. That is one of the rea- 
sons why we are supplied 
with brains, so that we can 
figure out ways and means 
to overcome the seemingly 
impossible obstacles. 

Not following precedent ac- 
counts for the strange phe- 
nomena of why a new sales- 
man, who has never been in 
the automobile business 
before, goes out and makes 
good deals. He hasn’t learned 
that it can’t be done, so he 
goes out and does it. 

But when he is finally 
saturated with all the rea- 
sons why prospects won’t 
accept what their old cars 
are worth, then he, too, 
falls into a rut, and his 
value as a salesman hits 
zero. 


It is impossible to dis- 
pense a pill that can be 
swallowed to make you a 
better salesman. But if you 
want to increase your 
earning power, probably 
the simplest formula to 
follow is this: 

Never allow yourself to be- 
come sloppy in your selling 
methods. Never anticipate 
that your prospect knows as 
much about your car and your 
firm as you do. Don’t take for 
granted that he won’t accept 
what his used car is really 
worth. 

And above all, use your 
imagination. Start think- 
ing of all the ways how it 
can be done. And never ad- 
mit to yourself that it 
can’t. 


Cordially yours, | 


Le 
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Technical Helps in 


Solving Service Problems 


Helps like the “Time Saver” shown here enable you to solve 
tough service problems quickly. and accurately. You do jobs 


the right way—right away! 


OE 
wae a 


More than 1 out of 4 vehicles on the road 
is a Chevrolet! It’s the largest owner serv- 
ice market in the industry! By dealing with 
your Chevrolet dealer, you can take full 
advantage of the wide reputation for 
customer satisfaction that has been built 
by Genuine Chevrolet Parts. 


A complete line of 
Genuine Chevrolet Parts 


One quick, convenient source 
supplies all the parts you need. 
And you get the right to 
do the job right — Genuine 
Chevrolet Parts. 


Increased 
Service Efficiency 


You get the parts you want in 
a hurry. What’s more, Genuine 
Chevrolet Parts fit right... save 
ou time on the job. Installation 
is quicker, simpler, easier. 


Greater 
Customer Satisfaction 


Your service work is bound to 
satisfy when your skilled me- 
chanics use Genuine Chevrolet 
Parts. They’re made to function 
better . . . last longer. 


YOUR CHEVROLET DEALER IS READY, WILLING AND ABLE TO SERVE YOU 





FOB FACTORY 


Shot Peening Boosts 
Life of Metal Parts 


B* BOMBARDING highly stressed, heat treated and ma- 
chined and even finish ground steel parts with thousands 
of carefully selected tiny steel balls, automobile metallur- 
gists have come a long way toward eliminating costly axle, 
gear and spring failures that used to occur at the most unex- 
pected times, often under ee ak 


a ° breaks up, it has to be removed. 
most embarrassing CIrcUM~ Chilled iron, cast steel, cut wire 
stances. and other materials have been used 

In addition to preventing service |for shot peening. Compression coil 
failures, the auto plants are saving 
materials. Shot peening, for ex- 
ample, may save as much as two 
pounds of spring steel per car. Im- 
portant material savings are also 
being made in the material re- 
quirements for axles and highly 
stressed gears. 

A few years ago, fatigue fail- 
ures were probably the most fre- 
quent cause of failure by springs 
and axles. Today, such failures 
are rare. Better design, improved 
processing control and shot peen- 

ing have combined to bring about 
much desired improvement in 
service life of these critical parts 
of the modern automobile. 

Much of the credit for the devel- 
opment of shot peening as a con- 
trolled manufacturing process goes 
to J. O. Almen, formerly associated 
with General Motors Research. Al- 
men is now retired and living in 
California. 

During World War II, Almen 
showed that many failures in high- 
ly stressed aircraft gears could be 
prevented by bombarding these 
critical parts with small, carefully 
selected and screened metal shot. 
In some instances, the improve- 
ment in service life was phenom- 
enal. Frequency of failure was 
reduced and, in some instances, 
service life was increased 200 per- 
cent or more. 
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Compresses Top Layer 
SEeeeeTALLY, shot peening is a 

cold working process. The sur- 
face of the finished part is pelted 
with fine, round ‘cast iron or steel 
shot. Each piece of shot acts like 
a tiny peen hammer. When the sur- 
face of the metal has been peened 
all over, the part has a compressed 
top layer which effectively prevents 
the type of tensile failure that oth- 
erwise might accur. 

Surface cracks that once led to 
premature failure either do not 
start or else they do not propagate 
sufficiently to weaken the metal. 

Depth of the compressed layer 

at the surface may vary from 
0,005 to 0.080 inch. The design of 
the part as well as the intensity 
of the peening operation will de- 
termine the desired depth of the 
compressed layer of surface 
metal. 

These tiny steel balls are shot at 
the part either out of a nozzle or 
by the use of a rapidly revolving 
wheel. Shot must be kept uniform- 
ly round. As soon as the shot 


Oil Dealer Award— 


Laurel C. Worman (left), president of 
Worman Kaiser-Willys, Inc., Toledo, turns 
over a Kaiser Darrin sports car to W. lL. 
Bloomer, northwestern Ohio district man- 
ager of Pure Oil Co., for use as a top 
award in a $50,000 prize contest. 


springs are probably the best | 
known application for shot peen- | 
ing. Wire sizes ranging from 1/16 | 
to 2 1/2 inches in diameter are 
being shot peened. An increase in 
allowable stress of 50 percent is| 
not uncommon following a shot | 
peening operation. 

> * + 


Used for Torsion Bars 


— bars invariably require | 
shot peening to increase their | 
ability to carry a load without tak- 
ing a set. Preset torsion bars that 
had a fatigue life of only 50,000 cy- 
cles prior to shot peening may have 
an expected fatigue life of as much 
as 250,000 cycles following peening. 
Peening will undoubtedly be em- 
ployed to insure good service of the 


| 
| 
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Canada Dealer Failures 


Rise in First Half 


OTTAWA.—A sharp increase 
in the number of auto dealers 
going bankrupt has been report- 
ed by the Canadian government, 
which said that 13 dealers failed 
in the second quarter, compared 
with only four a year ago in this 
period. 

In the first quarter, 17 dealers 
failed against six last year. The 
total of 30 for the first six months 
compares with 10 last year. 


new torsion bars to be used by 
Packard. Leaf springs used in an 
automobile are usually peened only 
on the tension side. This adds ef- 
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| tectively to service life and also 
permits important weight savings 

Other modern uses for shot peen- 
ing include the bombardment of 
oil-well drill pipe and axle splines. 
Shot peening the roots of the teeth 
of highly stressed truck and air- 
craft gears greatly reduces fail- 
ures. Aircraft crankshafts, connect- 
ing rods, landing gear parts and 
even exhaust stacks are usually 
peened to prevent fatigue failure. 

An interesting recent application 
of shot peening is the use of the 
process not only to straighten parts 
that are out-of-round but also to 
form wing sections of the Lock- 
heed Super Constellation. Peening 
takes care of the curvature of the 
wing and eliminates distortion that 
may have resulted from machining. 
No dies whatsoever are used in 
forming the wings. 


A REAL THREAT 
TO JOINT LUBRICATION 


HERE 
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Merchandising 


Memos to Dealers 





a eee Corp.’s 
new television show, “Shower 
of Stars,” and the activities staged 
here in connection with it, support 
the company’s claim that it will 
put a real merchandising drive be- 
hind its 1955 offerings. 


By Bob Finlay 


The TV kickoff show was col- 
orful, probably aided rather than 
harmed by the rhubarb over 
Mario Lanza’s phantom singing. 
And most of the big names of the 
movie industry turned out for the 
dinner and cocktail party given 





Improved Universal Joint Seal! 















MOTIVE NEW 


by Chrysler after the perform- 
ance. 

On hand to give coverage were 
some 83 television editors from 
around the country, most of whom 
were impressed with the deft 
handling provided by the Ettinger 
Co., a public relations agency spe- 
cializing in glamour, which has 
been retained by Chrysler. 


* * * 


Maggie’s Touch 


TTINGER CO. is run by a 

homey appearing woman, af- 
fectionately referred to as “Mag- 
gie” Ettinger, and is well staffed 
with capable females. 

There are several men in the 
organization now, but the wo- 
men seemed to be running the 


| show and running it well—with 
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that genius for the little touches 
which often are so effective in 
moving people. 

Maggie, by the way, seems to 
have a gift for putting the arm 
on movie people and leading them 
to the press. Or maybe they just 
wanted to be exposed to the 83 
television editors. 


No Peek 


HEN, too, some of those at the 

dinner had the idea that they 
were going to get a peek -at the 
new Chrysler Corp. cars. There is 
a great deal of interest in them. 

A huge banner, stretched across 
the top of the stage, carried these 
words: “Shower of Stars” and 
“Climax.” A Hollywood figure told 
me confidentially that the “Climax” 





NEW TYPE OF BEARING SEAL ASSURES LONGER, 
BETTER, MORE ECONOMICAL UNIVERSAL JOINT 
PERFORMANCE UNDER ALL TYPES OF ROAD CONDITIONS 


Mud ... sand... dust... water—these are ever-present factors of destruction that have 
always put a heavy drain on universal joint life. 


Now Spicer . . . famous pioneer in universal joint design .. . has developed a new lip-type 









































PLENTY OF 
JOINT LUBRICATION 
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seal that protects Spicer joint bearings under all operating conditions. 


used. 






















TRANSMISSIONS 
UNIVERSAL JOINTS 
PROPELLER SHAFTS 
AXLES 

TORQUE CONVERTERS 
GEAR BOXES 


This new Spicer synthetic rubber seal has been 
tested and proved in military and commercial 
truck use for over three years. Performance 
records attest the ability of the seal to pre- 
vent foreign matter from contaminating bear- 
ing lubricants. And that this seal will stand up 
much longer than any other type previously 


Result: Less universal joint bearing wear. Fewer 
repairs and replacements. Less “down” time. 


The exclusive new Spicer seal is available 
only in Spicer Universal Joints for original 
equipment, and in Spicer Universal Joint re- 
placement kits for servicing older vehicles. 


DANA CORPORATION 


TOLEDO 1, OHIO 





SPICER PRODUCTS: 


POWER TAKE-OFFS 

POWER TAKE-OFF JOINTS 
RAIL CAR DRIVES 

RAILWAY GENERATOR DRIVES 
STAMPINGS 

SPICER and AUBURN CLUTCHES 
PARISH FRAMES 
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referred to the car preview. That, 
however, as has been well pub- 
licized, is the name of the dramatic 
series that will alternate with 
“Shower of Stars.” 

The show got a lot of ink in 
the newspapers across the coun- 
try — probably more than was 
planned for, although you never 
can tell about these Hollywood 
press agents — because of the 
Lanza incident. 

Prior to the show, there was 
much speculation over whether 
Lanza would appear, since he had 
been out of the public eye for 
two years, and there had been 
rumors on his dieting and sensi- 
tivity about weight. 

His voice coming over the tele- 
vision receivers added much to the 
program. The fact that his mouth- 
ing of the words didn’t quite match 
the sound was explained by a tele- 
vision editor sitting next to me as 
|due to pre-recording. The songs 
|are recorded several days prior to 
|a show, in the interest of avoiding 
|slips of the tongue, and then the 
electronic tape is synchronized on 
|the air with the live action. 


* * * 


Defense of Talent 


| pinketys GRABLE, Harry James 
and Lanza came into the studio 
from which the press was watching 
the show on color screens and 
Lanza stoutly defended his talent. 

“Any of a columnist who 
says I’m through,” Lanza said, “is 
a lying ———————_.” 

And he may be right, but a 
day or so later technicians work- 
ing on the show let it out that 
Lanza sang neither on the live 
show nor for pre-recording, but 
that recordings made some time 
ago were used. 


His doctor, he explained, had ad- 
vised against his singing since he 
was weak from dieting. He’s down 
|to a mere 210, he told reporters. 

However that may be, his sing- 
ing—old or new—added much to 
the show and all the fuss about it 
produced a million or so words 
which the show would otherwise 
not attracted. CBS and Chrysler 
officials seemed perturbed about it, 
but they’re way ahead on publicity. 


* * ® 


Real Folks 


NCIDENTALLY, one of the most 
sensible persons at a little gath- 
ering after the show was Mario’s 
dad. He tapped a publicity man 
on the shoulder and said: “I'd like 
to meet Betty Grable.” She’s a 











real trouper, and worth meeting. 
Some of the movie queens are 
just queens, and some are warm, 
friendly people. 

The publicity people neatly tied 
in “Shower of Stars” with the pre- 
miere of Judy Garland’s “A Star 
is Born.” I had thought that stuff 
about screaming fans lining the 
way to the theater was a lot of 
malarkey, but it took our cab, 
plastered with a sign, “Press,” a 
half-hour to get two blocks 
through the mob near the Pan- 
tages theater. 

And the kids stood on the curb 
and screamed: “What! More 
press. Get out of the way so we 
can see the stars.” The stars 
were riding in... (oops)... 
cars. 

Screaming kids, and grownups, 
too, blazing lights, the movie girls 





looking like jewels . . . and that 
girl Judy can sure belt a song 
around. 

The show lasted for three hours 
and eight minutes, but, in spite of 
that, most of the movie folks 
turned up for Chrysler’s party the 
next night. 

Some have said that Chrysler 
needs a touch of glamour. Looks 
like it has latched on to a large 
chunk of it. 





Calendar 


(Continued from Page 4) 


General 


Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service Industries 
Show, Navy Pier, Chicago. 


Jan. 10-13—American Road Builders’ As- 
sociation, Annual Meeting, Roosevelt 
Hotel, New Orleans. 


Jan. 10-14—National Annual Meeting and 
exhibits, Society of Automotive Engi- 
neers, Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Mar. 16-18—lith Annual Canadian Auto- 
motive Service Show, Automotive Bidg., 
C. N. E. Grounds, Toronto, Canada. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 
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Mr. Self-Insured Auction Owner: 
FIDELITY INSURED AUCTIONS Heres our best advertisement... 


Auction Name and Address Auction Day 


‘Al & Benny Friendly Auto Auction Thursday 
848 N. Beach St., Daytona Beach, Fla. 
& Fri. 


Auction Wed. 
19241 Dix-Toledo Hwy., U.S. #25 Melvindale, Mich. 


Arlington Auto Auction, Inc. Wednesday 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 
Baker Auto Auction Thursday 

Pass Road, Biloxi, Miss. 


Capital Auto Auction, Inc. Thursday 
State Fair Grounds, Columbus, Ohio 


Cincinnati Auto Auction, Inc. Thursday 
Springdale & Colerain Rds., Cincinnati, Ohio 


Cofield Auto Auction Monday 
Boaz, Alabama 
Columbus Auto Auction Thursday 


2603 Cusseta Road, Columbus, Ga. 

Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 

Dayton Dixie Auto Auction Wednesday 
5310 North Dixie, Dayton, Ohio 


Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 


Detroit Auto Auction Mon. & Wed. 


6500 Cicotte Ave., Detroit, Mich. 


Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 


Grand Rapids Auctions, Inc. Tuesday 
0168—M21, Jenison, Michigan 

Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 

Doc Greiner Auction Thursday 
714 Huron Street, Toledo, Ohio 


Indianapolis Auto Auction, Inc. Wednesday 
4501 West 16th St., Indianapolis, Ind. 


‘s Auction Co. Wednesday 
125 So. Delaware, Mason City, lowa 


Auto Auction Tuesday 


Lawrenceburg 
‘North Locust St., Lawrenceburg, Tenn. 


Lebanon Auto Auction, Inc. Wednesday 
Highway 22, N. Plainfield, N. J. 


Leitch Motor Sales, Inc. Thursday 
1450: & Main St., Qwosso, Michigan 
Maney Auto Auction Friday 


Jordan Lane, Huntsville, Alabama 


Mauldin Auction Sales, Inc. Tuesday 
1227 New Buncombe, Greenville, S. C. 


Middle Georgia Auto Auction Wednesday 
Eastside Highway, Macon, Georgia 

Moline Auto Auction Wednesday 
4216—23rd Avenue, Moline, Illinois 

Monroe Auto Auction, Inc. Tuesday 
Highway #80, Monroe, Louisiana 
Wednesday 


Montgomery Auto Auction 
927 No. Court St., eae. Ala. 


Auto Auction Co. Monday 
Route #1 ‘Montpelier, Ohio 
Friday 


Wednesday 


Muncie Auto Auction 
3344 So. Madison St., Muncie, Ind. 
» Auto } 
Highway 96, W., Murfreesboro, Tennessee 


1th St. Automobile Auction 
5430 West 111th St., Oak Lawn, Illinois 


Page Bros. Auto Auction Wednesday 
35th at Divine St., Chattanooga, Tenn. 
Auto Auction Friday 


3220 Broadway, Quincy, Illinois 


Rockford Auto Auction 
6402 Forest Hills Rd., Rockford, Ill. 


Auto Auction, Inc. Wednesday 
710 Hopkins Rd., ee Virginia 
Skyline Auto Auction Tuesday 


Greenpoint Ave. at Provost St., Bklyn., N. Y. 
Soderberg-Kline Auto Auction, Inc. Thursday 
13th and Locust St., Omaha, Nebraska 


Southern Auto Sales Wednesday 


Route 5, Warehouse Point, Conn. 


Syracuse Auto Auction Thursday 
rR. D. #1, Lafayette, New York 
Toledo Auto Auction Co. Tuesday 
5902 Telegraph Rd., Toledo, Ohio 

Thursday 


Tri-State Auction Co. 
3021 Front St., Fargo, N. Dakota 
Tri-State Auto Auction, Inc. Friday 
falley Springs, S. Dakota 
Monday 


‘West Kentucky Auto Auction 
Chestnut at W. 12th St., Murray, Ky. 





Another 
Satistied 
\ Customer!! 


ova 
THE 7 

Cw - 
Skyline Auto Auctions is just one} 
of 47 auto auctions satisfied with) 
Fidelity Check Insurance... 


SATISFIED BECAUSE FIDELITY PRE-} 
VENTS BAD CHECK LOSSES! Prevenitioall 
gets top priority at Fidelity. Eight employees : 
do nothing but collect credit information on[ 
over 40,000 automobile dealers, keep that} 
information accurate from day to day, pass} 5 
along to insured auctions any change in the i 
credit picture of any dealer the very moment 
they find it. It’s Fidelity’s way to stop most 
bad checks before they’re written! 


SATISFIED BECAUSE FIDELITY PAYS_ 

BAD CHECK CLAIMS INSTANTLY! There’ s_ i 
no red tape for insured auctions to plow, 
through when filing a claim. The auction! | 
simply calls or wires Fidelity, and money to © 
cover the loss is put in the mail that same 


day! 


fale: ig Lowa: (Lene 


SATISFIED BECAUSE FIDELITY BUILDS | i 
VOLUME FOR THEM! Auctions with 
Fidelity Check Insurance go after, and get, 7 i 
bigger consignments of used cars. How!l 
Why? Because more and more big dealers” s 
sell only through auctions with Fidelity | 
Check Insurance — where the top bid is the} 
best bid, where every check is guaranteed 


safe! 


Read the Skyline story . . . ask any of the 
47 insured auctions listed here .. . theh | 
write, wire, or call Fidelity for the full story! § 
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‘| SKYLINE Auto Auctions in New York City | 
is breaking records every Tuesday. A good | 
part of the credit must be given to the | 
FIDELITY Insurance Co. of Tennessee... 
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‘| FIDELITY INSURANCE COMPANY 


4 OF TENNESSEE 


v 204 Stahlman Building Nashville, Tennessee 
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Unions’ Trust Exemption 


Sparks Cabinet Hassle 


By William Ullman 


PROPOSAL TO 


Washington Correspondent 


EXTEND the antitrust laws to labor 


union activities was the basis of a recent controversy 
within the Eisenhower administration between Secretary of 
Labor James Mitchell and Secretary of Commerce Sinclair 


Weeks. The squabble broke out publicly when Mitchell told 


newsmen it would “disturb”®—— 


him if Weeks’ views on labor 
matters should prevail in the 
Administration. 

The original proposal, made by 
a former general counsel of the 
Commerce Department, was that 
labor unions be made subject to 
the antitrust laws and a special 
committee be set up by Attorney 
General Herbert Brownell to study 
the matter. 

A special task force was estab- 
lished to consider the proposal and 





William Uliman 


- tee, 


it was said, 
with only the 
Commerce repre- 
sentative sup- 
porting it, and 
Weeks still in- 
sistent. 

The argument 
got loud and a lot 
of high officials 
and members of 
Congress got into 
the act. But the 
matter is cooling 


it was rejected by this subcommit-|off now, according to the nice 





\ 





things Mitchell and Weeks are say- 
ing about each other—as members 
of the Eisenhower cabinet. 

However, as many persons here 
view it, the quarrel was, luckily, 
only academic. Says the Baltimore 
Sun, editorially: 

“So long as Mr. Dave McDon- 
ald, of the steel workers, disap- 
proves of CIO President Walter 
Reuther; so long as Mr. Dave 
Beck, of the AFL Teamsters, dis- 
agrees with Mr. George Meany, 
the top AFL man; so long as Mr. 
John L. Lewis lone-wolfs it 
against the whole collection of 
his brethren, the dangers of mon- 
olithic union power in America 
are unreal.” 

A greater danger in labor would 
be a merger of all unions into one 
big labor movement. Until then, the 
unions, under present laws, don’t 
offer the kind of monopoly threat 
which invites antitrust treatment. 

* * ad 


Collection Clutter 


LUTTERED WITH an assort- 
ment of articles rivaled only 
by those found in a small boy’s 
trouser pockets or my wife’s hand- 
bag, the Smithsonian Institution 
here still is accepting museum rel- 
ics and storing them in space ex- 
hausted 10 years ago. 
Added last week to the ancient 








Duryea automobile and other early 
transportation items was a one- 
horse open sleigh supposed to be 
the one George Washington used 
in his New Jersey campaign. 

So crowded is the place that to- 
day almost as much stuff is hid- 
den away as is on display. The 
old automobiles—always a great 
drawing card—have fared pretty 
well in space, though a bit more 
chummy than they were some 
years ago. 

No airplane museum has yet 
been built, but meanwhile the 
Spirit of St. Louis, Lindbergh’s 
crate, dangles from ceiling girders 
with the Wright brothers’ frail 
Kitty Hawk contraption only a few 
feet away. 

Water transportation has a place 
—of a kind—with most of the old 
boats up in the rafters. No room 
for them on the floor. 

But it’s a great show, and no one 
coming to Washington should miss 
it. Crammed and jammed with 
strange odds and ends—including 
those early automobiles— it’s a 
“must” on a Washington sightsee- 
ing tour. 


Staggered Hours? 


THEY ARE proposing new 
Government working hours here 
to meet the National Capital’s 


WHERE THE ‘IMPOSSIBLE’ BECOMES THE PRACTICAL 


The “impossible” often proves to be not only 
possible but practical at Moraine, where engi- 
neers have a habit of thinking into the future 
and anticipating the solutions to customer 
problems. From this practice of looking ahead 


have come many important developments by 


Moraine for the automotive and other indus- 
tries. Moraine engineering supplies the imagi- 
nation, initiative and know-how needed to pro- 





duce newer, better and more economical ways 
of interpreting the ideas of the modern designer. 


From the truck and bus fields came a re- 
quest for a tougher bearing to meet the 
severe requirements of heavy-duty engines. 
Moraine came up with the answer in the 
Moraine-400, the toughest automotive en- 
gine bearing ever made! 








Certain cars with power brakes needed a 


reserve 


used 


use has spread to 





safety feature that would maintain reserve 
power for braking. Moraine provides that 
power — an 
vacuum booster pump that maintains an 
adequate vacuum reserve. 


electrically driven 


Moraine friction materials, able to with- 
stand great heat and friction, are widely 
in Powerglide, 
Dynaflow automatic transmissions. Their 


Hydra-Matic and 


other applications . . 


from military vehicles to home appliances. 


Manufacturers are learning that Moraine, 
through its broad metal-working experience 
and constructive attitude, has provided a 
solid foundation for the use of metal 
powder parts in industry. Every day, Moraine 
proves “It can be done!” F 


messy traffic situation. Federal 
employes starting and quitting 
hours already as well “stagger- 
ed,” but, along with the school 
bells, they are to be spread a bit 
more. 

The time may come when I 
will have to contact my man at 
the FTC at 7 a.m. and the auto- 
motive division of BDSA after 
dinner in the evening. The cleri- 
cal force, that is, though the 
brass, too, will have to come 
early and stay late to keep even 
with the work. 

+ 


* * 


Rubber Plant Sale 


6 hee COMMISSION having to do 

with the disposal of rubber pro 
ducing facilities has mailed to ev- 
ery bidder a _ tentative uniform 
draft of contract for sale of the 
Government-owned synthetic rub- 
ber plants. The purpose of this 
mailing, it was said. is to expedite 
the closing of contracts during the 
negotiation period. 


The contract spells out in detail 
the legal procedure by which the 
properties will pass from Govern- 
ment to private ownership. 

Under Public Law 203, the en- 
tire disposal program, of which 
these contracts are a major part, 
must be submitted to Congress 
for review. 

Holman Pettibone, chairman of 
the disposal commission, said all 
bidders have been invited to exam- 
ine the contract drafts “in line with 
the commission’s policy of afford- 
ing all prospective purchasers equal 
opportunity to negotiate and con- 
clude sales.” 

This course, he added, will save 
considerable time in concluding ne- 
gotiations, tend to standardize con- 
tract forms, and expedite comple- 
tion of the commission’s job within 
the time limits prescribed by law. 

* * oJ 


New Materials Aide 
LLIAM 8S. FLOYD, on loan 
from Shell Oil Co., has joined 
the Office of Defense Mobilization 
as assistant director for materials. 


| He succeeds Elmer H. Weaver, who 


is returning to Union Oil Co. of 
California. 


Floyd will be responsible in ODM 
for determining the quantity of ma- 
terials required to meet the na- 
tion’s defense and stockpile needs 
as well as for the development of 
materials expansion and procure- 
ment programs for mobilization. 
He is a past president of the Pur- 
chasing Agents Assn. of Northern 
California and is a member of the 
National Assn. of Purchasing 
Agents. 

x * * 
RFC Unloading 
ECONSTRUCTION Finance 
Corp., which lost its power as 
a lending agency about one year 





ago—and since has been in liquida- 
tion—gradually is shedding the fab- 
ulous billions of dough it once had. 
By July 1 the agency had cut 
$307,600,000 from its _ holdings 
through sales to private lenders 
and retirement of outstanding obli- 
gations. Of this, $181,200,000 was 
returned to the Treasury where it 
was applied, as miscellaneous rc- 
ceipts, toward reduction of the 1954 
deficit. 


It is estimated that an addi- 
tional $34 million will be paid to 
the Treasury in fiscal 1954. 

The Treasury’s schedule for liqui- 
dation of the remaining RFC hold- 
ings anticipates their reduction to 
a relatively small figure within two 
years. Completion of the program. 
|& spokesman said, will take an un- 

predictable longer period. 
* 


| * * 


|More Buying on Time 


Rerre ON CREDIT by individ- 
uals rose during August by $97 
million, the Federal Reserve Board 
reported last week. This compared 
with an increase of $229 million in 
August a year before. 

Installment credit, the major 
part of all consumer credit, in- 





THESE PRODUCTS, TOO, ARE MORAINE 


Moraine-100 engine bearings . . . Durex gasoline filters 
B . - « Moraine porous metal parts . . . Delco hydraulic 
i brake fluids . . . Delco master cylinders, wheel cylinders 
Be and parts . . . Moraine conventional engine bearings 
be and electric motor bearings. , 








moraine 
products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 


creased during August by $64 mil- 
lion to a total of $21,310,000,000. 
This compared with an increase of 
$214 million in August, 1953. 

Time payment purchases of au- 
tomobiles accounted for most of 
the installment credit rise, going 
up by $55 million during August. 

The August increase in credit for 
the purchase of autos was only 
about a third of the $163 million in- 
crease in the same month a year 
ago. 
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exciting sales ” = Adventures of THE FALCON 


Brand new mystery with the impact and sales 
potential of Dragnet. A sure-fire hit! (39 
half-hr. shows) 





producers are 

TVS 

GREATEST 

BUYS FOR (...55 
AUTOMOTIVE meet 

DEALERS! 


Each of these dynamic, million-dollar 





network quality shows can sell cars. They'll attract 





large audiences, and hold them week after week. In all TV, 
VICTORY AT SEA 
Winner of highest TV awards. Has consist- 


ently outrated toughest competition for simi- 


4 . lar time periods! (26 half-hr. shows) 
. Wherever rated, they show enviable records 


you won’t find more magnetic power to draw traffic into your showroom. 


4 against the keenest competition. But, 
because they are syndicated, their cost for your area. . . 


and their cost per thousand . . . are remarkably low. 


For powerful proof that NBC Film Division shows 


create more business for automotive dealers . . . call or wire today! 


ATA 


NBC FILM DIVISION 


: SERVING ALL SPONSORS... SERVING ALL STATIONS 
\ INNER SANCTUM 
7 , , tt. 
30 Rockefeller ae ae oS ~ Sane Gan Mart, Chicago Sins an tate ana ataight! The 
4 ane ing door th 
In Canada: RCA Victor, 225 Mutual Street, Toronto © 1551 Bishop Street, Montreal eur on waukhe the were 











With the Staff. 
ALONG DETROIT'S AUTO ROW 


Pontiac Changes 


Four changes have been made 
recently in Pontiac dealerships in 
the Detroit area. 

Norman Pontiac Co., headed by 
E. W. Norman, who was assistant 
general sales manager at the Pon- 
tiac factory until he purchased a 
dealership near downtown Detroit 
seven years ago, has voluntarily 


liquidated. 
Tom Taylor, a former Detroit- 
er, has re here and pur- 


chased Blair Freeman Pontiac. 
The firm has been renamed Tay- 
lor Pontiac. Dan Lowe continues 
as general manager. 

Taylor formerly operated Tom 
Taylor Pontiac in Buffalo, as well 
as DeSoto-Plymouth and Hudson 
dealerships in Detroit. 

Currie Pontiac has also been li- 
quidated. After many years in an 
older building, Currie had moved 
into a new, modern showroom on 
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Detroit’s northwest side in June, 
1950. 

After 19 years as a Chrysler 
dealer, David Barnett has pur- 
chased Wally- Mack Pontiac and 
has changed the concern’s name to 
Barnett Pontiac. Bob Barnett, son 
of the owner, is general manager. 

* * * 


Fixing Responsibility 

A DeSoto-Plymouth dealer re- 
ports that he introduced an inno- 
vation in his shop early this year 
which has produced gratifying re- 
sults for his customers, his me- 
chanics and himself. 

Each new car is assigned to a 
specific mechanic who assumes re- 
sponsibility for it through its war- 
ranty period. 

The mechanic is paid a sub- 
stantial, flat rate for the pre- 
delivery servicing of the car. 
When a customer comes back for 
needed repairs or adjustments, 


for his 1,000-mile check or for 
his 4,000-mile check, the respon- 
sible mechanic immediately drops 
his work and takes care of this 
car. 

If the trouble obviously cannot 
be attributed to the owner or to 
the manufacturer, the mechanic is 
required to fix the car on his own 
time. 


As a result, this dealer says, 
trouble that can be traced to im- 
proper pre-delivery servicing has 
been practically eliminated. 

* * + 


Acts After A Sale 


“The customer is important not 
before you sell, but after you sell,” 
believes Bert Jochum, of Mathews 
Cadillac, Inc. Dearborn. Jochum, 
one of the Detroit area’s oldest 
car salesmen, is 69 and has been 
selling automobiles since 1913. 

When selling a car Jochum in- 
sists that the customer call him 


Bert. Normally the customer then 
does likewise, so they are on a 
friendly basis. 

Five to 15 days after delivery, 
Jochum calls his “new friend,” ad- 
dresses him by his first name, and 
asks how he likes the car. 

Jochum’s “friendly” basis pays 
off. He figures that 40 percent of 
his sales are to friends of his cus- 
tomers. And they, in return, be- 
come repeat buyers. 

The dealership has picture post- 
cards showing the building in full 
color. Jochum sends out five to 
10 cards a day and calls 10 to 15 
people daily. In that way he keeps 
reminding his old customers that 
he is still around. 

A typical postcard says: 

“Hello Roy: Have not seen you 
in for service recently (Jochum 
keeps a constant check on the 
service department). Is anything 

wrong? Come in and say ‘Hi’ and 
be sure to place your order for a 
65 model. Bert.” 

He said he has sold some of his 
customers a new car each year 
since 1937. 


* * * 


Big Word for Small Deals 
A dealer whose friends include 
dealers selling most makes reports 
that there has been little factory 


What 1,042 Automotive 


Engineers say about 
New Blue Sunoco 


fe 1,042 Automotive Engineers tried 


New Blue Sunoco in their own cars... 
compared it with other gasolines. 


HERE’S WHAT THOSE WHO COMPARED IT AGAINST 


PREMIUM-PRICED GASOLINES REPORTED 


For over-all 
performance 


95% 


NEW HIGH-TEST BLUE SUNOCO 


equals or excels 
““pren s im 3” 


For anti-knock 
performance 


O% 


NEW HIGH-TEST BLUE SUNOCO 
equals or excels 


For power and 
pick-up 


3% 


NEW HIGH-TEST BLUE SUNOCO 


equals or excels 
“‘premiums” 


For miles 
per gallon 


NEW HIGH-TEST BLUE SUNOCO 


equals or excels 
“premiums” 


Results of Automotive Engineers’ reports compiled by nationally-known firm of certified public accountants. 


A special message to all 
gasoline dealers 
Sunoco dealers, on the average, pump 


twice as much gasoline as competitive 
dealers. A Sunoco dealership may be 


available in your area. Call our local 
office or write us direct. 








SUN OIL COMPANY 


Philadelphia 3, Pa, 








pressure to remodel or enlarges 
dealerships this year. 

He believes that factories are 
leaning toward smaller, less impo.- 
ing dealerships because of: 

1. A belief that the small, low- 
overhead dealership has the bes’ 
chance to survive in the present 
low-profit market. 

2. A feeling that elaborate, im- 
posing showrooms make uncom- 
fortable the average Detroit deai- 
er’s best customer—the laborer on 
his way home in his work clothes 

* * * 


Showroom Sallies 


Heard in Detroit dealerships: 

1. “Our main problem isn’t how 
to sell cars. It’s how to make 
money selling cars.” 

2. “I look for a lot of dealers 
to fold up around Jan. 1. By that 
time, they’ll have had a look at 
the new models. 

“Furthermore, Jan. 1 will mark 
the end of the first full year of 
discounting for most dealers. And 
many of them are going to be aw- 
fully surprised when they see that 
year-end statement.” 

+ 7 


ca 

Behind Bootlegging 
Not admitting he ever took 
part in any bootlegging deals, a 
dealer in one of the Big Three 
lines says that “half the dealers 
in Detroit must be doing it or 
they wouldn’t be able to pay off 

their floor plans.” He adds: 
“If a dealer has a hundred cars 
in stock for 30 to 60 days and 
the finance company is hammer- 
ing on his door, he’s a damn fool 
if he doesn’t move them—boot- 


| legging or any other way.” 
* * a 


Ford Defender 


A Ford dealer, perturbed by talk 
that the division might lose some 
dealers if it continues to “push” 
cars on them so fast next year, 
says “that’s just a lot of hot air— 
and for the most part it’s coming 
from dealers who only wished they 
could get a Ford franchise.” 

“Sure, the company is pushing 
cars on us,” he says. “I can’t 

remember when it didn’t. 

“I can even remember when my 
father was selling Model Ts back 
in Pennsylvania. They weren’t 
pushing them on him like they are 
now, but believe me they were 10 
times harder to sell in those days 
than they are now.” 

* cd * 


The Rosy View 


One Dodge-Plymouth dealer is 
extremely confident about the pros- 
pects for the 1955 selling season. 

He says his optimism is based on 
reports that the company is bring- 
ing out new cars that will satisfy 
the three principal demands of his 
prospects, namely: 

1. More horsepower. 

2. Lower price. 

3. Better styling. 

~ * 


A Tale of 3 Deals 


Looking about and noting that 
three dealers in his neighborhood 


| had recently gone out of business, 
| a Dodge-Plymouth dealer has these 


explanations for the three situa- 
tions: 

Dealer No. 1— Over-capitalized. 
He had too much overhead and too 
much floor-plan expense. 

Dealer No. 2—Over-generous. This 
man just hated to lose a deal and 
figuratively gave away his dealer- 
ship trying to hang on to a few 
poor deals. 

Dealer No. 3—Overjoyed. This 
man had a dealership near down- 
town and he wasn’t doing too much 
business. A manufacturer unex- 
pectedly offered a nice price for 
his establishment—one he probably 
would have taken even if business 
was good. 


* * * 
Happy Chevrolet 

Bob Gammon, assistant sales 
manager of Northwest Chevrolet, 
has been sending out birthday cards 
to the Chevrolets—not the custom- 
ers—he has sold. 

The conventional - appearing 
folded card says “Happy Birth- 
day” on the outside. When opened, 
it reads: 

“To your Chevrolet. Cars have 
birthdays too, yours had its first 
(second or third) this month, so 
here is a reminder lest you forget. 
I hope it has given you many miles 
of pleasurable driving . . . and be 
sure the next time you visit our 
service department, say hello.” 

Gammon reports that about 20 
percent of the recipients have ac- 
knowledged the cards. 





Bandix” *\ow pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power Brake 
makes possible quick, sure 
stops by merely pivoting the 
foot from stop-and-go controls. 
No need to lift the foot and 
exert leg power to bring the 
car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 
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POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, 
vehicle manufacturers find it 
especially adaptable for pro- 
duction line installation, with- 
out extensive engineering 
changes in present steering de- 
sign. Manufacturers can now 
meet the increasing demand 
for power steering more effi- 
ciently and more economically 
with Bendix Power Steering. 


Bondi” WYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 


Grnrdid” NR-PAK* 
POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 


- *REG. U.S. PAT. OFF. 


Bendix 
Wak) 
TUK] 





Dealer 


der Motors, Inc. 
New London, Conn. has. been 
named a Packard dealer. Other 
_ officers of the company are Arnold 
Linder, vice-president, and Herbert 
| Linder, secretary. Maurice D. Wil- 
| kinson is sales manager, and Wal- 
_ ter Chew, service manager. 

* + * 


| Dix’s Telephone Calls Help 


Boost Shop Business 40% 


George Dix (DeSoto-Plym- 

outh), Etna, Pa., reports that he 
has boosted service business 40 
percent. 
Dix hired additional mechanics, 
had a girl telephone customers 
suggesting engine tuneups at $6 
plus parts, and promoted addi- 
tional work for cars passing 
through State inspections. 


* * * 


Shifts at Glendale Motors 


Glendale Motors, Inc. (DeSoto- 
_ Plymouth), 7400 Harford Rd., Bal- 
timore, announces that W. Bert 
_ Starkloff, service manager for four 
years, now is on the sales staff. 
> Johnnie Upchurch, a mechanic for 
eight years, is the new service} 
manager. 
* + A 


| Gatchett Switches Over 


From Dodge to Chevrolet 


Karl Gatchett, president of Gat- | 
chett Dodge-Plymouth, Cincinnati, | 
has opened a Chevrolet dealership | 
at 6615 Beechmont Ave., Washing- | 
ton; oO. | 
Gatchett will dissolve the Dodge- 
Plymouth firm. 


ok * 


Fire on Second Floor Leads | 


To Sales Idea for Avenue 


Avenue Motor Co., Inc., Brad- | 
dock, Pa., found that misfortune | 
enabled it to increase new-car 
sales. The firm had leased its sec- 
ond floor, which caught fire and 
had to be rebuilt. 
Sales Manager Bernard Char- 
app, then converted the floor in- 
to a new-car storage room. Cus- 
tomers unable to find the model 
ey want in the first-floor show- 
visit the second floor, where | 
additional cars are on view. 


* * * 


Maher Gets Buick 


Town North Motors, Inc. (Buick), 
has been opened at 4201 Oak Lawn, 
Dallas. Martin P. Maher is presi-| 

dent. 


* * * 


Pursley Sells to Pfaff 


Frank J. Pursley, for 10 years a 
DeSoto-Plymouth dealer in Jeffer- 
son City, Mo., has sold his business 
to Walter Pfaff, Inc. St. Louis. | 
Pfaff has been in the auto business | 
in St. Louis for 25 years. 

* * cd 


Studebaker to L-M 
Ray Hendricks, Inc., Kokomo, 
Ind., has resigned its Studebaker 
franchise and has accepted a 
Lincoln-Mercury contract. The 
dealership name will be changed 
to Hendricks’ Lincoln - Mercury, 
Inc. It had been a Studebaker | 
dealership since Jan. 1950. 
* * Oo 


Mitchell Aids Training 
Tom Mitchell, of Tom Mitchell 
Buick Co. Atlanta, has made it 
ible for North Fulton High | 
hoo] students to continue their | 
driver-training course by furnish- | 
ing the school with a training car. 

* * ~ 


Tumlin in Chest Drive 


Among the Atlanta civic leaders 
who shall accept top positions on 
the city’s Community Chest drive 
is W. N. Tumlin, general manager 
of Chandler Motor Sales (Ford). 

* * * 


Bern-Hart Builds Lot 
Bern-Hart Motor Co. (Dodge- 
Plymouth), Bridgeville, Pa., is 


building a surfaced used-car lot to 
hold 50 cars. 
* 


* 











* * 


Long Replaces Adams 


As Dearborn Olds Dealer 


Stan Long, formerly a Dodge- 
Plymouth dealer, has taken over 
Jim Adams Sales, Inc. (Oldsmo- 
bile), Dearborn. New name of the 
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Doings 





Morris Linder, president of Lin-| firm is Stan Long Olds, Inc. Adams 
(Kaiser-Willys),| has retired. 


Officers of the firm are Long, 
president; Charles Mayne, vice- 
president and secretary; Harold 
Stewart, sales manager; Al Lensen, 
used-car manager; Kenny Hill, 
service manager, and Roy Wood- 
ward, office manager. 

* * * 


Bueter Sells Station Wagons 


To Fort Wayne Police Dept. 

Bueter Chevrolet, Fort Wayne, 
Ind., has been awarded a contract 
for two station wagons for the 
Fort Wayne Police Department, 
which is completing the conversion 
of all police cruiser cars into 
emergency ambulances. 

+ * * 


Kaiser-Willys Miami Ranks 

Fourth in Sales Volume 
Kaiser-Willys Miami Motors, 

Miami, now ranks fourth in the 


country in percentage of sales of 
cars, trucks and parts, according 
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to the central division office of 
Kaiser-Willys. 

A number of prizes have been 
awarded dealers for their sales 
performances. Red Murphy, of 
Murphy’s Garage, Avon Park, 
Fla., won a trip to Nassau for 
topping his June quota with nine 
new K-W units sold, Ed W. Blan- 
chard, Miami, received $100 as top 
man in the central district whole- 
sale division. 

Other winners were Charles 
Juday, Fort Lauderdale, Fila. 
$500 for 14 sales; Herb Rost, 
Kaiser-Willys, Miami, $200, and 
Homer Woodruff, Sarasota, Fia., 
$100. 

. * © 
Blackmur Elected 
Robert W. Blackmur, secretary- 
treasurer and comptroller of War- 
ren-Cadillac, Inc., Minneapolis, has 
been elected president of the Min- 
neapolis Aquatennial Assn. Black- 
mur is a past president of the Au- 
tomotive Accountants Society of 
the Twin Cities. 
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Trevellyan Buick, St. Louis, 


Purchased by Clem Burns 


Trevellyan Buick Co., formerly 
Vesper Buick Co., one of the 
oldest Buick dealerships in St. 
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Plymouth Patrol Car— 


L. B. Getchell (left), general manager of 
Bar Harbor Motor Co. (Dodge-Plymouth), 
Ellsworth, Me., delivers a 1954 Plymouth 
Plaza specially equipped police car to 
Ralph Irving, city manager. 


Louis, has been sold to Clem 
Burns. The firm will be known 
as Burns Buick Co. Burns had 
been a Buick dealer in Law- 
renceville, IIL, since 1945. 

James Trevellyan jr., who with 


YP your sales with ACs 












his father, operated the business, 
will remain with Burns as new- 
car sales manager. The elder 
Travellyan said he was “going 
fishing for awhile.” 

o 


* * 


Crouch Announces Candidacy 


For Tennesse Legislature 

Hubert A. Crouch jr., Ford dealer 
of Tullahoma, Tenn., has announ- 
ced his candidacy for representa- 
tive in the 1955 Legislature. 


* * = 
Tonkin Motors to Sell 


Nash in Portland, Ore. 


Tonkin Motor Co., Portland, 
Ore., has received the Nash fran- 
chise, according to Paul Purley, 
Northwest zone manager. 

The company is headed by 
Marvin and Ronald Tonkin, and 
has been in the same location 
for two decades. 


* * * 


Evans Joins Horgan 


Appointment of Clyde H. Evans, 
Tarrytown, N. Y., as general serv- 
ice manager of Ralph Horgan, Inc. 
(Ford), New York, has been an- 
nounced by Ralph T. Horgan, pres- 
ident. Evans formerly was New 
York zone manager for Packard. 


















































They Understand 





D°%5 any intelligent industrial | £™ something”). 


When we send a supply which 
leader in America question tne | includes everything from milk 
fact § Derers. he Souay that saves a baby’s life to giant 
machines which can rejuvenate 
the entire economic resources of 
° their country, you can bet your 
ally? life they understand. 
Of course, we already have some 


the opportunity to become the 
dominant factor in world affairs— 
morally, economically and politic- 


When that American soldier 


EMEMBER that the untutored 
peoples of the world have been 
told that Uncle Sam is an old Shy- 
lock, guided entirely by the prin- 
ciple of “quid pro quo” (“something 
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ward-looking Americans, was sent 
in carload lots to the west coast, 
even the sympathetic contributors 
did not really fully realize that 
they were then sowing the seeds of 
future orders for their products. 

* * * 


brought back that bright orphan | imitative competition. When Pres-| Hudson Sales Contest Winners Visit Mexico— 


boy from Korea to educate him | ident Eisenhower announced that 
in America, and “give him ® | the American - Korean Foundation 
chance for his white ally,” and | would be headed by Gen. James A. 


the American-Korean Foundation | Van Fleet, who knows intimately 


brought over that choir of Korean | the position of the Korean people, | plies to be shipped from East Ber-,; had been too busy to recognize 
children to sing before millions | under the direction of Dr. Howard | lin to the Korean Front. 
of ace aie range seg — Rusk, whose life work has been de- ge gh mat - 
petus was given e erent | voted to this sort of thing, and as-| spirit which is ever American, the ons 
moral concepts of the American | sisted by a highly competent staff | big railroads first extended the time Striking Donations 
people. (many giving their time without | limit for the receipt of “cars loaded , the list is. by no means 
| compensation), the Russians hur-/| for Korea” while scores of individ- 

riedly organized a trainload of sup-|uals and many corporations who| butions can be mentioned at this 


When the first shipload of sup- 
plies, contributed by scores of for- 


But, inspired by that inherent 


* * 





Viewing the pyramids near Teotihvacan, Mexico, are 45 Hudson dealers and their 
wives who won a seven-day trip as top salesmen in Hudson's nationwide sales contest. 


their opportunity, began to waken. 
* 


complete, some striking contri- 





smashing NEW Spark Plug 


vere 









ENGINEERED TO THE 
rempo OF TODAY! 


ean sesostttt Ne Te 


NSULATOR MATERIAL 





insulator 
‘sie between ins 
Aine el of plug prevents 
loss and fuel waste- 


eens 


L 
PATENTED COPPER-GU = 


: form @ 
. rial fuses t© 
nai mater! power loss. 









NOT 


Wy OT oe 
Caves Gas! 


sicoat Insulator Tip 
The Exclusive ac P : cs not touch, 
sed thin ““hot-tip” skirmore quickly, burns 
e sues wire. It — wp which are Tikely ~ 
c po 
d carbon 


foul’ ES that do not have this feature. 
u, 









foul p' 






















RATION 
a eRAL MOTORS coRPO 
GEN 


piviston 





Tac spank PLUS 


ass 











Campaign! 


Ballooning horsepower is the theme for AC’s new 
October Spark Plug campaign. At the left you see the 
smashing ad that will appear in top national magazines, 
in farm publications, and in men’s magazines. 





Here’s the outdoor poster that will catch millions of car 
owners’ attention from coast to coast. Same message, same 
power, same sales appeal. 





And here’s the colorful tie-in window display—cut-out bal- 
loons in brilliant colors telling your customers: “Up goes 
horsepower” and “Up goes gas mileage” with Lively AC 
Spark Plugs! 


US< 
pl A KNOCKOUT 


CONVERSATION-STARTER! 


A worn-out plug hanging 
from a gallows! Message? 
“Caught Stealing Horsepower.” 
This is going to dramatize the 
need for spark plug replace- 
ment — and it’s going to start 
a lot of talk that leads to sales! 
It stands, it hangs free, it goes 
on wall or window! 






BIG THINGS are going on at AC. Registered AC Dealers 
automatically receive these powerful business-boosting cam- 
paigns. Are you registered? If not, better ask your AC 
Wholesaler. 


GM 
AC SPARK PLUG DIVISION Ls) GENERAL MOTORS CORPORATION 
FLINT MICHIGAN 
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time. There is a fleet of fifteen — 
Greyhound buses contributed by the 
Greyhound Bus Corp. This will in- ¥ 
spire the building of roads on which 
they can travel. 


Ford has supplied a flock of 
tractors, while General Motors 
has contributed as many units of 
_all kinds, Chrysler is sending a 
lot of Dodge cars, including 
chassis, with stake body equip- 
ment, i 

Several railroads are sending 
complete locomotives. Other indus- | 
tries are sending carloads of coal, 
lumber, food, fertilizer, building | 
materials, sewing machines and 
machine tools. The paper companies * 
are sending carloads of all kinds of 
paper supplies, while the soap com- 
panies have loaded cars with their 
products. Others in the drug and 
pharmaceutical field are sending 
carloads of drugs, antibiotics and | 
medical supplies. 4 

Boy Scouts, Girl Scouts and } 
Campfire Girls are supplying uni- | 
forms and camping equipment, 
while the nurses of the United 
States and territories are sending | 
nursing equipment. of all kinds, 

oa * 2 


National Effort 


B* NO means the least of the 
effort, which has been national, 
and which is growing rapidly, has © 
been due to the efforts of the 
women who work under the direc-. | 
tion of Mrs. Wendell Wilkie and 
Mrs. Bernard Gimbel, leaders of 
the women’s division. They secured 
$50,000 worth of new clothing, 
blankets and other equipment from 
the department stores of New York. 

Kayser sparked the idea of the 

Nylon drive, which has resulted 
in the contribution of 81 million 
pairs of nylon stockings from the 
women of the United States. This, 
of course, is just the beginning of 
this drive. 

Incidentally, the foundation has 
been setting up “cottage industries” 
in Korea where the nylons will be 
unravelled to be rewoven for use in 
the manufacture of clothing. 

P.S.: If you want to contribute 
anything—“money or marbles”’—to 
the HELP KOREA TRAINS, write 
to THE AMERICAN KOREAN- 
FOUNDATION, 345 East Forty- 
sixth St., New York 17, N.Y. Re- 
member that there are no loading 
or transportation costs involved and 
| your contribution will be fax de- 
| ductible. 


‘Railway Express 
Buys 3,000 Units 
From 4 Makers 


NEW YORK. — Railway Express 
Agency, Inc., has purchased 3,000 
new 1%-ton pickup and delivery | 
trucks at a cost of $9% million, it 
is announced by A. L. Hammell, | 
| president. The firm has 13,500 ve- 
hicles. , 

The new units, many of which 
|are expected to. be put in service 
| before the year-end in the District 
of Columbia and sixty-five other 
|cities in thirty states, are being | 
| custom-built to the express agen- | 
| cy’s specifications. é 


| Following engineering studies, the 

|} agency has adopted a six-year re- 
| placement policy. After extensive | 
| negotiations with a number of fi- 
| nancing agencies, arrangements 
| 
| 
| 





were made for loans to be repaid 
during the life of the equipment. 

| The four manufacturers supply- 
| ing the truck-chassis equipment 
are Fargo Motor Division (Dodge), | 
Ford, GMC, and International. ’ 
| Specially designed truck bodies 
|are being built by Gerstenslager | 
|Co., York-Hoover Body Corp., and 
| Metropolitan Body Corp. 


Wolf’s Head Offers 
‘Multi-Duty Oil 


OIL CITY, Pa.—Wolf’s Head Oil 
Refining Co. has announced intro- 
duction of its new Multi-Duty oil, 
|which covers SAE 10W -20W - 30 
grades and meets all requirements | 
for MS and DG service. 

Development of the oil took more 
than two years of research, the | 
firm said. 

Multi-Duty is available in one 
and five-quart cans, five- gallon 
cans and in drums. 
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; Highways & Safety... 







: By Gerhardt Neumann 
} Staff Writer 
i ALTHOUGH rubber - in - asphalt 
} road construction is still in the 
| experimental stage, it appears Gov- 
; ernment officials 
are giving it seri- 
ous thought as 
one way of solv- 
w ing the country’s 
highway head- 
aches. 
oO A recent survey 
of officials in 47 

, states indicated 
» that most of those experts be- 
» lieve rubber roads will be a perma- 
* nent part of the future highways. 

One-third said that the addi- 
tion of rubber to asphalt is going 
te become a standard method of 
road construction. 

Commenting on the answers, 
Harry K. Fisher, road consultant to 





oi 


In Chicago, 
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driver training, and compulsory | ginias (18 each). Lowest reductior 
inspectio: 


‘Rubber Roads Stretch 


Builders’ Visions 


the Natural Rubber Bureau, said: 
“The most significant finding is 
that nearly half the engineers could 
find no disadvantage with rubber 
roads. The only reservation was 
additional cost.” 

He added that the small amount 
of rubber powder introduced into 
the mix—from 1% to 4 percent— 
adds longevity and cuts down on 
repair needs. 

Fisher also said that a greater 
output of rubber roads would re- 
duce their costs considerably. 


Rubber roads in Europe and 





Mo. Democrats Endorse 


Toll Highway System 


A toll road highway system in 
Missouri has been endorsed by the 
state Democratic convention. The 
Republican convention bypassed 
the issue. 


m 





Canada are said to have proved 
their durability under great stress. 
More than 30 communities in this 
country have laid down rubber 
roads, with Massachusetts prob- 
ably leading with a total of 300 
miles. 
* * * 


Industrial Lesson 


7 same techniques employed 
by industry to make its plants 
safe might also be used to reduce 
traffic accidents, 
according to 
John S. Bugas, 
industrial rela- 
tions vice - presi- 
dent of Ford Mo- 
tor Co. 

Bugas told the 
28th annual meet- 
ing of the Detroit 
Industrial Safety 
Council that the 
lessons “we have 

— learned in indus- 
trial safety can profitably be ap- 
plied to other areas.” 

Bugas suggested adoption by 
the states of uniform traffic 
rules; standardization of acci- 
dent-reporting procedures; strict- 
er licensing laws; expansion of 


it takes 2— 


to fill the bill 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 





CHICAGO 


—— 
SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


vehicle mn. 
Until we have some semblance of 





was in Missouri (2 percent). 
Perfect records in August wer« 


uniform traffic laws, Bugas said,| achieved in Houston, Fort Worth 
“we will be only nibbling at the| and Syracuse, N. Y. 


edges of the problem of safety.” 
* * + 


Traffic Deaths Decline 
ss deaths during the first 
eight months of 1954 have con- 
sistently decreased, according to 
the National Safety Council. Au- 
gust brought the sharpest drop of 
all—10 percent below August, 1953. 
Deaths in August totaled 3,330— 
lowest for that month since 1950. 

According to the Council, reduc- 
tions from the 1953 death figures 
were as follows: January, 2 per- 
cent; February, 3; March, 9; April, 
8; May, 3; June, 8; July, 3, and 
August, 10. 

Fatalities during the eight 
month period were 22,780 against 
24,200 during the like period last 
year. The August fatality figure 
was estimated at 6.1 deaths per 
100 million miles. 

States leading the reduction in 
fatalities during the eight months 
are South Carolina (20 percent); 
Wyoming (19), and the two Vir- 
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Canada’s traffic toll in the first 
quarter totaled 451 dead and 10,505 
injured, according to latest statis- 
tics. Three provinces reported a re- 
duction in fatalities over last year; 
four an increase, and two no 


change. 
+ * * 


Freight Conveyors 
Held Answer to 
Street Congestion 


Overhead and underground 
freight conveyors will eventually 
relieve traffic congestion in many 
city streets, according to R. C. Sol- 
lenberger, executive vice-president 
of the Conveyor Equipment Manu- 
facturers Assn. 


“From the engineering stand- 
point it is feasible to transport 
goods from suburban air, rail and 
truck terminals to downtown 
stores and shops,” he told the 
American Materials Handling So- 
ciety in Grand Rapids, Mich. 


“Such continuous flow could be 
maintained either below or above 
street levels. If below, tunnel di- 
mensions would need be but little 
larger than those for sewer lines 
or those for other utilities. If over- 
head, structures would be light and 
could be designed to blend with the 
architecture of the areas through 
which they would pass.” 


He said that much of the traffic 
congestion in downtown centers is 
due to trucks that now park at the 
curb and block off the street. 

“In big cities we have piled 
people on top of each other in more 
than a hundred stories,” he said, 
“and still we try to bring every- 
thing we need on the same streets 
as we had when there were only 
one-story shacks and not many of 


them.” 
* cm * 


Arkansas Dealers 
In Safety Drive 


The Arkansas Automobile Deal- 
ers Assn. has opened its school- 
year safety program for the ninth 
consecutive year, using a statewide 
telecast for an appeal for safe 
driving. 7 

Gov. Francis A. Cherry and State 
Police Director Herman Lindsey 
appeared on the telecast and re- 
ceived gold-plated license plate 
frames bearing the inscription, 
“Drive Safely,” from George H. 
Benjamin, executive secretary of 
the association. 

The group furnishes new autos 
to high schools and colleges with- 
out cost for use in driver educa- 
tion. In all, 178 cars worth $356,000 
have been donated. 

* * * 


Teen Tasks 
Montana Safety Conference 


Set for Next Year 


Montana’s first Teen-Age Safety 
Conference will be held next year, 
according to the Montana Motor 
Transport Assn. 

L. Wayne Hageman, MMTA 
Safety chairman, said the confer- 
ence would be called with the en- 
dorsement of Montana’s Gov. J. 
Hugo Aronson. 

The safety project is also pre- 
sented to state and local parent- 
teacher associations for their sup- 
port of the conference idea. 

* x * 


Wessen Calls Safety 


Dealers’ Business 

Ted Wessen, president of Wes- 
sen Buick Co., Los Angeles, has 
this to say about safety: 

“Safety is more than a word 
or a thought, more than caution 
or fear. Safety is a characteris- 
tic, a trait of one’s personality. 
It can be taught. It can be 
learned. This has been proved in 
driver-training classes. 

“Traffic-safety education is one 
of the most important subjects 
students are offered. It is im- 
portant to the auto industry and 
every dealer—to have the drivers 
of tomorrow taught to drive 
safely.” 





ie ee ee 


‘io 


1'io”n mere 


= VW ome t aoe + OD OD 


vw @ Se 


~~ Wa 


“mw @ ¢ 


= «6 ' 


Se ow 


"i aa es a 


—_—.. Swe 





AUTOMOTIVE NEWS, OCTOBER 11, 1954 “- 23 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
W. WHITE, of White Co., asks: 
¢ “If an auto owner delivers a car 
to a dealer for resale, does the law- 
ful title remain with the owner un- 
til the price is paid?” 

The answer is no, if the innocent 
purchaser had no knowledge that 
the owner had a lien on the auto. 

For example, in the leading 
case of Kram v. Streeper, 179 
Fed (2d) 371, it was shown that 
one Knet took delivery of a car 
from a dealer for reselling it. 

The contract between Knet and 
the dealer contained a clause that 
title to the auto would remain with 
the dealer. A man named Kram 
purchased the automobile from 
Knet not knowing that the con- 
tract existed between the dealer 
and Knet contained this clause. 

In subsequent litigation the 
higher court held that Kram was 
legal owner of the auto and that 
the dealer could not repossess it. 


The court said: 
+ * oa 


Dealer Gives OK 

“SJERE Knet had authority from 
Top (dealer) to sell the car in 

question. In any event, Top by his 

conduct is precluded from denying 

Knet’s authority to sell. 

“We think that Kram acted in 
good faith and had neither express 
nor implied knowledge of any res- 
ervation of title and was a bona 
fide purchaser for value.” 

Also, see First National Bank 
v. Reyelts, 306 Ill. App. 499, in 
which a distributor permitted a 
dealer to display a car in his 
showroom. The distributor had a 
lien on the auto, but the lien 
was not recorded. 

An innocent person purchased 
the auto from the dealer. The 
higher. court held that the distribu- 
tor could not repossess the automo- 
bile from the innocent purchaser, 
and said: 

“It (distributor) . . . knowingly 
permitted the automobile which it 
now claims to own to remain in 
the showroom where any customer 
might see it on display and where 
it was being offered to the public 
generally for sale. A customer in 
good faith should be protected 
against the holder of a secret lien 
of which he had no notice.” 

= = * 


Buyer Hired 
oe of Flying Dutchman 
Corp., Toledo, writes: “About 
two years ago, due to an accident, 
I hired a man named Willis to buy 
cars for me on a 50-50 business. He 
was to receive half the profit, and 
stand half the losses. 

“The first year we made about 
$6,000, and the second year he 
lost me about $6,000, which he 
has agreed to pay but never has. 
Can I force him to pay one-half 


of this $6,000 loss, although our | 


deal was a partnership?” 

My opinion is, as follows: If 
yours is a partnership agreement, 
with all required elements, you can 
collect one-half the second year’s 
loss. On the other hand, if it is 
merely a joint venture and not a 


valid partnership agreement, you | 


cannot collect. 

Nevertheless, if you can prove 
that Willis agreed to split 50-50 the 
profits and losses you can sue and 
recover from him one-half of the 


loss. 
om = 7” 


Both Partners Liable 


ILE the important advantage 
of an ordinary partnership 
business is that two or more per- 
sons may unite their money, labor, 
Services, and ability for the pur- 
pose of operating a business, a real 


disadvantage of a partnership is| 


that any one partner is personally 


liable for the total debts or obliga- | 


tions of the entire partnership, pro- 
viding the other partners are in- 
solvent. 

Of course, if all partners are 
financially responsible, each part- 
ner must pay a proportional 
share of the assumed debts and 
obligations of the partnership. A 
silent partner is equally liable. 
This law is applicable to all lia- 
bilities of the partnership. 
Another important point of law 


is that if one partner embezzles or 
“steals” funds from a partnership, 
he cannot be prosecuted for em- 
bezzlement or theft. This is so be- 
cause all partners are owners in 
the partnership and the law holds 
that an owner cannot steal from 
himself. See Hoose, 205 S. W. (2d) 
875. 


* x * 


Partnership Defined 


T= legal definition of a part- 
nership is: A valid and legal 
partnership is formed if: 
1. All parties agree to contrib- 
ute something of value to the 
business. This something may be 





| 
| 





Stromberg* Carburetor is 


| 


ST 


capital, property, or personal 
services. 

2. All parties must agree to 
share in all of the profits. 3. All 
parties must agree to share in all 
the losses. 4. All parties who sign- 
ed the agreement must have in- 
tended to form a partnership. 

+ * + 


Prospect Ordered to Pay 


For Demonstrator Wreck 
FARGO, N. D.—A _ prospective 
buyer who took a car from Ed 
Schum, used-car dealer here, to 
show his wife and later rammed 
the car into a curb at Devils Lake, 
N. D., was given a six-month sus- 
pended jail sentence on condition 
that he pay Schum for repairs. 
The pe also was arrested 
on a traffic charge at Devils Lake. 
Schum declared in Cass County | F isk Boy Comes to Life— 
Court here that his firm spent! Kerny H. Sealy, a Fisk distributor in New Iberia, La., posed his sons alongside the 
about $500 in retrieving the car| famous Fisk boy models, bearing the slogan “Time to Re-Tire.” Fisk has been a 
and repairing the damages. division of U. S. Rubber Co. since 1939. 
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formance in Today's Cars 
I! be Tomorrow's 
Strongest Selling Point! 





Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate sales, it pays to specify 


Stromberg* — the carburetor built for lasting performance. 
*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF 


© Standard Equipment Sales: Elmira, N. Y. 
© Service Sales: South Bend, Ind, 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 


Bendix 


AVIATION CORPORATION 
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lows in their business. The fact | the purchase, maintenance and op- 


But Competition Grows . . . 
Truck Leasers Report 


| Volume, Profit Gains 


By George Barclay 
Staff Correspondent 


GO.—Business volume and 

1954 profits in the truck-leas- 
industry generally are showing 
Se increases over 1953, ac- 
|. cording to a series of spot reports 
on business trends presented at the 
- four-day annual convention of the 
National Truck Leasing System 


Increases of as much as 34 per- 
cent in long-term truck - leasing 
--yolume were reported by some op- 
_ erators. Daily rental business in 

some cases was said to be double 


. that that of last year. 
TS siethisiatte idinaes was tem- 
somewhat by other re- 
ports fe indicating a drop in both long 
and a made business. 
The truck-leasing men were 


virtually unanimous in reporting | | 


tougher competition this year. 
Howard L. Willett, Willett Truck 
Leasing Co., Chicago, was reelected 
president, and R. D. Sidel, Metro- 
politan Distributors, Inc., New 
York, was renamed vice-president. 
Ray H. Brundige, Columbia Termi- 
nals Co., St. Louis, is the new treas- 
urer and Sam_ Palisano, Lincoln 
Truck Rentals, Inc., Buffalo, is sec- 
retary. Martha Dunlap was re- 
elected executive secretary. 
* + * 
HE executive committee includes 
Willett, Sidel, Brundige, Pali- 
sano, Robert Barrett, San Francis- 
co, and Sheldon Ackerman, Lima, O. 
Willett reported that NTLS mem- 
bership is at an alltime high, with 
more than 50 companies on the 
rolls. He said many members have 
expanded their service beyond long- 
term leasing to include daily rent- 









pre 
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“Cancel those vitamins, doctor! 
All I needed was a glimpse of 
our new ’55s!” 





al, finance leasing, partial service 
and remote control. 

“If truck leasers are going to 
keep abreast of the leasing busi- 
ness and learn anything new in 
it,” he said, “they will learn it 
right here from the other fel- 


that we are constantly adding to 
our reservoir of knowledge.” 

Martha Dunlap, executive secre- 
tary, reported on the NTLS promo- 
tional, advertising and public rela- 
tions program and its value in 
helping disseminate information on 
truck leasing to the public, truck 
users and members. This prog 
she said, has been credited with 
helping expand the business of 
truck-leasing operators. 

“Because of this NTLS publicity, 
advertising, direct mail and other 
informative literature,” she said, 
“we have become more and more 
recognized as the authoritative 
source of information covering 
truck leasing as an industry and a 
service.” 

+ * + 
PARTCIPATING in the panel 
on business trends were: Brun- 
dige; R. J. Wilhelm, Portland, Ore.; 
W. Howard Amor, Clevelnad, O.; 
Jay Truax, Minneapolis; R. W. An- 
derson, Miami, Fla.; and R. W. 

Smith, Boston, Mass. 

Smith said that operating costs 
can be considerably reduced by 
giving careful thought and study 
to each specific item involved in 
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eration of the rental fleet. 
Considerable competition is be- 

ing offered by truck dealers, 

Smith reported. 


“Figuring on finding a ready out- 
let for their trucks, these dealers 
have made some very attractive 
rental contracts with some very 
good accounts,” he said. 

“However, these contracts were 
made at rates we know from ex- 
perience cannot possibly yield a 
profit. We have lived through this 
business of truck dealers going in- 
to the rental business before, and 
we feel it will again die out as the 
dealers currently involved discover 
some of the problems of servicing 
rental vehicles— problems with 
which they are entirely and com- 
pletely unfamiliar.” 


* * * 


Cra operators reported that 
local and national accounts ap- 
pear better satisfied than former- 
ly, because of better service due to 
better organization and personnel 
in their shops. This, they said, is 
reflected in fewer complaints and 
fewer cancellations of lease con- 
tracts. 


Haskell Schultz, safety special- 
ist, said that street and highway 
accidents can be materially re- 
duced by educating truck drivers 
to make a correct stop at cross- 
ings, gauge proper stopping dis- 
tance so the truck is under con- 
trol at all times and keep at 
least two lengths behind the ve- 
hicle in front. 


On the convention’s agenda were 
clinics on maintenance procedure, 
financing, tax problems, legislation, 
insurance, purchasing, new prod- 
ucts and special deals, disposal of 
used trucks, utilizing outside shop 
facilities. 


The final day was devoted to a 
sales training session at the Inter- 
national Harvester School Build- 
ing. Howard Willett jr. collabo- 
rated with IH school staff person- 
nel in discussing “What and Why 
People. Buy,” “Prospect Systems,” 
“How to Close Contracts,” “Over- 
coming Objections” and “Keeping 
Customer Goodwill.” 


Goodyear Story 
Told in New 
Litchfield Book 





DETROIT.—The ups and downs 


of the “House of Goodyear” are 
retraced in a book, “Industrial 
Voyage,” by Paul 


W. Litchfield, 
chairman of 
Goodyear Rubber 
& Tire Co., which 
was published 
last week by 
Doubleday & Co., 
New York. 

Litchfield, now 
in his 79th year, 
has been associ- 
ated with Good- 
year since 1900. 

In this period, he has seen the 
early struggles of a young com- 
pany, which was surrounded by 
financially powerful competitors, 
but which finally was able to reach 
the top because it had an idea and 
the will to fight for it. 

In Litchfield’s story, the Ameri- 
can system of free enterprise 
comes to life in its full meaning. 
The struggle for recognition is 
marked by the character, determi- 
nation and far-sightedness of the 
men who anticipated the import- 
ance of the auto industry. 

When it finally began to spread 
its wings, Goodyear was ready to 
supply a tire that was acclaimed 
for its merit under the circum- 
stances of the day. 


Goodyear has had its failures 
and successes, its satisfactions and 
crises. Litchfield has been in the 
thick of it all this time, and his 
thoughtful reminiscences will in- 
spire young people with new con- 
fidence in the belief that oppor- 
tunity in this country is still to be 
found by those who know how to 
grasp it. 





P. W. Litchfield 


—GerHARDT NEUMANN 


Foreign-Car Filters 
NEW YORK. — Columbia Mo- 
tor Co., 245 W. Fifty-sixth St., is 
now importing Tecalemit oil filters 
for foreign cars. 
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gives the most value! 


Your best way of meeting increased competition is to give customers more 
for their automobile dollar. Genuine leather upholstery 
is certainly one of the most dramatic, sellable ways 
of giving them greater value. Its beauty, comfort, and style 
are recognized factors, with immediate sales appeal. 
More important, still, is the fact that genuine leather out-performs 
the next-best upholstery material by far. Tests by a famous impartial laboratory 
prove that leather is 77% more rugged, 151% stronger along stitch lines under a 
bouncing load, 10% less likely to scuff under the shoes of children, 
and “‘significantly more durable to rubbing”. Besides, leather 
is the easiest material to care for, it actually improves with use, 
and it adds to trade-in worth. You can add value with genuine leather upholstery! 


THE UPHOLSTERY LEATHER GRQOuvUr, Eee, 


New York Office: 141 East 44th Street, New York 17. + Detroit Office: 199 Pierce Street, Birmingham, Mich. 













By Marty Whitmyer 
Staff Writer 


search for the Chicago Tribune. 


Speaking before the AAAA Pa- 
cific Council Convention in Coro- 
nado, Calif., Martineau described 
principles of a communication, 
persuasion and attitude forma- 
tion from the social sciences 
which he maintains have perti- 
nent application to advertising. 
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Affecting Factories and Dealers . . . 
Auto Advertising 


In advertising, the semblance of 
truth seems to be much more im- 
portant than truth itself, insofar 
as public acceptance of product 
claims is concerned, according to 
Pierre Martineau, manager of re- 


“In attitude research,” he said, 
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“the significant factor is not what 
the product is, but what the public 
thinks it is.” 

Inner conviction from which 
brand loyalties stem must be cre- 
ated by emotional means, Mar- 
tineau maintained in outlining 
other ways in which the social sci- 
ences apply to advertising. 


“Advertising is a form of direc- 
tive communication,” he said, “try- 
ing to influence buying behavior, 
and it is the viewpoint of modern 


semantics thdt unless directive 
communication is emotive, it is 
useless. 


“Scientists just don’t believe you 
can change deep-seated opinions or 


NEW ELECTRIC TRICO 


DEALER SIGN—for window, 
counter or wall display. Big 1514” 
diameter, brilliant illumination; 
ideal night light. A sales-builder 
which thousands of dealers have 
ordered from jobbers. 
















prejudices merely by stating and 
restating the evidence under the 
pious belief that it merely has to 
be true. 

“Sheer logic, sheer words, and 
sheer truth seldom thaw long- 
time habits and resistance.” 

Good advertising, Martineau said, 
also must achieve identification 
and participation. 

“It is a basic psychological prin- 
ciple,” he said, “that for a situation 
to mean anything to a person, he 
must be able in imagination to see 
himself there. 

“Snob appeal very definitely has 
limits. Everyone looks up in the 
world, but only within believable 
limits. 

“We can achieve identification 
by self-recognition, and also by 
wish fulfillment. But the person 
has to be able to put himself in 
the situation.” 

Martineau cautioned that the old 
black magic that worked 20 years 


ago in advertising can suddenly 
become quite ineffective as people 
change their values. “People look 
for new goals, they have different 
ideals, and the tone and level of 
our communication must shift ac- 
cordingly,” he said. 

“Advertising has very success- 
fully used research to determine 
where its markets are. It also can 
very profitably use social and psy- 
chological research for better guide 
lines on what to say to the human 
beings who composed these mar- 


kets,” Martineau said. 
* * + 


Road Developments Aired 


More than 200 radio stations 
have agreed to air “Highway 
Headlines,” the Truck-Trailer 
Manufacturer Assn’s weekly news 
program. 

Although the show was initi- 
ated as a script service, plans 
call for possible interviews with 
members of Congress and other 





A Bottle of 
TRICO SOLVENT 


with each purchase 


this fall. 


of a TRICO ARCTIC 
BLADE 


Have this display pack of 6 Trico Arctic Blades 
and 6 bottles of Trico All-Season Windshield 
Washer Solvent on your counter when Trico’s 
national magazine advertising offers this Winter 


Vision Combination Special to millions of motorists 


You'll sell TWO Arctic Blades to most customers... 


for they’ll want these self-de-icing blades for both sides 
of their ’shields. And the Trico Solvent free with each 


purchase will win new customers for this year-round 


repeat item. Phone your jobber! 















TRICO ARCTIC BLADE 


—Ice-repellent 


hood flexes to shed ice. Can’t snow clog. Perfect 
for wintry weather ... perfect, too, when it rains. 
For curved or flat shields. 


Windshitld Equipment 


Trico Products Corporation, Buffalo 3, N. Y. 





leaders in the highway and high 
way transportation field, official. 
said. 

The program, which covers na 
tional highway and transportatio: 
developments, is compiled ani 
written in Washington and di: 
patched each week. 


* * * 


Talling Joins BSF&D 


Neil W. Talling, former directo: 
of public relations at Howe Mili 
tary School, Howe, Ind., has joine: 
the public relations staff of Brooke 
Smith, French & Dorrance, Inc 
Detroit. 


Talling, assigned to the Hudson 
account, replaces Eugene H 
Swaim, who resigned recently to 
join Grant Advertising as assistant 
director of the Dodge News Bu 
reau. 

« aa ” 


Dodge Appoints Clark 


Clinton R. Clark has been ap- 
pointed to the newly created posi- 
tion of Dodge cooperative adver- 
tising manager, according to Jack 
W. Minor, Dodge director of ad- 
vertising and merchandising. 

Clark has served with the Dodge 
advertising staff in Detroit since 
|February, 1954. Prior to joining 
Dodge, he was with Batten, Bar- 
ton, Durstine & Osborn, Inc., as 
account representative on the 
DeSoto account, and with Brooke, 
Smith, French & Dorrance, Inc., as 
assistant account executive. 

* * + 


Gordon News Editor 


Just returned from two years in 
the Army, Maynard M. (Mac) Gor- 
don last week was named news 
editor of AuToMo- 
TIVE News, a 
newly created po- 
sition. Until his 
military service, 
during which he 
rose to sergeant 
first class and be- 
came editor of 
the Camp Gordon 
Rambler, Gordon 
was associate ed- 
itor of AvuTomo- . 
TIVE News. Mao Gordon 
| Gordon has been a member of 
the Automotive News editorial staff 
since 1944, associate editor since 
1948. 

It was also announced by Editor 
Pete Wemhoff that Bob Lienert has 
been appointed an associate editor. 
Lienert, who joined Automotive 
News in 1953 after 6 years with the 
Detroit Free Press, will serve with 
Bob Sheldon, who was named as- 


sociate editor in 1953. 
* x of 





Names 


William Rosen has rejoined Look 
|Magazine after nearly two years 
as vice-president and advertising 
director of Pines Publications, Inc. 
Before going to Pines in 1952, Ro- 
sen had been with Cowles Maga- 
zines, Inc., publisher of Look, in 
various sales capacities since 1949. 
| The Philadelphia Bulletin has ap- 
pointed Charles W. Detweiler as 
| advertising director. 

| Bob Hollister, former public re- 
| lations manager of Dayton Rubber 
Co., has announced the formation 
of a new counseling service in pub- 
lic relations, advertising and sales 
promotion in Akron. The new 
| agency, located at 450 W. Market 
| St., is known as Robert T. Hollister 
& Co. 

Herman C. Sturm will become 
advertising director of Business 
Week magazine, a newly created 
| post, effective Sept. 1, while John 
| M. Holden will become advertising 
manager and Richard E. McGraw 
will become business manager. 
| Holden has served as Detroit dis- 
trict manager, and McGraw as 
manager of advertisers’ service. 


Stephen E., Kelly has been named 
| Manager of the New York adver- 
tising sales staff of Sports IMus- 
| trated. 


Ralph E. Richardson has been 
named to the Detroit advertising 
sales staff of Sports IMustrated, the 
new Time Inc. national sports 
weekly. 


Lyman Worthington, genera! 
;sales manager of Metropolitan 
| Sunday Newspapers, Inc., has re 
|tired after 17 years’ service with 
| the organization. 

Richard S. Smith jr., formerly 
salaried-personnel director for the 
central foundry division of Genera! 
Motors, has been appointed publi: 
relations director for the division 
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Power and Performance to Any Car 















More than 20 years of mechanical moisture. It mixes thoroughly with gasoline and will not settle, even 
experience and research are behind in storage tanks. George’s Crankcase Additive gives smoother, quieter 
the development of this amazing engine performance. Unsticks valves and frees rings. Cuts sludge and 
new discovery . . . George’s Oil. dissolves it; and mixes thoroughly with any motor oil. When added 
This oil is unequalled and unex- to transmission greases it gives easier shifting; and when added to 
celled in giving more power and hydramatic fluid it gives smoother performance. 
performance to new and used cars. George’s Gasoline Additive gives George’s Oil is guaranteed to contain no soap, kerosene, abrasives or 
more power and more mileage. Keeps carburetors clean and free of harmful acids of any kind. 
Look s 
years Here’s What Other Enthusiastic Dealers Say About George’s Oil: 
ising 
Ine. Gentlemen: Gentlemen: 
, Ro- . « . We think George's 0il is the greatest oil today for unsticking . « . We have saved untold amounts of time and labor with George's Oil. 
laga- * valves and freeing rings. It gives wonderful results when added We have found that by adding your crankcase additive to each 
Kk, in to hydramatic fluid and gives smoother performance. new car and used car after running the motor for a few minutes it 
1949. will eliminate sticky and sluggish valves. 
. — Gentlemen: 
. . . We have been using George's Oil for more than a year and have Gentlemen: 
— found it to be absolutely the greatest upper lube and crankcase . . « George's Oil has saved us untold time and cost . . . not only 
ee additive we have ever used. George's Crankcase Additive has saved in our trucks and automotive equipment, but also in our 
ation this company untold expense in unsticking valves. industrial drilling equipment. George's 0il is the finest product 
pub- of its kind we have ever used. 
sales Gentlemen: 






























ot . . . After using your additives in many of our new and used 
Meher cers we om say your products are the finest we have had the Copies of these letters and many more 
oe a like them are on file. 
come ————y 
iness . 
= ) 
ising Wonderful Opportunity For George’s Oil Can Cut Maintenance Costs For You! | 
G e 7 
eer. New Distributors Clip Coupon Below and Order Samples Today! | 
a George’s Oil Company is granting franchises 
.e. to new distributors now. If you can qualify, 
amed and desire to become a distributor for the 
dver- country’s fastest growing organization in the 
Mus- additive field, write, call or wire Ben Smith, 
a President, George’s Oil Company, today. The 
bse address is P. O. Box 1970, Dallas, Texas. 
l, the Telephone RAndolph 7360. 
bese This is a once-in-a-lifetime opportunity to 
era! get in on the ground floor of a real money- 
litan making franchise. Clip coupon for further 
s re details. 
with 
“| GEORGE’S OIL COMPANY 
r the 
nera! 
bli: 118 COMMERCE STREET . DALLAS, TEXAS 
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Two executive appointments in 
Cleveland Graphite Bronze Co.’s 
gales staff have been announced 
by L. W. Christenson, sales vice- 
president. 

Drew McKenna, for 35 years 
eastern district sales manager, has 
been named a member of Christen- 
son’s staff, on special assignment 
work; and Louis A. Douglass has 
become eastern district sales man- 
ager. 

McKenna joined Cleveland 
Graphite Bronze, now a unit of 
Clevite Corp., in 1919. Douglass has 
been with the firm since 1942. He 
has been a member of the New 
York Office since 1949. 


* * * 


Hall Heads Reynolds Sales 


To Transport Industry 


Keith Hall has been named 
manager of sales to the trans- 
portation industry for Reynolds 


Metals Co., Louisville. For eight 
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years, Hall had been manager of 
Federal sales. 


> Cure * 


Whitbread, Miller Appointed 


To Gar Wood Sales Posts 


E. B. Hill, sales vice-president of 
Gar Wood Industries, Wayne, Mich., 
has announced the appointment of 





Ross Miller 


B. F. Whitbread as product sales 

manager for Gar Wood hydraulic 

hoists and dump bodies, and of 

Ross Miller as sales manager of 

y Paul Hydraulic Hoist, Mattoon, 
1. 


B. F. Whitbread 


Michigans I2f 
— Ineome bain 
‘leads All States! 


Whitbread, with Gar Wood al- 
most 20 years, has been manager 
of the firm’s direct factory truck 
equipment sales branch in Los An- 
geles since 1950. 

Miller has had more than 35 
years experience in the truck equip- 
ment field. He formerly was gen- 
eral manager of National Lift Co. 

* * * 


Schollmeyer Appointed 


Herman Body Salesman 

Louis W. Schollmeyer has been 
named as a special field repre- 
sentative of Herman Body Co., 
of St. Louis, according to J. Y. 
Hewitt, sales vice-president. 
Hewitt said Schollmeyer will 
work closely with the dairy and 
bottling divisions of the concern. 

* + * 


Osborne, Smith Appointed 
Kendall Vice-Presidents 


Kendall Refining Co., Bradford, 
Pa., has promoted G. Harold Os- 


borne and Howard V. Smith to 


vice-president. 

Osborne was named marketing 
vice-president. He joined Kendall 
in 1933 as a refinery employe and 
since 1950 had been general sales 
manager for fuels and lubricants. 

Smith, now refining vice-presi- 
dent, started with Kendall as re- 








@ U.S. Department of Commerce figures show that Michigan 
workers in 1953 earned $13,723,000,000 or $1,517,000,000 
more than in 1952. This was a 12% gain. . . largest among all 


states. 


Let a Booth man tell you more about this big market and the 
unusual dealer-minded merchandising service which Booth News- 
papers will put behind your Michigan advertising schedules. 

. 85% of all Michigan sales, outside of Wayne 
County and Upper Peninsula, are made in the 8 Booth News- 


And remember. . 


paper Markets! 


A. H. Kuch 

110 E. 42nd Street 
New York 17, N.Y. 
Oxford 7-1280 


Sheldon B. Newman 
435 N. Michigan Ave. 
Chicago 11, Illinois 
Superior 7-4680 


Brice McQuillin 
785 Market Street 


Sutter 1-3401 


San Francisco 3, California 


i. Call your nearest Booth man! 


Wm. Shurtliff 

340 E. Huron Street 
Ann Arbor, Michigan 
Normandy 3-4265 


BOOTH’ Azséjrar Newspapers 


"YOUR MICHIGAN MARKET OUTSIDE DETROIT” 


GRAND RAPIDS PRESS e FLINT JOURNAL e KALAMAZOO GAZETTE e SAGINAW NEWS 


JACKSON CITIZEN PATRIOT e MUSKEGON CHRONICLE e BAY CITY TIMES e ANN ARBOR NEWS 













finery manager in 1943 and has 
been on the board of directors 
since 1944. 


McGuire Product Manager 
For National Motor Bearing 


A. W. McGuire has 
pointed product manager for Na- 
tional O-Rings, according to L. C. 
Cole, director of 
sales for National 
Motor Bearing 
Co., Redwood 
City, Calif. 

Prior to his new 
appointment, Mc- 
Guire was staff 
assistant to Cole. 
Previously, he 
was assistant 
sales manager of 

siti the Arrowhead 

A. W. MeGuire division of Na- 

tional Motor Bearing. He has been 

connected with the application and 

sale of O-Rings and related prod- 
ucts for several years. 
* * * 





Trailmobile Appoints French 


Director of Purchases 

William H. French, Cincinnati, 
has been appointed director of 
purchases of Trailmobile Inc., 
according to W. A. Burns, presi- 
dent. 

French formerly was purchas- 
ing agent for the Cincinnati plant 
of Trailmobile Inc. He succeeds 
E. W. Barnekoff, who resigned. 
French joined the firm in 1950. 


Ellenboro Sales Appoints 


Senie Vice-President 


Appointment of Bernard J. Senie 
as sales vice-president for Ellen- 
boro Mills Sales Corp. has been 
announced. 

The firm is the 
exclusive national 
sales agent for 
Nycar. Senie will 
make his head- 
quarters at the 
Ellenboro offices 
at 114 E. Thirty- 
second St., New 
York 16, N. Y. 

Prior to his ap- 
pointment Senie 
had been field 





B. J. Senie 
representative for Ellenboro Mills, 


Nycar. 


Inc., producers of 
t * * 


Ford Honors Pearson 
On 35th Anniversary 


Harold J. Pearson, manager of 
Ford division’s Memphis assem- 
bly plant, was honored at a din- 
ner on his 35th anniversary with 
Ford Motor Co. 

W. D. Singleton, assistant gen- 
eral manufacturing manager of 
Ford division, presented Pearson 
with a gold watch on behalf of 
the company. John W. VanVactor, 
production manager of the Mem- 
phis plant, presented a gift on 
behalf of the plant’s department 
heads. 


* * * 


Royce and Merriett to Direct 


New Gar Wood Branches 


Two new direct factory truck 
equipment sales branches, in Tulsa, 
Okla., and Springfield, Ill, have 


- 





D. C. Royce Carroll Merriett 


been opened by Gar Wood Indus- 
tries, according to E. B. Hill, sales 
vice-president. 

Gar Wood now operates 14 direct 
factory branches in major cities. 
The new branches will be man- 
aged by two veteran Gar Wood em- 
ployes, D. C. Royce, in Tulsa, and 
Carroll Merriett, in Springfield. 

x 


* * 


Tilton Leaves U. S. Rubber 


After 48-Year Career 


George J. Tilton, special assistant 
to the manager of the Fort Wayne 
(Ind.) plant of U. S. Rubber Co., 
retired Sept. 1 after 48 years with 
the company. 

Starting at U. S. Rubber as an 
office boy in 1906, Tilton later 

(Continued on Page 31, Col. 1) 
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STAINLESS STEEL 
Door Edge Protector 


@ Prevents chipping of auto door 

@ Follows curve of any car door edge 

@ Adds “that finishing touch” 

@ Easily installed by car owner 

@ Retails at $3.95 for 2 Doors— 
$6.95 for 4 Doors 

® Display carton holds 16—2 Door Kits 
(Equivalent to 8 4 Door) 





Contact your distributor. 
THE SNAP TRIM COMPANY 


P. O. Box 1235, Jacksonville 1, Fla. 


Precision Die-Cast 
Triple chrome plated for tastin 
beauty. Original designs. Sketc 
submitted for your approval. Quan- 
tities as low as 100 may or- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 


Free sample and prices on request. 


248Aae 
CASTING co 


Se. As 
PRECISION 
Vad Me Mee ee 
Phila. 45, Pa., Dept. A 


$ Grow on Trees 


‘Tis a fact folks. 


Dollars grow on orange trees here in 
250,000 populated Central Florida. 


Orange Growers are right now praising 
Orlando newspapers for “getting the price 
of fruit up" and getting them more money 
for their stuff. 


Ever hear of such a thing before? 


We have. This is about the fifth time in 
25 years that our newspapers have bol- 
stered fruit prices by having the guts to 
print the logical prediction about future 
Production figures. 


Orlando Sentinel-Star 


Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 
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ALBRIGHT MOTORS 


119 SNOW ST. PROVIDENCE, R. !. 
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served as general foreman of the 

motor products division. He was 

general superintendent of the Fort 

Wayne plant from 1948 until 1951. 
* * * 


Lucksinger Named Manager 


Of Dodge Industrial Relations 


Carl F. Lucksinger has been 
appointed to the newly created 
position of manager of Dodge 
industrial relations, according to 
William C. Newberg, Dodge pres- 
ident. 

Associated with Chrysler Corp. 
for more than 20 years, Luck- 
singer has been on the comp- 
troller’s staff at the Dodge home 
office in Detroit since January, 
1954. 

Before joining Dodge, he was 
staff assistant with R. W. Con- 
der, Chrysler Corp. vice-president 
and director of industrial rela- 
tions. He also has been assistant 
factory auditor of the parts divi- 
sion, accountant of the Marys- 
ville plant and assistant to the 
general factory auditor in the 
corporation’s general offices. 

+ + * 


Ford Appoints Smith to Head 


Industrial Relations Office 


Russell P. Smith, who joined Ford 
Motor Co. in 1946, has been ap- 
pointed manager of the newly es- 
tablished industrial relations de- 
partment of the company’s special 
product division, according to 
William C. Ford, division general 
manager. 

Smith served in the salaried 
personnel departments of several 
company offices before becoming 
industrial relations representative 
of special product division last 
year. 

ok * es 
Ingersoll Steel Announces 


Executive Promotions 


Stephen L. Ingersoll has been 
promoted to executive vice-presi- 
dent of the Ingersoll steel divi- 
sion of Borg-Warner Corp., New- 
castle, Ind. He previously was 
vice-president and treasurer. 

Other executive promotions in- 
clude: 

Harold G. Ingersoll jr. previ- 
ously assistant to president of 
the division, was elected vice- 
president and secretary. Ralph 
W. Leigh, also formerly an as- 
sistant to the president, was 
named sales vice-president. Wil- 
liam C. Zepf, previously assistant 
secretary became treasurer. 

* * me 


Grey Rock Adds Rep 


James A. Wheatley jr., sales man- 
ager of the Grey-Rock division of 
Raybestos - Manhattan, Inc., Man- 
heim, Pa., has announced the ap- 
pointment of Albert P. Sandorf as 
Grey-Rock representative for 
Northeastern Ohio. Sandorf will 
make his headquarters in Cleve- 


land. 
* r * 


Keach Joins Thermoid 


George S. Fabel, president of 
Thermoid Co., Trenton, N.J., has 
announced the appointment of 
Robert Keach as manager of the 
company’s industrial rubber divi- 
sion, succeeding Lloyd R. Leaver. 
Leaver is continuing in a consult- 
ing capacity. Keach formerly was 
vice-president and general manager 
of Quaker Rubber Corp., Phila- 
delphia. 


* * * 


DeSoto Names Seney 


Earl D. Seney has been named 
district manager for DeSoto in St. 
Paul. He formerly was district 
manager in Fargo, N. D. Replacing 
him in Fargo is John W. Fleck, 
who formerly was associated with 


the home office in Detroit. 
* * - 


Thompson Products Realigns 


Turbine and Pump Staff 


Thompson Products, Inc., has 
promoted five persons in a series 
of moves described by H. A. Shep- 
ard, manufacturing group vice- 
president, as designed to increased 
penetration of the turbine drive 
and commercial pump markets. 
Promoted were: 


Ed P. Riley, vice-president in 


charge of the accessories, turbine 
and commercial pump divisions. 
Pierce T. Angell, manager of the 
accessories division. John B. Gates, 
manager of the commercial pump 
division. William P. Bente, man- 
ager of the turbine drive division. 
Charles W. Ohly, vice-president of 
Michigan operations. 
* + + 
Wilkening Ups Harris 
Sidney J. Harris has been ad- 
vanced by Wilkening Mfg. Co., 
Philadelphia, to the post of assist- 
ant manager of the headquarters 
warehouse, packaging and _ ship- 
ping operation at Forty-second and 
Woodland Ave. Harris joined the 
Wilkening organization 16 years 
ago. ; 
* *~ * 


Chrysler Names Stoner 


Appointment of E. J. Stoner as 
comptroller of the Amplex division 
of Chrysler Corp. has been an- 
nounced by G. W. Trichel, exec- 


utive vice-president and general 
manager of Amplex. For the past 
year Stoner has served as factory 
auditor of the Chrysler Detroit 
tank plant. 


* * * 


Ford Names Simmons Aide 


To Central Region Sales Head 


G. O. Simmons has been appoint- 
ed executive assistant to G. P. 
Montagnet, assistant central re- 
gional sales manager for Ford di- 
vision here in Kansas City. 

Simmons joined Ford at Houston 
as a district sales representative in 
1936. Since 1952, he has been serv- 
ing as district manager for Ford 
division at Pittsburgh. 


McClanathan Replaces Newton 
In Ford’s Central Region 


Appointment of Joseph W. Mc- 
Clanathan as sales planning and 
analysis manager for Ford divi- 
sion’s central region has been 
announced by Ira B. Groves, re- 
gional manager. He succeeds J. 
W. Newton, who has been named 
assistant St. Louis district sales 
manager for Ford. 

McClanathan joined Ford’s in- 
dustrial relations staff at Detroit 





New Nash Dealer— 





tional car sales 
Schnackel to Head Sales 


Of Round Chain Division 
William C. Schnackel has been 
appointed general sales manager of 
the Round chain division of Re- 
public Steel Corp., 


according to | 


Norman W. Foy, sales vice - pres- | 


ident. 

A sales representative in Repub- 
lic’s New York office for the past 
seven years, Schnackel joined the 
concern’s metallugical department 
in Cleveland in 1942. He became an 
analyst in the commercial research 
division in 1947. 

+ * * 


Auto Equipment Elects 


Harp to Presidency 
R. A. Harp has been named 


Gil Ashcom (right) signs his Nash fran-| president and general manager of 
chise for Berkeley, Calif. With him is Paul; Auto Equipment & Service Co., 


W. Pursley, zone manager. Ashcom for- 
merly was a dealer in Alameda, Calif. 


in February, 1946. He later served 
with the finance and manufac- 
turing staffs, and was named a 
supervisor in Ford’s sales dis- 
tribution department in April, 
1950. Since July, 1952, he has been 


Inc., Philadelphia. 


Other officers elected are Willi- 
am J. McAnespey, production vice- 
president; Albert P. Costella, serv- 
ice vice-president; Theodore K. 
Harp, public relations vice - presi- 
dent; Anne D. Koller, treasurer, 
and J. A. McCuen III, secretary 
and sales manager. 









ROCHESTER CARBURETORS 


in the class of 


4-JET 


Under the hood of the sensational Cutlass... 
Oldsmobile’s experimental “‘dreamline”’ 
Sports coupe... is the most powerful 
“Rocket” engine ever built. To help deliver 


its flashing power, Oldsmobile chose the 
famous 4-Jet Rochester Carburetor— 
ready today, yet in the class of the Cutlass 
because it was engineered for tomorrow. 
Look for Rochester Carburetors on more 
and more of America’s leading cars! 


OLDSMOBILE Cicctlas 


with 250-hp advanced 
”” engine and 


9-to-1 compression ratio. 


... the famous 


ESTER CARBURETOR 










ROCHESTER PRODUCTS bpivision oF GENERAL MOTORS 


ROCHESTER, N. Y., U.S. A. 


ALSO MANUFACTURERS OF ROCHESTER CIGAR LIGHTERS AND GM STEEL TUBING 
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- by the Fulton Sylphon division 














BODY REPAIR UNIT—P-F Speed Midget, 
with EZ-E-On “No Thread" attachments, is 
said to perform major body or fender 
operations with a saving of 70 percent in 
hookup time over the screw-on type of 
equipment. Porter - Ferguson, automotive 
division of H. K. Porter, Inc., 50 Foley 
St., Somerville, Mass. 

* x + 


Galion Publishes Catalog 
On Bodies, Hydraulic Hoists 
Publication of a four-page cata- 
log describing Galion Allsteel Model 
12N-5 bodies and Model 800T, 880 
and 77353 hydraulic hoists has been 
announced by Galion Allsteel Body 
Co., Galion, O. 
Illustrations 


in the folder in- 


clude cutaway views, line drawings 
and action photos. Copies are from 
Galion distributors or direct from 
the company. 





SAFETY BELT —Sav-A-Life features an 
anchor floor bracket which can be in- 
stalled from inside the car by one person. 
Another feature is the Saf-T snap lock 
with a mechanism which makes it easier 
to get into or out of the belt, according 
16 Stebco Mfg. Co., 1401-17 W. Jackson 


- Blvd., Chicago 7, Ill. 


* * * 


Sunnen Data Available 


A catalog supplement, describing 
the new Sunnen cap and rod 
grinder and rod reconditioning 
mandrels, has been released by 
Sunnen Products Co., 7910 Man- 
chester, St. Louis, Mo. 


* * * 











na ntti no 


COST CALCULATOR—Quick Quoter is a 
slide-rule calculator designed to enable 


_ servicemen to give instant price quota- 
» tions on mufflers and tail pipes. The 115 


listings are said to cover more than 75 


| percent of the muffler market. Maremont 


- Automotive Products, inc., 1600 S. Ash- 
land St., Chicago, lil. 
* * ® 


: Brochure Gives Information 
On Thermostat Service 


A 12-page brochure on automo- 
tive thermostats has been issued 
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NEW PRODUCTS 


of Robertshaw - Fulton Controls 
Co. Box 400, Knoxville, Tenn. 
The booklet describes new 
thermostat models for pressur- 
ized cooling systems. Also in- 
included are hints on checks and 
installations. 








% 
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TUNEUP TESTER—Model TUT-3 is said 
to make a complete series of tests in 
less than 10 minutes. The four separate 
units mounted on the inclined head as- 
sembly contain large, easy-to-read meters, 
and the tester is designed for both six 
and 12-volt operation, according to Sun 
Electric Corp., 6323 Avondale Ave., Chi- 
cago 31, lil. 


* * + 


Fire Extinguishers 


A new four-page bulletin describ- 
ing the company’s line of hand-op- 
erated Redi-Grip fire extinguishers 
has been published by Stop Fire, 
Inc., 125 Ashland Place, Brooklyn 
1, N.Y. The firm recommends its 
extinguishers for oil, gasoline, paint 
and electrical fires. 





MUFFLER CATALOG—Lists mufflers, tail 
pipes, exhaust pipes and accessories for 
cars, trucks and tractors, including speci- 
fications for each make and model. Pratt 
Industries, Inc., 1600 S. Ashland, Chi- 
cago 8, lil. 


FLEXIBLE OIL LINES—A new 482-PB 
assortment of Fits-All lines is being mar- 
keted. Each metal braid line is packed in 
an individual carton with three universal 
adapter fittings. A single package thus 
contains most custom oil, grease, vacuum 
and filter lines. Lines included in the as- 
sortment are 10, 12, 14, 17, 27 and 24 
inches long. E. Edelmann & Co., 2332 
Logan Bivd., Chicago 47, Ill. 





| 





PORTABLE DISPLAY — Designed to at- 
tract customers to a used-car lot, this kit 
is made up of pipe sections which fit 
together to form trilon frames and arch 
gateways. The trilons stand 10 feet high 
and are held by steel stakes. The unit 
weighs about 600 pounds. Carter & Gal- 
antin, 710 W. Jackson, Chicago, Ill. 


* * ® 


PTO Drive for Trailers 


A new flexible power take-off 
drive for tractor trailers is des-~- 
cribed in Bulletin No. 542 issued 
by Stow Mfg. Co., 906 Shear St., 
Binghampton, N. Y. 





BAR SET—This travel and home bar in- 
cludes a steel cocktail shaker, four high- 
ball and four whiskey glasses, measuring 
cup, spoon, strainer and bottle opener. 
The interior is waterproof and has space 
for three one-quart bottles, says Contempo 
Luggage Co., 170 Fifth Ave., New York 
10, N. Y. 





SEAT GRINDER—Model SSG is driven 
by a one-third horsepower motor and has 
sufficient power to grind seats with diam- 
eters up to four inches, it is said. A 53- 
degree-angle drive permits work on in- 
the-chassis jobs.and other tight spots, ac- 
cording to Cedar Rapids Engineering Co., 
902 Seventeenth St., N. E., Cedar Rap- 
ids, la. 





OiL FOR 
said to yield savings 
longer operating time between overhauls, 


TRUCKS—Shell Rimula oil is 
in maintenance, 


lower oil consumption and less engine 
wear. Shell Oil Co., 50 W. Fiftieth St., 
New York 20, N. Y. 


Book Reports Cost Savings 


On Aluminum Truck Bodies 


A book describing extensive 
cost-saving experiences with alu- 
minum truck bodies has been 
published by Aluminum Co. of 
America, 


Case histories recorded in the 


book show, for example, how a 
brewery saved 50,000 gallons of 
gasoline a year by using a fleet 
of lightweight aluminum bodies. 
Copies of the book are available 
from Aluminum Co. of America, 
7134 Alcoa Bidg., Pittsburgh 19, 
Pa. 





LIFETIME BATTERY—The G. E. Lifetime 
Battery is guaranteed by the maker, 
which says it will provide a replacement 
if the battery fails to recoup after a com- 
plete, rapid discharge. Special features 
include an electrolyte called Silverlyte, 
which causes a silver-plating of the grids 
when the battery is in use, resulting in 
greater conductivity, according to General 
Electric Storage Battery Co., 12381 Wil- 
shire Bivd., Los Angeles 25, Calif. 


* * * 





DISTRIBUTOR TESTER — Standard Dis- 
tributor Tester has a large ring scale and 
a silent variable-speed drive powered by 
a one-fourth horsepower motor, says Sun 
Electric Corp., 6323 Avondale Ave., Chi- 
cago 31, Ill. 





VACUUM CLEANERS—Model WD-55 is 
for picking up a large volume of wet or 
dry material. Its capacity wet is 50 gal- 
lons; dry, 6% bushels. Model QD-10 is 
essentially a dry vacuum with a wet ca- 
pacity of 8% gallons. Clarke Sanding 
Machine Co., 30 E. Clay Ave., Muskegon, 
Mich. 





TAPPET FEELER GAUGE — Model 250 
features seven blades, .015 through .021 


inches, set in the handle at an angle 
to allow easier clearance over the mani- 
fold. The ‘unit is said to be particularly 
valuable for setting 1954 Ford and Mer- 
cury tappets and other V-type engines. 
Klopp Engineering, Inc., 35551 School- 
craft, Livonia, Mich. 








PAINT HEATER—This paint heating sys- 
tem, which utilizes hot water, is designed 
for large or small painting operations. 
Material to be sprayed is heated in a 
heat transfer unit near the spray station. 
Paint cannot be overheated, it is said. 
DeVilbiss Co., 300 Phillips Ave., Toledo 
1. O. 





SERVICE JACK—Model D-6800 has side 
frames of ‘-inch steel plate. It is 58 
inches long, has a 40-inch handle and 
weighs 218 pounds. A spring balanced 
handle operates through any position 
without “shifting gears." Auto Specialties 
Mfg. Co., Graves St., St. Joseph, Mich. 

* * * : 





WINDSHIELD PROTECTOR—This plastic 
unit is designed to keep snow, ice and 
frost off the windshield and is particularly 
suited for the panoramic windshields on 
General Motors cars. It is held in place by 
the car doors and is said not to tear or 
crack under extreme cold. Central States 
Paper & Bag Co., 5221 Natural Bridge, 
St. Louis, Mo. 





VALVE SPRINGS — A line of valve 
springs and locks has been added to 
Rich's line of replacement valves. Cover- 
age is very complete, especially in the 
heavy-duty industrial and truck lines, ac- 
cording to Rich Mfg. Corp., 96 N. Divi- 
sion, Battle Creek, Mich. 

a a 





FINISHING PROCESS—Dichromating i: 
a special finishing process used on Airtex 
fuel pumps to retard oxidation and cor 
rosion. The process also is said to prever 
chemical reactions between fuel additive 
and the metal of the fuel pump. Airte 
Products, Inc., Fourth & Main Streets, Fair- 
field, lil. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Cleveland 


A continued easing of sales has 
been noted in the Cleveland area 
witb buyers apparently awaiting 
new models. 

In the week ended Sept. 25, 
new-car sales totaled 1,147 and 
used-car transactions amounted 
to 1,461. New-truck turnover was 
89 and used-truck sales totaled 60. 

The figures, released by Leonard 
Fuerst, clerk of courts, were below 
sales of the corresponding period 
of last year, as well as below fig- 
ures of the previous week.—(San- 


ford Markey.) 
+ * e 


Salt Lake City 


A total of 316 new cars and 94 
new trucks were registered in Salt 
Lake County (Salt Lake City) in 
the two-week period ended Sept. 22. 

New-car registrations by make 
were: Ford, 88; Chevrolet, 66; 
Buick, 61; Oldsmobile, 23; Mer- 
eury, 20; Cadillac, 9; Pontiac, 9; 
Dodge, 8; Plymouth, 8; DeSoto, 
6; Studebaker, 5; Lincoln, 3; 
Willys, 3; Chrysler, 2; Hudson, 
2; Hillman, 1; Kaiser, 1, and 


New-truck registrations were: 
Chevrolet, 32; Ford, 25; GMC, 14; 
International, 14; Dodge, 5; White, 
3, and Willys, 1 

* 


Billings, Mont. 

New-car registrations during Au- 
gust in Yellowstone County (Bill- 
ings), Mont., totaled 238. 

Total for the first eight months 
was 1,842, compared with 1,935 
for the same period of 1953. 

August registrations by make 
were: Ford, 67; Chevrolet, 40; Olds- 
mobile, 28; Buick, 21; Plymouth, 16; 
Pontiac, 12; Studebaker, 12; Dodge, 
8; Mercury, 8; Lincoln, 6; Cadillac, 
5; Nash, 4; Packard, 4; Hudson, 3; 
Willys, 2; Chrysler, 1, and Kaiser, 1. 

* * * 


Montreal 


Pending the arrival of new mod- 
els, Montreal dealers report that 
sales have held up fairly well. 

Because of cut prices and over- 


Set for Australia 


MELBOURNE, Australia.—An ex- 
hibition of automotive parts, acces- 
sories and equipment will be held 
in Melbourne, from May 26 to June 
4, 1955. 

The exhibition will be sponsored 
by the Automotive Products Man- 
ufacturers’ Assn. | 

Overseas buyers and visitors have 
been urged to contact APMA at 82 
Toorak _Rd., Melbourne. 





Freed A»points Sopp Head 


of NAD 4’s Los Angeles Area 


Charles C. Freed. president of 
NADA, has announced the appoint- 
ment of Kenneth Sopp, vice-presi- 
fent of Maurice J. Sopp & Son 
(evro'ct). Tos Angeles. as Los 


Anzeles County area chairman for 
WATS 
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100 Peet of 48-12” x 18” Pennants 

All-Weether Durafilm $4.00 

Meaney retunded if not satisfied. 
MYRLO COMPANY 


















f 


2168 W. 25th, Cleveland 13, Ohie, dept. N 
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allowances, however, profits in Sep- 
tember were reduced considerably, 
they said. Generally, dealers report 
inventories substantially reduced. 

Used-car dealers report sales 
much harder to make and, for 
the first time in years, individual 
cars on the lots carry price tags. 

Dealers say that the 1954 model 
year just ending has been fair for 
volume, but low for profit. The 
consensus is that ’55s will be just 
as tough to sell as 54s, although 
prices may improve.—(Jules Laro- 
chelle.) 

* * * 
Manhattan, Kans. 

New-car sales slackened slightly 
in September in Riley County 
(Manhattan), Kans., according to 
registrations released by the county 
treasurer. 

Eighty-six new units were sold 
in September, compared with 91 in 
August and 104 in July. Used-car 





sales held about steady.. There were 
339 units sold in September, against 
334 in August and 336 in July. 
New-truck sales also slumped 
in September. Eight new units 
were sold, compared with 12 in 
August and 13 in July. Used-truck 
sales amounted to 15, compared 
with 20 in August and 41 in July. 

September new-car sales by make 
were: Ford, 22; Chevrolet, 19; Pon- 
tiac, 12; Oldsmobile, 8; Plymouth, 
8; Buick, 6; Chrysler, 2; Dodge, 2; 
Nash, 2; Cadillac, 1; DeSoto, 1; 
Mercury, 1; Studebaker, 1, and 
Willys, 1. 

New-truck sales were: Ford, 6; 
GMC, 1, and International, 1.— 
(George M. Hunholz.) 

* * * 


Ottawa 


New-car sales during September 
in Ottawa proved surprisingly good 
for some dealers in the face of 
keener competition. 

“It was our best September yet 


and our new-car sales rose about 
40 percent over last September,” 
said one dealer, who added that 
hard selling did the trick. 

While some dealers reported sales 
down, they were not unhappy. One 
said sales were lower because deal- 
ers had not resorted to “suicide” 
sales policies.—(M. L. Schwartz.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area increased for the 
third consecutive week, according 
to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

Business in general also in- 
creased, according to the bureau, 
which reported that its index of 
business activity rose to 150.6 
percent of the 1935-39 average. 
It had been 142.5 a month earlier 
and 137.6 in the same week of 
duly. 

Steel mills operated at 67 percent 
of practical capacity, highest figure 
reported since the Labor Day holi- 
day.—(Leon M. Leffingwell.) 

* * 7 


Sioux City, Ia. 


New-car sales for September in 
the Sioux City area totaled 233, a 


decrease of nearly 10 percent from 
the August total of 258. 

New-truck sales, however, gained 
25 percent over the previous month 
to total 40. 

New-car sales by make were: 
Chevrolet, 77; Ford, 66; Plym- 
outh, 19; Pontiac, 15; Buick, 12; 
Dodge, 11; Oldsmobile, 7; Mer- 
cury, 5; Nash, 4; Cadillac, 3; 
Chrysler, 3; DeSoto, 3; Hudson, 
2; Kaiser, 2; Willys, 2; Lincoln, 
1, and Studebaker, 1. 

New-truck sales by make were: 
Chevrolet, 19; Ford, 12; Interna- 
tional, 4; Dodge, 3, and GMC, 2. 

+ * * 


Atlanta 


Registrations in Atlanta in the 
first 10 days of September totaled 
910 new cars and 112 trucks. 

The breakdown by makes is as 
follows: 

CARS—Chevrolet, 343; Ford, 226; 
Buick, 91; Oldsmobiles, 50; Pontiac, 
45; Mercury, 44; Plymouth, 36; 
Nash, 17; Cadillac, 15; Lincoln, 10; 
Dodge, 9; Studebaker, 9; DeSoto, 6; 
— 4; Chrysler, 3, ‘and Willys, 


* wRUCKS — Chevrolet, 35; Ford, 
28; International, 18; GMC, 17; 
Dodge, 5; Mack, 3; White, 3, and 
miscellaneous, 3.—(E. C. Bash.) 


THRIFTY NEW CAR TERMS 
HELP USED CAR SALES 100! 


When “easy terms” for new cars attract prospects with 
E used car incomes, then car selling is out of balance.. 














Immediately, down goes the market for better used cars! 


Those customers pay too much and too long for new 
cars they cannot afford... 


es 


And so, down go good will and repeat sales too! 


New and used car values were never better than today. 


AZ, 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers: 


CHEVROLET * PONTIAC * OLDSMOBILE 
BUICK * CADILLAC 


But it pays to sell new cars to new car incomes and used cars 
to used car incomes. Sell the right car to the right prospect, 
on the thriftiest terms you can arrange. 


When you use the GMAC Thrift-Guard Plan, your 
customers receive the greatest financing value at low cost. 
They get a full money’s worth from their car purchases. 
And they pay on thrifty, comfortable terms they can afford. 


i You gain too: (1) Control of the whole transaction. 
(2) Gross from time contracts. (3) Extra business from 
satisfied customers. (4) Repeat sales from GMAC service. 








i 








Average Used-Car Prices 


(Compiled by Automotive News) 









%-ton pickup, $205. °47 Deluxe (8) 4- 

dr., $165, $160. '46 Deluxe (8) 4-dr., 
ucti rpest break since last November. $385. '46 Special Deluxe 2-dr., $105. 
a See coe She easpent ag PONTIAC—'50 Chieftain (6) 2-dr., $530. 
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$165. 
HUDSON—’52 Hornet 4-dr., $550. 
The top end of the market—’54s, '53s, '52s and ’51s—teok most of | ~ +47 Torpedo (8) 2-dr., $210. 
mt. Losses were especially sharp on current models, | STUDEBAKER—'51 Champion 4-dr., 


FORD—’54 \%-ton pickup, $1,100. '53 Cus- 
tom (8) 4-dr., $1,260. '51 Custom (8) 
® 2 
Used-Car Auction Prices 
MERCURY—’40 Custom -_ a EF. 
OLDSMOBILE -- ‘51 (98) 4-dr., ° 
Market Trend $705*. °48 (98) 4-dr., $275*. 

$345*; %-ton pickup, $220. 

which fell $281. WILLYS—’53 Aero 2-dr., $575. '49 Jeep- 


2-dr., $635, $540, $515; %-ton panel, 

$270. ‘49 Custom (8) 4-dr., $340, $190; 

PLYMOUTH—.'51 Cranbrook 2-dr., $500, 

The overall average price of used cars sold last week at wholesale $390, $345. 50 Special Deluxe 4-dr., 
Other losses were: '53s, down $59; '52s, down $27; ’51s, down $25; ster, $240. '47 station wagon, $265. 

50s, down $10, and °49s, down $2. Each loss was great enough to | MISCELLANEOUS—’53 GMC %-ton pick- 











result reco pec up, $695. ’51 Henry J 2-dr., $110. '48 
in a rd low for the res; tive ray the ind - International ™%-ton pickup, $155. 
In a strong reaction, oldest models carried on the index made un- 
usually large advances. A total of $43 was tacked to the average MINNEAPOLIS (The above figures are averages of used-car auction prices, all makes 
price of ’47s, and ’488 went up $41. (Minneapolis Auto Auction. Sales every and models, carried regularly in Automotive News.) 
The ratio of sales declined to 70 percent last week from 75 percent So Prices are for sale of Sept. 
epgisrt A ee eran aeons — = 5 (Sharpies holding up with no short- (ps). '51 Windsor 4-dr., $745*. '49 Wind- | MEROURY — ‘51 Custom 4-dr., §760°. 
figures established in the closing weeks of last mon aco of “below average” autes. Seven SS tae. ae”, "te Cae San eee 
Prices marked with an * indicate a unit equipped with an automatic ao = a Sold 59 cars popar—'s2 Meadowbrook, dar. $705*. .— 4-dr., §410°. 
: . ; eadowbreok 4-dr., : - | NASH—'50 Super 4-dr., $430°. 
/ transmission or overdrive, and (ps) indicates power steering. SUROR-—s0 Guper é-ér.. $1,010°. ‘52| tom aan gunD*. _—-s = _ < we a 
; , Super 4-dr., $1,060*. ‘51 Super 4-dr.,| FORD—’'54 Main (8) Ranch Wagon, $1,- a 1LE— ) 4-dr., $1,710 
'51 SL Deluxe 2-dr., $635. '50 SL De- a b 1,530°: 2-dr. 52 (88) 4-dr., $1,105*. '51 (98) 4-dr 
N. LITTLE ROCK, ARK. luxe 2-dr., $540; 4-dr., $495, $465; %- $690. 705*; To fen a3 fom (3) vie. $850°. 
(Arkansas Auto Auction. Sale every| ton pickup, $300. ‘49 SL Deluxe 2-dr.,|CADILLAC—'51 (62) 4-dr., $1,460°. "49 — gus ‘Custom (8) 4-dr., $1,-|PACKARD—'52 Custom 4-dr., $1,005*. 
Tuesday. Prices are for sale of Sept. 28.) $365, $300; %-ton pickup, $310. "48 FM (62) 4-dr., $1,005*, $940*. 210°" §$1/180.'’52 Crest. (8) Victoria, | PLYMOUTH — '54 Savoy 4-ar.,. $1,505° 


Sales sligh cars 2-dr., $270. '47 %-ton pickup, $250. '46 | CHEVROLET — '54 (210) 2-dr., $1,370, * (8) 2-dr., $900. '51 Cus.| ‘53 Cranbrook 2-dr., $870. 52 Cren 
( off tly. Sold 55 out | SM 4-dr., $225. '41 Deluxe 4-dr., $175. |~°s1 350, °53 (210) 4-dr., $1,070, 3 at nae; ae OS a0 e Msg | brook 2-dr., §700. 50 Deluxe 4-dr-. 


ie ses gen DeSOTO—'52 Fire Dome (8) 4-dr., $875*.| $1,050. ’52 SL Deluxe 4-dr., $760. '51| fejuxe (6) 4-dr., $440*, $410°. "49 De- | _ $490, $405. 


eee a Rae con. eee Sper | "48 Custom 4-dr., $116. SL Deluxe 2-dr., $690°. °50'SL Deluxe] juxe (6). t-ar.,, $360", $300°, $305. "46|PONTIAC—'s8 Chieftain (8) 4dr, $1. 
GADIELAG 52° (62) Arar, $2,125". DODGE—'50 Coronet 2-dr., $235; %-ton| 4-dr., $510. "49 SL Deluxe 2-dr., $425./ Deluxe (6) adr, S100. gatos, gaeoe,| Sliver Streak (8) 4dr, $176" °50. Sil. 
: OCHEVROLET—’52 SL Deluxe 4-dr., $780. pickup, $200. cS sa haat CHRYSLER—’53 Windsor 4-dr., $1,270* | KAISER—’51 Custom 4-dr., ° . ver Streak (8) 2-dr., : ts aoe, 








Streak (8) 4-dr., 2 at $440*, $405*. '46 
Torpedo (8) 4-dr., $100. 


YS—’48 station wagon, $275*. 
(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Sept. 24.) 
(Prices holding steady and market 
good for ’50s through ’52s. Sold 83 cars 
out of 138 offerings.) 
BUICK—’54 Century Riviera 2-dr., $2,650*; 


Special 4-dr., $1,840*. '52 Special 2-dr., 
$1,225. ’°50 Super Riviera 2-dr., $805*. 
on Super sedanet, $300. '46 Super 4-dr.. 
160. 

CADILLAC—’54 (62) coupe deVille, $4,970* 
(ps); 4-dr., $4,350* (ps). ’53 (62) conv., 
$3,110* (ps); 4-dr., $3,035* (ps). °50 
(61) 4-dr., $1,380*. '47 (62) 4-dr., $470. 

CHEVROLET—'54 Corvette conv., $2,550*; 
Bel Air Sport coupe, $1,975*, $1,825; 4- 
dr., 2 at $1,825*, $1,700, $1,680, $1,675, 
$1,645; 2-dr., $1,800*, $1,610; (210) 2- 
dr., $1,600, $1,550, $1,500; 4-dr., $1,550; 
%-ton pickup, $1,270. '53 (210) Handy- 
man, $1,450: 4-dr., $1,285. '52 8L De- 
luxe 2-dr., $715*. '51 SL Deluxe station 
wagon, $775; FL Deluxe 2-dr., $500*. 
‘49 FL Deluxe 4-dr., $435. 

DODGE—’52 %-ton pickup, $775. 51 Way- 
farer 4-dr., $480*. °49 Wayfarer 2-dr., 
$300. 

FORD — '54 Crest (8) Country sedan, 
$2,400; Victoria, $2,190* (ps), $2,060, 
$2,000; Main (8) Ranch Wagon, $2,215, 
$2,175*; Custom (8) 4-dr., $1,970*. 
$1,900, $1,705; 1-ton pickup, $1,685*; %- 
ton pickup, $1,355. $1,225. ’52 Crest (8) 
Victoria, $1,285, $1,120. ’51 Custom (8) 
2-dr., $825, $625; Deluxe (6) 2-dr., $390. 
‘50 Custom (6) club coupe, $380. 

HUDSON—’47 Sirper (8) 4-dr., $100. 

KAISER—’52 2-dr.. $760*. ’51 4-dr., $410. 

NASH—’52 Rambler Country club, $685. 

OLDSMOBILE—’54 (98) Holiday, $3,300* 
(ps); (88) Super Holiday, $3,050* (ps). 
$2.900* (ps); 4-r., $2,875. '53 (98) 4- 

| dr., $1,620°, $1,585°. 

PLYMOUTH—’54 Belvedere 4-dr., $1,575 
| °51 Concord suburban, $925. 

| PONTIAC — '54 Star Chief (8) 4-dr.. 

| $2,200*. °53 Chieftan (8) Catalina. 

| $1,715*. °51 Silver Streak (8) 4-dr.. 
| $800*; club coupe, $690. '50 Silver Streak 
| (8) 2-dr., $430*. 

| WELLYS—’54 (6) station wagon, $2,210. 
2 at $2,200. '52 station wagon, $650. '47 
Jeepster, $295. 


ALBANY 

(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Sept. 27.) 

(Today’s auction showed a light run of 
autos, helping to save a further drop in 
prices. The auction started out rather 
well and prices held until we hit the 
later models. °52s, °53s and ’54s were 
hard to sell and sagged in price; in most 
cases as much as $100 a unit. Many ’54s 
sold much less than dealer’s invoice. 

Sold 111 cars out of 144 offerings.) 

BUICK—’51 Super 2-dr., $1,120*; RM 
conv.. $630*. '50 Special 4-dr., $700*. °49 
RM 2-dr., $310*. 

CADILLAC—’54 (62) coupe, $4,160* (ps): 
4-dr., $4,150* (ps), $3,985* (ps). ’51 (62) 
4-dr., $1,655*. '50 (61) coupe, $1,295". 
"46 (60) Special 4-dr., $220*. 

CHEVROLET—’54 Bel Air 4-dr., $1,700*; 
2-dr., $1,530; (150) 2-dr., $1,380. °53 
Bel Air conv., $1.550*; (210) 4-dr., $1,- 
200, $1,060. ’52 SL Deluxe Bel Air, $960*. 
‘51 FL Deluxe 2-dr., $670; SL Deluxe 

| 4-dr., $660; SL Special 4-dr., $500, $450. 

‘50 SL Deluxe 2-dr., $550*; conv., $470*; 

4-dr., $425; FL Deluxe 2-dr., $535*, 2 at 

$490; SL Special 2-dr., $460. '49 FL De- 
luxe 2-dr., $470; 4-dr., $430; FL Special 
4-dr., $420, $300; SL Deluxe 2-dr., $320: 

conv., $320. ’°48 FM club coupe, $275. '47 

FL club coupe, $210; SM 2-dr., $260, 

$210. '46 FL Aerosedan, $190; SM 4-dr 
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$150. 
OHRYSLER—'49 Windsor 4-dr., $440°. 
Since 1910, McQuay-Norris DeSOTO—'54 Fire Dome (8) 4-dr., $2,010*: 


Powermaster 4-dr., $1,940*. 
\ DODGE—’53 Meadowbrook station meee 
i i $1,200; Coronet Diplomat, $1,050. 5° 
has played e leading 1 D Coronet club coupe, $720*. '49 Corone! 
field Th cn k d club coupe, $510; Wayfarer 2-dr., e 
iston i FORD — '54 Custom (8) 2-dr., $1,630 
the p ring + i Sera $1,460; Main (8) 2-dr., $1,540; Main (6 
43 , 4-dr., $1,485. °53 Crest re tee. 
tha rience is $1,305. '52 Custom (8) 2-dr., 2 at ) 
of more " years cape . ‘51 Custom (8) Victoria, $650; 4-dr 
$710, $590*; 2-dr., $660*; ae 
available ufacturers who req ire ineerin 2-dr., $540, $490; Deluxe (6) 2-dr., 
i toman - eng 9 "50 Custom (8) 2-dr., $600*; ar 
wagon, $500; Custom (6) 4-dr., $490. ‘4° 
production skills of the highest standard. Custom (8) 2-dr., $380*, $375%, $25 
and , ig $270; station wagon, $330, '48 Super D«- 
luxe (8) 2-dr., $260. '46 Super Delu»< 
(8) 2-dr., $120. '42 (4) Army Jeep, $27 
LINCOLN—’49 4-dr., $175*. 
MERCURY—’51 Sport coupe, $410°; 4-dr. ‘ 


MCQUAY-NORRIS MFG. CO. + ST. LOUIS 10, MO. #720; Dds. $888 "60 tar 00. : 
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Dealers Tell Me 





‘Continued from Page 3) 


make us earn your confidence 
first, and we'll take our chances 
on the patronage. 


FACILITIES FOR SERVICE 
The largest Buick Dealer in 
the Carolinas! (and not just by 
accident.) The largest stock of 
genuine Buick parts, the most 
modern equipment, the largest 
service area devoted to only the 
one product, Buick. A liberal dis- 
play of models and colors in new 
Buicks to aid you in selection 
and prompt delivery. 


TRAINED PERSONNEL 

Buick factory-trained key men 
in all departments. Good men, 
interested in their work, our cus- 
tomers and the product they 
service. Polite, honest and truth- 
ful. Salesmen and mechanics who 
assist you in getting the maxi- 
mum of service and satisfaction 
in the operation of your auto- 
mobile. 


PROPER PREPARATION 

Scientific pre-delivery service, 
adjustment and testing by ex- 
perts is given all new cars. This 
is so important in the life, up- 
keep cost and satisfactory oper- 
ation of your car over the long 
period of its potential use. With- 
out this service, carefully per- 
formed, serious damage can oc- 
cur in early mileage. 


EXPERIENCE 

Our most important men have 
long years of factory training 
and practice in their particular 
specialties; several, more than a 
quarter century. 

Mr. Lee Folger has been con- 
tinuously engaged in the auto- | 
mobile business longer than any | 
individual in North Carolina. 
(Since January, 1908, interrupted 
only by leaves of absence for 
duty in our Armed Froces, World 
Wars I and II). 


HONEST DEALING 


In all transactions, whether 
new cars, used cars, parts or 
Service, Buick’s good name | 
means more in Charlotte than 
most places you go. The dealer’s 
honest intent and conscientious 
interest in the product means 
much more than you oftentimes 
think: In many instances more 
than the factory guarantee. We | 
don’t “hit and run,” “wheel and 
deal,” “bootleg” or “black mar- 
ket.” The “Golden Rule” is the | 
only true standard. 


LARGE, AMPLE INVESTMENT 


To protect and properly serve 
our owners and those we hope 
to deal with according to the 
high standards they deserve. Our 
net worth and current liabilities 
run into hundreds of thousands 
of dollars, not for our own vain 
Satisfaction, but for the protec- 
tion of our valued customers. 


FACILITIES 

We carry large and essential 
stocks of new cars, Buick parts 
and accessories, assorted quality | 
used cars, new-car demonstra- | 
tors, with complete and modern | 
shop equipment. We have a large 
liability in good, sound, deferred 
payment paper, and provide cap- 
ital for open monthly accounts 
of qualified customers, for their 
convenience. 


BUILDING LAYOUT 
Our location is convenient, our 
building is the largest and most 





Early Business Censuses 


Asked by U. S. Chamber 


WASHINGTON. — The U. S. 
Chamber of Commerce has urged 
Congress to provide for national 
censuses of manufacturing, mineral 
industries, and distribution and 
service trades at the earliest pos- 
sible time. 

“Economic intelligence was never | 
more essential to a_ successful 
functioning ef a competitive pri- 
vate enterprise than today,” the 
chamber told a House Postoffice 
subcommittee. 

Congress has authorized such 
censuses for 1954, but failed to ap- 
propriate funds. 


modern in Charlotte. One of the 
finest-in the South. Display room, 
service department and parking 
space total 75,000 square feet ... 
In addition, our used car lot 
covers one and one-fifth acres. 


BETTER USED CARS 

They come from better than 
average owners, who give their 
cars better than average care. 
This enables us to offer our used- 
car customers better values after 
proper conditioning, and are 
guaranteed to be as represented. 
Our used-cars lot is conveniently 
located (South College at Vance 
Street), has modern display fa- 
cilities, plenty of drive-in space 
and courteous attendants. 


INEVITABLE 
On the Policy and Principles 
of honest intent, together with 
our large investment, hard work 
and unexcelled Buick products, 
our personnel and plant facilities 


are subject to progressive growth 
| and essential improvements. We | 
invite you to keep pace with our 
progress through frequent visits 
and inspections. Courteous recep- 
tion awaits you. 


IDENTIFICATION 

Our firm is favorably known 
in the automobile circles, especi- 
ally among the reputable Buick 
dealers, south of the Ohio River 
and east of the Mississippi. This 
symbol serves as an identifica- 
tion and pleasant introduction to 
them. It is placed on every new 
car sold by us, but cannot be | 
| bought. It commands respect and 
| attention wherever your car 

may go. 








* * * 


Well Thought Out 


— texts all appeared in the 
same layout, two column by five | 
inches in size. The words, Folger’s, 
Charlotte, in a reverse zine | 
— in the upper left hand cor-| 
|ner were balanced in the lower) 
| right corner with a reversed com- 
pany signature, bound together by 
|a heavy rule border that circles the 
| emblem and leaves plenty of white 

space. 
When you read the text, you | 





Conn. Car Population 
Tops Housing Units 

HARTFORD, Conn.—Charies F. 
Kelley, State motor vehicles com- 
missioner, has reported that Con- 
necticut has more vehicles than 
housing units and that approxi- 
mately two out of every three 
driver-age residents have driving 
licenses. 

Connecticut has a population of 
2,222,000, of whom some 1,600,000 
are over the minimum driving 
age of 16 years. This year the 
Motor Vehicle Department ex- 
pects to issue about a million 


| driving licenses. The State has 
900,000 registered vehicles against 


700,000 dwelling units. 





gather how carefully he has 
thought out his story and how it 
can’t help but make the public 
think there is a difference in 
dealers—that it does make a dif- 
ference to the customer where he 
buys his car and that there are 
some dealers who add_a plus- 
value to every car they sell. The 
series is not copyrighted, and 





every dealer is welcome to help 


| himself to the ideas. 


Folger had these ads put up in 


/booklet form for the purpose of 


sending a copy to all the leading 
citizens in the community, regard- 
less of the car they drive so that 
they can be familiar with his oper- 
ation and speak a good word for it. 
The salesmen also use the booklet 
as a prospect introductory and, if 
the prospect requests it, a copy is 
left. The letter to influential citi- 
zens was included with the booklet 
and read as follows: 

Dear Mr. Jones: 

We enclose a booklet of proofs. 
of a series of ads currently ap- 
pearing in the Charlotte Observer 
opposite the editorial page, on 
each Tuesday and Saturday, 
from Aug. 7 through Sept. 25. 

You have probably observed a 
wide variation in the policies and 
practices of different automobile 
dealers, as well as merchants in 
other lines. 

It took a lot longer to lay the 
foundation for the statements we 
make, and to bring them into 
being, than it did to jot them 
down, as here presented. 

Signed 


NOW! DEALERS WITH 1070 24 
EMPLOYEES CAN HAVE 


“BIG COMPANY” BENEFITS! 





Designed expressly for the growing enterprise not 
yet large enough to carry our regular Group Insur- 
ance, New York Life’s new Plan has been an imme- 
diate success. In your business, employers with less 
than 25 employees (minimum for Group Insurance) 
have been tremendously enthusiastic about all the 
benefits it makes possible. Even with as few as 10 
people, such firms can now—through the Employee 
Protection Plan—assure the security and freedom 
from worry that big corporations find so important 
today in hiring and retaining efficient personnel. 


The new Plan offers a combination of coverages 
in varying amounts and is so flexible it can be 
tailored to the exact needs of your organization— 
your employees, their dependents and yourself. It is 
low in cost, easy to install, easy to administer. It can 
pay for itself in reduced employee turnover alone! 
And with Christmas coming, what more sincere 


cpl 


NEW YORK LIFE 


INSURANCE COMPANY 


The New York Life Agent In Your Community Is o Good Man To Know 


New “EMPLOYEE PROTECTION PLAN” 
hy New York Life offers low-cost 

life insurance, weekly income disability 
and liberal hospitalization 

henefits for your employees. 


expression of good will could you present to your 
employees than an Employee Protection Plan— 
security for the years to come? 


So if you run an operation employing fewer than 
25 people, why not join other leaders in your field 
and install an Employee Protection Plan? Ask your 
New York Life agent today—or. mail the coupon 
below for our brand-new, informative booklet. 


SEND FOR NEW, FREE BOOKLET! 


Protection Plans. 





Offered for the first time—absolutely without 
charge or obligation! “Getting Down to Cases”’ is 
an attractive and interesting booklet containing 
actual case histories of how leaders in your business 
and other fields have benefited from their Employee 


New York Life Insurance Company, Dept. AN 
51 Madison Avenue, New York 10, N. Y. 


Please send me, without charge, your new booklet entitied “Getting 
Down to Cases.” | understand that | am under no obligation. 
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NASH—’52 Rambler station wagon, $850. 


"50 Super 4-dr., $370*. 

OLDSMOBILE—’51 (88) 4-dr., $880*. °50 
(88) club coupe, $580*. '49 (88) 4-dr., 
$440*. °48 (76) club coupe, $190°. '47 
(76) 2-dr., $160*. 


PACKARD—’50 coupe, $260* 

PLYMOUTH—’'51 Cranbrook 4-dr., 
’50 Deluxe 4-dr., $430; 2-dr., $420. 

PONTIAC—’54 Star Chief (8) club coupe, 
$2,205*; Chieftan (8) 2-dr., $1,925°. ‘51 
Silver Streak (8) 4-dr., $1,010*; conv., 
$860; 2-dr., $750*. '50 Silver Streak (8) 
2-dr., $650°; 4-dr., $525. ‘49 Silver 
Streak (8) 4-dr., $530; 2-dr., $390. '48 
Torpedo (8) conv., $270*. '47 Torpedo 


(8) coupe, $180. 
’54 Champion 


$455. 










‘every veiailaling system 


The replacement exhaust hose made for extra 
PeRObity -— even under the most rugged usel 


YIELDS 


under 
pressure 
regains 
shape 
instantly! 





CAR -MON PRODUCTS CO 
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4554 BROADWAY, CHICAGO 40 


STUDEBAKER — 4-dr., 

$1,375*. °51 Champion 4-dr., $480°; 
coupe, $420*. ’'50 Champion 2-dr., $260. 
*49 Commander 2-dr., $125. '47 Cham- 
pion 2-dr., $200. 

MISCELLANEOUS—’ 52 Austin conv., $480. 

RICHMOND, VA. 
(Ryan Auto Auction, Inc. Sale every 

Wednesday. Prices are for sale of Sept. 29.) 
(Heavy demand for clean cars, with 
rough stuff off. Clean prewars bringing 
® premium, Sold 39 cars out of 50 offer- 
ings.) 

BUICK—’53 Super 2-dr., $1,400*°. '51 Spe- 
cial 4-dr., $785. °49 Super conv., $380°, 
$280*. °48 Super 2-dr., 

CADILLAC—’51 (62) 4-dr., , ae 
(60) Special 4-dr., $960*. '47 (62) conv., 
$225°. 

CHEVROLET—'54 Bel Air 4-dr., $1,840*. 
’53 Bel Air 2-dr., $1,225. °51 SL Deluxe 
4-dr., $660°. '50 SL Deluxe 4-dr., $700°. 
°49 SL Deluxe club coupe, $475. 48 SM 
Business coupe, $220. 

DeSOTO—’51 Custom 2-dr., $600*. 

DODGE—’53 Coronet Dipiomat, $1,075*. 
"52 Coronet 4-dr., $635. 

FORD—’ 52 Custom (8) 4-dr., $1,040. ’49 
Custom (8) 2-dr., $375, $255; Deluxe 
(8) 4-dr., $425, $375. ’47 Deluxe (8) 2- 
dr., $195. '46 Super Deluxe (8) coupe, 
$175; 2-dr., $170. '41 Super 2-dr., $145. 
°40 Deluxe 2-dr., $475, $400 

HUDSON—’54 Super Jet 4-dr., $1,250*. 

KAISER—’52 4-dr., $440. 

LINCOLN—’49 Cosmopolitan 4-dr., $140. 

MERCURY—'49 conv., $325; 2-dr., $275. 

NASH—’50 Ambassador 4-dr., $100. 

OLDSMOBILE — '54 (98) 4-dr., $2,560* 
(ps). ’47 (98) 4-dr., $100. 

PONTIAC—’54 Chieftain (8) 4- oe $1,500*. 
’47 Torpedo (8) conv., $170. 

STUDEBAKER — ‘50 ‘Champion sedan, 
$325°. 

N. PLAINFIELD, N. J. 
(Lebanon Auto Auction. Sale a lo 
nesday. Prices are for sale of Sept. ) 
IF YOU'RE WONDERING ... (Prices steady on select stock; off on 


“HOW YOU CAN SELL MORE AUTOMOBILES?” || tier," with hen percentage” of entries 


today, with high percentage of entries 
sold, Sold 76 cars out of 114 offerings.) 
BUICK—’53 Special sedan, $1,510. °50 Su- 
per sedan, $580*, $550°*, $525*; Special 
sedan, $415. *49 RM sedan, $265*. 
CADILLAC—’54 (62) coupe deVille, $4,- 


Let BILL BRAASCH, Dean of Automotive Sales 
Trainers, show you HOW in his 
Amazing Manuals on 


AUTOMOTIVE 
SALESMANSHIP 


Over 50,000 salesmen successfully trained 
W. K. BRAASCH with these Guaranteed Field-Tested manuals 


No. 1—The Eight Automotive Success Fundamentals. 
No. 2—The Automotive Selling Process. $2.00 POSTPAID 


No. 3—Eighty Ways to Find New Prospects 
SAVE $2.00! 


No. 4—Personality—the Key to Leadership. 

No. 5—The Technique of Used Car Salesmanship 

No. 6—Developing and Testing Your Sales Talk. Order All Six for $10.00 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 


"48 





"48 
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475* (ps). ’52 (62) sedan, $2,370* (ps). 
"50 (62) conv., $1,560°. '49 (60) Special 
sedan, $775*. '48 (62) sedan, $520*. 

CHEVROLET — '54 (210) station wagon, 
$1,565. °53 (210) sedan, $1,110. '52 SL 
Deluxe sedan, $900*, $850*. 51 SL De- 
luxe sedan, $700*. 50 SL Deluxe sedan, 
$640, $620; SL Special sedan, $470. ’49 
SL Deluxe sedan, $440; conv., $380. 

CHRYSLER — ’51 Windsor sedan, $820*. 
*48 NY conv., $240. 

DeSOTO — '51 Custom sedan, $500*. 
Custom sedan, $250. 

DODGE—’50 Coronet sedan, $450. °48 Cus- 
tom sedan, $275. 

FORD—’54 Crest (8) Sunliner conv., $1,- 
670; Victoria, 2 at $1,650*; Custom (8) 
sedan, $1,630*. ‘53 Crest (8) Country 
Squire, $1,610; Custom (8) sedan, $1,- 
150. 52 Custom (8) sedan, $970, $950. 
"51 Custom (8) Victoria, $725*; sedan, 
$625. °50 Deluxe (8) sedan, $550, $510. 
"49 Custom (8) sedan, $365. °48 Deluxe 
(6) sedan, $175. 

HUDSON—’49 Commodore sedan, $175. 
Commodore sedan, $100. 

KAISER—’52 Virginian sedan, $560°*. 
Special sedan, $250. 

MERCURY—’51 sedan, $750*, $675*, $630°. 

NASH—’50 sedan, $390, $320. 

OLDSMOBILE—’54 (98) Holiday, $3,250* 
(ps). "51 (88) sedan, $920. '49 (88) se- 
dan, $400*, $360*, $325°. 

PLYMOUTH—’53 Cambridge sedan, $940, 
$900. ‘51 Cranbrook Belvedere, $750; 
Cambridge sedan, $500. 50 Deluxe sub- 
urban, $510. °49 Special Deluxe sedan, 
$370. 

PONTIAC—’52 Chieftain (8) sedan, $1,- 
110*. 50 Silver Streak (8) sedan, $680°. 
°49 Silver Streak (8) station wagon, 
$390. °48 Torpedo (8) sedan, $290, $210; 
conv., $275. 

STUDEBAKER—’50 Champion sedan, $310, 
$300, $225. '48 Champion sedan, $180. 
jUs—’48 Austin sedan, $160. 


$13.50 
D & M TRUCK TOP Co. 


12186 Petoskey, Detroit 4, Michigan 
Manvtacturers of Stake and Pick-Up Tops 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Sept. 24.) 
(Sold 182 cars out of 228 offerings.) 
BUICK—’54 RM 4-dr., $2,550* (ps); Super 
Riviera, $2,550°, $2,450°; Special conv., 
$2,550*. °53 Super Riviera, $1,780* (ps); 
4-dr., $1,650*°. °52 RM 4-dr., $1,100* 
a. ’50 Special 2-dr., $725, $700; 4-dr., 
CADILLAO—’53 (62) conv., $2,975* (ps). 
F a ca —_. $2,300* ; "4-dr., $2,090°. 
‘ "51 (62) 4-dr., $1,450*, $1,400°. "50 (62) 
SEAMLESS or WELDED 4-dr., $1,390*, $1,300°. °48 (62) 4-dr., 


ahaha hahha CHEVROLET—'54 Corvette conv., $2,260; 

AIRCRAFT Bel Air 4-dr., $1,800*, $1,720* (ps), $1,- 
655; 2-dr., $1,775°*, $1,625; conv., $1,690; 

PRESSURE = 4-dr., $1,585; 2-dr., $1,535. ’53 

] Air 2-dr., $1,350; conv., $1,225; (210) 

STAINLESS 4-dr., $1,200*, $1,150, $1,050°; 

CARBON dr., $875, $800. °51 SL Deluxe 2-dr., 

STAINLESS PIPE 

POPU TESS ae ail ict 3 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


$680; 4-dr., $625*; Bel Air, $615°. ’50 
SL Deluxe coupe, $600. 

DODGE—’52 Meadowbrook 4-dr., 2 at $650. 
51 Coronet Diplomat, $685; Wayfarer 2- 
dr., $485. 

FORD—’54 Custom (8) 2-dr., $1,635; 4- 
dr., $1,615; Main (8) 2-dr., $1,400; %-ton 
pickup, $1,290. °53 Crest (8) Victoria, 
$1,400*; Main (8) Ranch Wagon, $1,- 
325; Custom (8) 2-dr., $1,275; club 

$1,180; 4-dr., $1,150°. '52 Crest 


Representatives for PITTSBURGH TUBE COMPANY 
COLD DRAWN BUTT WELDED 
coupe, 





Used-Car Auction Prices 
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conv., $1,950* 


400°; Catalina, $2,155°*; 
’53 Chieftan (8) 4-dr., $1,350°; 2-dr. 
$1,325*. '52 Chieftain (8) Catalina, $1,- 
150°; 2-dr., $1,050°. °51 Silver Streak 
(6) 2-dr., $625. 

STUDEBAKER — °54 Champion sstatior 
=e. $1,630. '53 Champion 4-dr., $1,- 

; club coupe, $850. 
wits 51 station wagon, $400. 


CHICAGO 


(Continued from Page 34) 


(8) Victoria, $1,175; Custom (6) 4-dr., 


$775. ’51 Custom (8) 2-dr., $825, $700; (Arena Auto Auction. Sale every Tues- 
Victoria, $660. ’50 Custom (8) 2-dr., day. Prices are for sale of Sept. 28.) 
$570, $550. °49 Custom (8) club coupe, (The holidays were with us once again 
$340. '46 Custom (8) 2-dr., $150. and caused the usual drop in the con- 
LINCOLN—’53 Capri 4-dr., $1,725" (ps),| signment. However, demand for cars was 


$1,675*. 


° fferings. 
MERCURY — ‘54 Monterey coupe, up. Sold 141 cars out of 246 offerings.) 


a BUICK—’54 RM Riviera 4-dr., $2,750* 


52 Monterey Sport coupe, $1,150°; 4-dr., 
$1,130°. “51. Monterey “ $750, $670, (ps); 2-dr., $2,600* (ps); Super Riviera 
’50 2-dr., $560. ; 2-dr., $2,495*; Century Riviera 2-dr., 
NASH—'54 Statesman club coupe, $1,675.| $2:400°. °53 RM Riviera 4-dr., $1,650" 
52 Rambler coupe, $825. '51 Statesman| (PS). ’52 Super Riviera 2-dr., $1,205°; 
coupe, $250. an ae ad ee ee 50 Spe- 
OLDSMOBILE — ’54 (98) 4-dr., $3,070*| _ cial 4-dr., ; 2-dr., h 
(ps); (88) 4-dr., $2,400". °53. (88) 4-dr., | CADILLAG—'54 (62) conv., $4,375 (ps): 
$1,675*; 2-dr., $1,450*. °52 (98) 4-dr., coupe, $4,250* (ps). "53 (62) coupe de- 
$1,425*; (88) 2-dr., $1,150*, '51 (98) 4- Ville, $3,330* (ps); 4-dr., $2,890* (ps); 
dr., $960*. ’49 (76) 4-dr., $510. (60) Special 4-dr., $3,250* (ps), $3,135° 
PLYMOUTH—’52 Cranbrook 4-dr., $700; | _ (PS). ’52 (62) conv., $1,965* (ps). 
Cambridge coupe, $650; conv., $600, ’51 eee: 4 fog a 5 cob Sor ae 
Cran 1 , § , ; 4-dr., ’ ; 2-dr., ’ : 
brook Belvedere, $600. °50 Deluxe) (510) 3-dr., $1,465; (150) 2-dr., $1,370° 


4-dr., $270. 


PONTIAC—’54 Star Chief (8) 4-dr., (Continued on Page 37, Col. 1) 


$2,- 


Quantity 
PRODUCTI 


‘HE WHELAND COMPANY 


FOUNDRY DIV! 


Make 26% More Sales Calls 
wih THE OREGONIAN! 


HERE IS YOUR The Oregonian reaches 60.7°% 
DAILY SALES | of Portland homes... 
COVERAGE | 45.2% read only The Oregonian 

OF THE HOME | 15.5% take both papers 

MARKET IN | Fee, 
PORTLAND, | SOURCE: Personal interview survey of Portland 
OREGON | -— pod Zone Home Market, by Dan E. Clark 


229,132 DAULY 
292,332 SUNDAY 


the Oregonian 


PORTLAND, ORIGON 
Represented Nationally by Moloney, Regan & Schmitt, Inc 





WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 
3. NON TANGLING 
METAL EYELET TAGS & DEADLOCKS 
$14.75 Shipment Prepaid if 
1.75 Check Accompanies 


Order ... 
4.00 Otherwise C. O. D. 


A) aD Printing Company ... 


GRAND ISLAND, N. Y. 
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(Continued from Page 36) 
onet 4-dr., $780*, $630; Meadowbrook 4- 


53 (210) Sport coupe, $1,205; 2-dr., $1,- 
105*; (150) 4-dr., $830, $790. ‘52 SL 
Deluxe 4-dr., $820*, $700; conv., $735; 
2-dr., $735*, $715. '51 SL Deluxe station 
wagon, $800; Bel Air, $790*. 


CHRYSLER—’50 NY 4-dr., $490*; Impe- 
rial 4-dr., $485*. 

DeSOTO—’53 Powermaster 4-dr., $1,075". 
'51 Custom 4-dr., $300*. '50 Custom 4- 
dr., $430°*. 

DODGE — '53 Coronet 2-dr., $990. ‘51 
Meadowbrook 4-dr., $485*. '50 Meadow- 


brook 4-dr., $350*. 

FORD—’'54 Custom (8) conv., $1,830*. '53 
Main (8) Ranch Wagon, $1,690; 2-dr., 
$975; Custom (8) 2-dr., $1,150, $1,130, 
$900. °52 Crest (8) Victoria, 2 at $1,- 
085*; Custom (8) 4-dr., §935*; club 
coupe, $925*. ‘51 Custom (8) 2-dr., 
$525*; Deluxe (8) 2-dr., $465. °50 Cus- 
tom (8) 4-dr., $395. '49 Custom (8) 2- 
dr., $225°. 

HUDSON —'53 Wasp 2-dr., $1,130*. ‘51 
Pacemaker 4-dr., $400, $320, $300, $295, 
$265. °49 Pacemaker 4-dr., $215, $115. 
'48 Pacemaker 2-dr., $110. 

KAISER—’51 4-dr., $255. 

MERCURY — '54 Monterey 4-dr., $2,035* 
(ps), $1,800* (ps). ’°53 Monterey 4-dr., 
$1,400*, $1,380; 2-dr., $1,260*, $1,210°*. 
’51 4-dr., $685*; station wagon, $275. '50 
2-dr., $540, $405. °49 2-dr., $260. 

NASH — '53 Stateman 4-dr., $1,200. '52 
Statesman 4-dr., $920*, $855*; Rambler 
station wagon, $760. '51 Rambler station 
wagon, $590*; Super 4-dr., $450; Am- 
bassador 4-dr., $395*. 

OLDSMOBILE — ’54 (88) 4-dr., $2,500* 
(ps). °53 (88) Holiday, $1,940*, $1,875*; 
4-dr., $1,800*, $1,790*; (98) 4-dr., $1,840* 
(ps), $1,760* (ps). ’52 (88) 4-dr., $1,- 
150*. °51 (88) 4-dr., $900*, $730; (98) 
4-dr., $850*. '50 (98) 2-dr., $695*, $510*. 

PACKARD—’50 Super 4-dr., $300*. °'48 
Super conv., $195. 

PLYMOUTH — ’54 Plaza station wagon, 
$1,790*. '53 Cambridge suburban, $1,335; 
2-dr., $755; 4-dr., $750, $720; Cran- 
brook 4-dr., $1,040, $950. °52 Cranbrook 
Belvedere, $705. °51 Cranbrook 2-dr., 
$555, $545. °49 Special Deluxe 4-dr., 


$325. . 

PONTIAC—’'53 Chieftan (8) Catalina, $1,- 
500*; 4-dr., $1,350*%; 2-dr., $1,275*. '52 
Chieftan (8) 2-dr., $850. ‘°51 Silver 
Streak (8) 2-dr., $685*. ’50 Silver Streak 
(8) Catalina, $660*; 4-dr., $575*, $430*. 

STUDEBAKER — ‘54 Champion station 
wagon, $1,695; 4-dr., $1,145. '52 Cham- 
pion club coupe, $780. ’°51 Commander 
club coupe, $445. ‘50 Champion 4-dr., 
$190*. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday, Prices are for sale of Sept. 
29.) 

(Market off slightly. Sold 79 cars out 
of 128 offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,435*. 
"53 RM 4-dr., $1,720* (ps), $1,600* (ps); 
Special 2-dr., $1,525; Super conv., $1,- 
650*. °52 Special 4-dr., $1,075, $1,000. 
’51 Super Riviera 2-dr., $955*; 4-dr., 
$865*. °50 Super Riviera 2-dr., $600*; 
4-dr., $550*; Special 4-dr., $550, 2 at 
$500, $485, $445; 2-dr., $350. 49 Super 
4-dr., $395*; RM 2-dr., $265. '48 Special 
4-dr., $180. 

CADILLAC—’54 (62) coupe deVille, $4,- 
400* (ps). ’50 (62) 4-dr., $1,305*. °49 
(61) club coupe, $815*. 

CHEVROLET—’52 SL Special 2-dr., $650; 
%-ton pickup, $565. °51 SL Deluxe Bel 
Air, $745*; 2-dr., $665; 4-dr., $610, $565. 
"50 FL Deluxe club coupe, $475; 2-dr., 
$450, $315; SL Deluxe 2-dr., $450; 4-dr., 
$430, $355. °49 FL Deluxe club coupe, 
$450; 2-dr., $355; SL Deluxe 2-dr., $390. 
*48 FM Sport coupe, $225. 

CHRYSLER—’52 Imperial 4-dr., $1,100*; 
Saratoga 4-dr., $1,045*. 

DODGE—’53 Coronet club coupe, $875; %- 
ton express, $780. '51 Meadowbrook 4- 
dr., $510. ’50 Coronet Diplomat, $515. 
°48 Custom 4-dr., $165. 

FORD—’54 Custom (8) conv., $1,705*. '53 
Custom (8) 2-dr., $1,065. ’°52 Custom (8) 
2-dr., $880; Main (6) 4-dr., $735; 2-dr., 


$700. '51 Custom (8) 4-dr., $600, $565, 
$485; 2-dr., $605, $560, $520; conv., 
$435; %-ton pickup, $465. °50 Custom 


(8) 2-dr., $460; Deluxe (6) 2-dr., $450. 


'49 Custom (8) 2-dr., $220. ’47 Custom 
(8) sedan, $155. 
HUDSON—’53 Hornet 4-dr., $1,380*. 
KAISER—’51 4-dr., $465. 
NASH—’51 Ambassador 4-dr., $415. 


OLDSMOBILE—’53 (88) Holiday, $1,700*. 
"49 (88) conv., $365. 

PACKARD—’51 (200) 4-dr., $515. ’50 Clip- 
per Club sedan, $175. 

PLYMOUTH—’54 Belvedere 4-dr., $1,360*. 
’52 Cranbrook 4-dr., $690; 2-dr., $650; 
conv., $620. °'50 Special Deluxe club 
coupe, $350; Deluxe club coupe, $330. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,400*, 
$1,350*. ’51 Silver Streak (8) 2- dr., 
$900*. '50 Silver Streak (8) 2-dr., $490; 
club coupe, $450. 

WILLYS—’52 2-dr., $450. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of Sept. 24.) 

(Sold 174 cars out of 274 offerings.) 

BUICK—’ 54 Special 4-dr., $1,975*. '53 Spe- 
cial Riviera, $1,495*; 4-dr., $1,250. '52 
Super Riviera, $1,215*. '51 Super conv., 
$1,000*; 4-dr., $780*, $750*, $560*; RM 
Riviera, $850*. °50 Super 4-dr., $550*; 
Special 4-dr., $530*. 

CADILLAC—’ 54 (62) conv., $4,600* (ps); 
coupe, $3,995* (ps); 4-dr., $3,900* (ps). 
"53 (62) 4-dr., $2,825* (ps). '52 (62) 4- 
dr., $2,090* (ps). ’51 (62) 4-dr., $1,650*, 
$1,355*. 

CHEVROLET—’54 Bel Air 2-dr., $1,340*. 
‘53 Bel Air 4-dr., $1,310*; conv., $1,205; 
(210) coupe, $1,285*; 4-dr., $995. '52 SL 
Deluxe 2-dr., $890*, $860, $735; SL Spe- 
cial 2-dr., $700. ’51 SL Deluxe 2-dr., 
$725*; SL Special 4-dr., $260. 50 SL De- 
luxe Bel Air, $525; 2-dr., $500, $435*; 
station wagon, $750. '49 SL Deluxe 2-dr., 
$430, $390, $350. 

CHRYSLER—’51 Windsor Newport, $720*. 
‘49 NY 4-dr., $315. '48 Windsor 4-dr., 
$150, $135. 

DeSOTO—'53 Powermaster 4-dr., $1,130*. 
‘52 Fire Dome (8) 4-dr., $1,015*. ’51 
Custom club coupe, $575. °'46 Custom 
club coupe, $100. 

DODGE—’53 Coronet 2-dr., $980*. '52 Cor- 


dr., $675*. ‘51 Coronet 4-dr., $545. '50 
Coronet 4-dr., $490*; Meadowbrook, 4- 
dr., $445. 


FORD — '54 Crest (8) Victoria, $1,845*; 
Custom (8) 2-dr., $1,515; Main (8) 2-dr., 
$1,310. ‘53 Crest (8) Victoria, $1,380*; 
Main (8) 4-dr., $1,140, $950*%; Custom 
(8) 4-dr., $1,010. '52 Main (8) Ranch 
Wagon, $1,100, $975. '51 Custom (8) 4- 
dr., $645*°, $640*; club coupe, $595. '50 
Custom (8) 2-dr., $445, $400; Deluxe (8) 
2-dr., $420, $405, $400, $280. 


HUDSON—’54 Hornet 4-dr., $1,935*. °49 
Super (6) 2-dr., $170. 


KAISER—’51 Deluxe 4-dr., $445. 
LINCOLN—’51 4-dr., $920*. 


MERCURY—’53 Monterey 2-dr., $1,350; 4- 
dr., $1,300. '51 4-dr., $815*, $690°. '49 
conv., $295*, $150°; 4-dr., $280. 


OLDSMOBILE—’54 (98) Holiday, $3,000*; 
(88) Holiday, $2,775*; 4-dr., $2,400*. '53 
(88) 4-dr., $1,655*; Super 4-dr., $1,740°. 
"51 (88) 4-dr., $965°, $890°; (98) 4-dr., 
$915*, $815*. '50 (88) 4-dr., $680*. 

PACKARD—’52 (200) 2-dr., $1,125*, $845*, 
$825*. ’°51 (200) 4-dr., $685*. '50 Clipper 
4-dr., $320*. 

PLYMOUTH — '54 Savoy 4-dr., $1,640, 
$1,310; club coupe, $1,325. °53 Cran- 
brook Belvedere, $1,190*, $1,125*; 4-dr., 
$900; Cambridge suburban, $1,275. ’52 
Cambridge club coupe, $595. °51 Cran- 


brook club coupe, $580, $575. °50 De- 
luxe suburban, $345. 
2 © — ‘54 Star Chief (8) 4-dr., 
$2,060*. '53 Chieftan (8) 2-dr., $1,300*. 
*52 Chieftan (8) 2-dr., $1,175*, $1,050°, 
$1,000*, $995*, $975*, $880*. ‘49 Silver 
Streak (8) 2-dr., $390*, $300°. °48 Tor- 
pedo (8) 2-dr., $265*. '47 Torpedo (6), 
2-dr., $150. 

STUDEBAKER — '54 Champion station 
wagon, $1,645*; 2-dr., $1,480*. '51 Com- 
mander Land Cruiser, $550*; Champion 
club coupe, $480*. "50 Champion 4-dr., 
$310*; Commander 2-dr., $225°*. 

MISCELLANEOUS — '52 Henry J 2-dr., 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 29.) 


(We had a very active market today 
with plenty of good buyers for all clean 
units. We also had the cleanest group 
of autos we have had so far. Sold 70 
percent of cars offered.) 

BUICK—’54 Special 4-dr., $2,155*. '51 RM 
Riviera, $1,050*. '50 RM Riviera, $740*; 
Super 4-dr., $655*; 2-dr., $535*. '49 Su- 
per 4-dr., $445*, $405*. 

CHEVROLET—’54 Corvette conv., $2,500*; 
(150) 4-dr., $1,600. '53 Bel Air 2-dr., 
$1,360* (ps); (210) club coupe, $1,270; 
4-dr., $1,215. '51 SL Deluxe Bel Air, 
$980*. ‘50 SL Deluxe Bel Air, $830*. '47 
SM 4-dr., $290. °46 SM 4-dr., $185; FL 
Aerosedan, $215. 

CHRYSLER—’46 Windsor 4-dr., 

DODGE—'52 Coronet conv., 


$195. 
$1,080*; club 


coupe, $925*; 1-ton pickup, $740. '47 4- 
dr., $210. 
FORD — ’53 Crest (8) Victoria, $1,600; 


conv., $1,545; Custom (8) 2-dr., $1,305. 
*52 Custom (8) 2-dr., $1,065*, $650*. ‘51 


(Continued on Page 38, Col. 3) 








Auto Auction Opens in Florida— 


Cannon Maney (left), of Fidelity Insurance Co. of Tennessee, cuts the ribbon for 
the opening of Florida's newest auto auction, Al & Benny Friendly Auto Auction, 
Highway 92, Daytona Beach. Standing by are Benny Brooks (with microphone) and 
Al Killian, owners. At the first sale, 181 vehicles were sold. Auctions are held every 
Thursday. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





PARTNERS 
FOR 
NIGHT 
DRIVING 
SAFETY 





Autronic-Eye—a new standard 

of safety for the “Standard of the 
World”! This latest General Motors 
engineering “first” handles the 
complete job of headlight control 
electronically! When an oncoming car 


MOOS8L 8B 





approaches at night, the Autronic- 


Eye automatically dims your head- 
lights—holds them dim until all 
traffic has passed. Then back to 
bright— automatically! The amazing 


Autronic-Eye makes night driving 


much simpler and safer for more 


than 350,000 car owners. 


GUIDE LAMP DIVISION e GENERAL MOTORS CORPORATION e 
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BSriacut... Automatically! 


AUTRONIC-EYE 


AUTOMATIC HEADLIGHT CONTROL 


¢ ff 
e 
® Trademark Registered U.S. Pat. Off. 


ANDERSON, INDIANA 
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(Continued from Page 37) 





Deluxe (6) 4-dr., $595, $510. '49 Cus- 100* (ps); 4-dr:, $3,050* (ps). ‘50 (60) 

tom (8) 4-dr., $500; conv., $450; 2-dr., 4-dr., $1,440*. '49 (62) 4-dr., $800*. 
$440. '46 Super Deluxe 4-dr., $220. CHEVROLET—’54 (210) 4-dr., $1,560; Bel 
MERCURY—’53 Monterey sedan, $1,530* Air 4-dr., $1,530. °53 (210) station 
(ps). ‘52 Custom Sport coupe, $1,375*. wagon, $1,425; Bel Air 2-dr., $1,325°*. 
'50 4-dr., $665*. ‘49 conv., $480*. ’52 SL Deluxe 4-dr., $885*; club coupe, 
NASH—’51 Custom (6) 4-dr., $625*. $760. '51 SL Deluxe club coupe, $810*; 
OLDSMOBILE—’51 (98) Holiday, $1,060*. Bel Air, $790*; 4-dr., $760; 2-dr., $730. 
PLYMOUTH—’53 Cambridge suburban, §$1,- ’50 SL Deluxe 2-dr., $585. '49 SL Special 

505*; 4-dr., $1,015, $1,005. ’52 Cranbrook 2-dr., $410. '48 FM 2-dr., $255. 

4-dr., $845, $835, $805, $760, $730; club | CHRYSLER—’54 NY 4-dr., $2,490* (ps). 
coupe, $780. ’51 Cranbrook 4-dr., $630; '51 Imperial 4-dr., $1,050*%; Windsor 4- 
Concord 2-dr., $555. ’°49 Special Deluxe! dr., $790*; Newport, $755*. '50 Imperial 
2-dr., $415. '47 Deluxe 4-dr., $195. 4-dr., $300*. °49 Windsor conv., $360*. 
PONTIAC—’52 Chieftain (8) Catalina, $1,-| DeSOTO—'53 Powermaster 4-dr., $1,110*. 
200*. ’49 Silver Streak (8) Delivery se- ’52 Fire Dome (8) club coupe, $1,050*; 
dan, $475*. Custom 2-dr., $915*; Deluxe (6) 4-dr., 

MISCELLANEOUS—'52 Zephyr (6) 4-dr., $780*. °51 Custom Sportsman, $800*. 
$590. "50 GMC %-ton pickup, $570. '48| DODGE—’54 Meadowbrook 4-dr., $1,510*. 
Frazer 4-dr., $135*. '53 Meadowbrook station wagon, §$1,- 
| 300%; Coronet (8) Diplomat, $1,200*; 
MANHEIM PA 4-dr., $1,150*, $1,105*. '51 Coronet 4-dr., 

9 5 $700*. 
‘Manheim Auto Sales & Auction, Inc.| FORD—’54 Crest (8) Victoria, $2,080*; 
R d ’ Sale every Friday. Prices are for sale of Skyliner, ed a eee 4 oa 
— |} Oct. 1.) $1,730; 4-dr., $1,560; Custom (6) 4-dr., 
San Diego Motors Launches — - (Market good. Sold 164 cars out of 178 $1,500. °53 Crest (8) Victoria, $1,600*; 
With its entire sales force sporting cowboy gear, complete from boots to 10-galion| o ‘erings.) enero as Sa, oe: ee. AY 
» ‘ * : “ NckKk—’ 2-dr., 2,675 (ps); anc a . . ; 2-dr., vo; «-GF., 
hats, San Diego Motors (Lincoln-Mercury), San Diego, Calif., launched an “Old-Car| BUICK” adr. 92,000°; conv.. $2,625°:| $720. "52 Main (8) 2-dr., $760. 
Roundup," initiated by Jack Butlin, owner, and Fred Best, general sales manager. The Super 4-dr., §$2,330*. ‘53 Super Riviera,| HUDSON — °51 Commodore (8) 4-dr., 
sales floor was decorated with saddles and bales of hay, plus bridles and other ranch $1,790*; Special 2-dr., $1,260. '52 RM $150" Hornet 4; ar. $280, $235. °49 
i i i vi ° 5 -adr., ‘s -dr., 5. 

gear. Divided into three teams, the sales force was competing for a $250 prize, plus | ea oe, >. Super 4-<r Pe a Oy 
cash for the top three men. The combination advertising, display and merchandising CADILLAC—’54 (62) conv., $4,425* (ps); | MERCURY—’53 Monterey 4-dr., $1,765* 
resulted in the “cowhands" roping in “herds” of old cars, it is reported. '53 (62) conv., $3,- (ps); Custom Sport coupe, $1,615* (ps). 


coupe, %4,165* (ps). 










GET YOUR SHARE 


Clean Oil Month 
Blankets U.S.A.! 


It’s the biggest. Fram Clean Oil Month 
in history! Thousands of colorful Fram 
billboards—on roads and highways coast- 
to-coast! (Look for them in your area!) 
2-page advertisement in Colliers, on news- 
stand October 14! All sending you cus- 
tomers for clean oil and Fram Cartridges. 
Get your share of the oil and cartridge 
‘ business! Call your Fram distributor now! 
Get your streamer up and sell Fram! 


OIL + AIR + FUEL * WATER 





FRAM CORPORATION, Providence 16, R. |. Fram Canada Ltd., Stratford, Ont. 





$700*. '50 4-dr., $585*. °49 4-dr., $39 
NASH—’54 Metropolitan 2-dr., $910*. ‘53 
Statesman 4-dr., $930*. °52 Statesman 
4-dr., $1,050*; 2-dr., $770*. '51 Rambier 
4-dr., $610*. '49 Ambassador 4-dr., $209. 
OLDSMOBILE —’54 (88) 4-dr., $1,985". 
’53 (88) Holiday, $1,915*; 4-dr., $1,670°. 
'52 (98) 4-dr., $1,350°. °51 (98) 4-d 
$880*. ’50 (98) conv., $710*. °49 (98) 
4-dr., $370*. '47 (98) 4-dr., $175. 
PACKARD—’'53 Clipper, $1,250. ’51 
4-dr., $935. '50 Super 4-dr., $430. 
PLYMOUTH—’54 Savoy 4-dr., $1,295. °53 


(40°) 


Cranbrook 4-dr., $1,200. °52 Cambridge 
Suburban, $760; Cranbrook 4-dr., $600 
‘51 Cranbrook Belvedere, $590; Cam- 
bridge 2-dr., $460. ‘50 Special Deluxe 
2-dr., $540. °49 Special Deluxe 4-dr., 
$490. 

PONTIAC — ‘53 Chieftain (8) Catalina 
$1,595*; 4-dr., $1,305*, $1,160*. ‘52 
Chieftain (8) Catalina, $1,390*; 4-dr. 


$1,110*; conv., $1,085*. °50 Silver Streak 
(8) 4-dr., $480*. 

STUDEBAKER ‘51 Commander Land 
Cruiser, $655*; 4-dr., $460*, $445; Cham- 


Pion 2-dr., $510*; 4-dr., $480* 50 
Champion 2-dr., $260. 
WILLYS—’52 (6) 2-dr., $550. 


— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale ever) 
Thursday (Sept. 30). Sold 70 cars out of 
116 consigned. 

* * * 


GRAND RAPIDS, MICH. 

Grand Rapids Auctions, Inc. Sale ever) 
Tuesday (Sept. 28). Market generally ver 
solid and clean '49 through ‘52 models are 
really at a premium. ’53s and ‘54s are 
naturally a little weaker. Sold 81 cars out 
of 123 offerings. 

* * * 


FT. WAYNE, IND. 

Carl Marker’s Auto Auction. Sale every 
Tuesday (Sept. 28). Market slightly off but 
still holding good. Sold 98 out of 129. 

* * * 


PHILADELPHIA 
H. B. Robinson Auto Sales & Auction 
Sales every Tuesday and Thursday (Sept 
23-28). Sales good and prices still firm 
Sold 159 cars out of 243 
* * * 


DANVILLE, VA. 
j Danville Auto Auction. Sale every Wed 
| nesday (Sept. 29). A good sale on clean 
| merchandise with rough pieces not draw 


|} ing much demand. Sold 52 out of 103 
* * * 


MASON CITY, IA. 

Lapiner Auction Company. Sale every 
| Wednesday (Sept. 29). Excellent sale in 
spite of dropping market. Sold 76 percent 
of consignments. 

* * * 


OMAHA 
Soderberg-Kline Auto Auction. Sale every 
| Thursday (Sept. 30). Market firm. Sold 7: 
percent of offerings. 

* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Sept.. 30). Clean and fair cars 
still holding good but junk is junk any 
where. Increased buyer’s activity resulted 
in 87 percent of cars offered sold. 





‘Ohio Highway Tax 
Fails to Bring 


‘Expected Revenue 


| WASHINGTON. — Current Ohio 
|axle-mile tax figures show that 
| third-structure taxes do not pro- . 
|duce the revenues anticipated by 
| the states imposing them, accord- 
|ing to the Midwest Conference on 
| Tax Reciprocity. 

“Moreover,” the Conference re- 
| ports, “the attendant loss of reci- 
| procity with other states breaks 
down an economic structure which 
is of vital concern to every con- 
/ sumer in the U. S.” 

Ohio truck tax revenues for 1954, 
the first year of the new highway 
use tax, was $23,678,405, up 1.2 per- 
cent over the 1953 figure of $23,- 
384,417. But the 1953 revenue figure 
was 6.4 percent above the 1952 fig- 
ure of $21,974,652. In all cases the 
figures were compiled as of Aug. 1 

In 1954 there were 278,045 trucks 
in Ohio, a 3.4 percent increase over 
the 1953 figure of 268,961 trucks. 
But the number of trucks in 1953 
| was up 5.4 percent over the 1952 
| figure of 255,263. 

“When viewed in the light of gas- 
oline consumption increase in 1954 
| over 1953, there is a marked accel- 
eration, and it is conservative to 
estimate that the money lost to 
Ohio is $1,750,000,” the Conference 
claimed. 
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‘NOW ITS OFFICIAL! 


Pace-setting Studebaker and world-renowned Packard 


were officially teamed-up on October first! 


Now Studebaker dealers have behind their franchises 


the huge new strength of 


STUDEBAKER-PACKARD 


CORPORATION 


the worlds fourth largest 
| full-line producer of 
cars and trucks 


Studebaker 








the franchise of big opportunity 
for foresighted dealers 
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Current Prices on New Cars 


-dr. sed., $2,265.32; 

, 206.86 ; Riviera, $2,305.43; 
; stat. wag., $3,163. Cen- 
$2,520.17; Riviera, $2,- 
; stat. wag., $3,470. 
rs 17; Riviera, 
56; conv. 5 $2,963.59 r—4-dr. 
sed., 269.36 ; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC — Series 62—4-dr. sed., $3,- 
932.70, cl. cpe., $3,837.77; Coupe deVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
cial—4-dr. sed., $4,683.32. Series 76—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado—conv., $5,738. (Hydra-Matiec stand- 
ard ort all models ) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
589; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel-Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
¢ standard on Corvette, optional 
at $178.35 on all other models.) 

CHRYSLER—Windsor 


$2,830.75; conv., 
045.75: stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial 
—4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial — 8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 

DeSOTO—Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
— 4-dr. sed., $2,673 (8-pass., $3,558.75) ; 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 

DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr, sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; cpt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models.) ‘ 

FORD — Mainiine Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
* 4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr, stat. wag., $2,202. Crestline Six — 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
‘Yer, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 


HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
det — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet — 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matie optional at $178.03 on all 
models in Jet category. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models.) 


KAISER — Special — 4-dr. sed., $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoin — 4-dr. sed., ae! 
hardtop, $3,640. Lincoln sed., 
$3,726; hardtop, $3,884; conv., $4,645.56, 
(Hydra-Matic standard on all models. ) 


MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sed., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
0-Matic optional at $189.77 on all models.) 


NASH — Metropolitan—Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe — 2-dr. sed., 
$1,550. Rambler Super—4-dr. sed., $1,800; 
2-dr. sed., $1,705; hardtop, $1,805; Sub- 
urban, $1,805. Rambler Custom — 4-dr., 
sed., $1,970; hardtop, $1,955; conv., $1,- 
985; 2-dr. stat. wag., $1,955; 4-dr. stat. 
wag., $2,055. Statesman Super—4-dr. sed., 
$2,163; 2-dr. sed., $2,115. Statesman Cus- 
tom — 4-dr. sed., $2,337; hardtop, $2,428. 
Ambassador Super—4-dr. sed., $2,422; 2- 
dr. sed., $2,370. Ambassador Custom — 
4-dr. sed., $2,605; hardtop, $2,740. Nash- 
Healey — LeMans hardtop, $5,128.05 (at 
coastal ports). Hydra-Matic optional at 
$178.85; not available on Nash-Healey, 
which is equipped with overdrive, or Metro- 
politans. ) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84 (Hydra- 
Matic optional at $178.35 on all models.) 
2-dr. 


PACKARD—Clipper sed., 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 


Clipper Super — 4-dr. sed., $2,815; 2-dr. 
sed.; $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 
PLYMOUTH—Plaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., $2,220; stat. wag., 
$2,207.25. Belwedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models. PowerFlite at ca ) 
hieftain 


PONTIAC — C — 4-dr. 


v., $2,630. Catalina — Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; Chief- 
tain 8 Custom, $2,458; Star Chief 8 Cus- 
tom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 


STUDEBAKER — Champion Custom—4- 
dr. sed., $1,730; 2-dr. sed., $1,685. Cham- 
pion Deluxe—4-dr. sed., $1,830; 2-dr. sed., 
$1,780; 5-pass. cpe., $1,845; stat. wag., =: 
150. Champion Regal—4-dr. sed., $1,9: 
5-pass. cpe., $1,945; hardtop, $2, 085; sat’ 
wag., $2,255 Commander Custom — 4-dr. 


sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe—4-dr. sed., $2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
2-dr. sed., $2,148.32; 2-seat stat. 


$2,205.51; sed., $1,835; “2-ar. sed., $1,790. Command- 
wag., $2,579. Star Chief 8 — Deluxe 4-dr. | er Deluxe—4-dr. sed., $1,935; 2-dr. sed., 
sed., $2,301; Custom 4-dr. sed., $2,394; '$1,885; 5-pass. cpe., $1,950; stat. wag., 


$2,260. Commander Regal—4-dr. sed., $2,-. 
035; 2-dr. sed., $2,055; hardtop, $2,215; 
stat. wag., $2,365. President Deluxe—4-dr 
sed., $2,245.” President State—4-dr. sed., 
$2,315; 5-pass. cpe., $2,240; hardtop, §2.- 
390. (Automatic Drive optional at $216 on 
Champion, and at $226.50 on Commander 
and President.) 

WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle — Hardtop 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matie optional ai 
$178.55 on all models except Larks.) 





New Commercial Car Registrations, 


All States for August, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 


































































































30 States Previously 54) 32| 10007 109; 1949) 9360) 2320; 3216 219 65; 400 294; 640 153) 28764 

Reported for August ‘53 | 33} 11321 166} 2611] 10924) 2973) 3317 270 125} (773 387| 660! 248| 33889 

Alabama "54 569 2 66, 427 132 65 8 1 8) 5 3) 1292 

33 601 8 132| 478 146 112 4} 2 9| 9 1526 

Arkansas 54] | a) 3 | 474 139 27 2 3 7 3 1] 1306 

‘531 rr 7 1312 

California 54) 1; 1799 13) 424) +1848) 422) 243 14 7) 63] 14) «169 48; 5152 

53 15} 1894 25} 645) =—«1810/ ~—646| 364 38 15} 153) 31; «152 88; 5876 

Indiana "54 652 6 170| 679 108 283 6} 40) 30 21) 2) +1997 

53! 3 598 7} 125} = 460} 113 198) 5 4 53/ 41 | 21) 8} 1636 

Towa 54) 1 518 6 1i2| 461 68 210 6 16 5 10 3, 1416 

'53 527| 7 Wt 564) ‘106 244| 8} 4 33] i] 12 5} 1632 

Kansas 54 444 3 a) 462 97 121 l 1} 16| 5 16] 1231 

‘53 463 3 38! 108 124 ! 21| 5| 13} i] 1192 

Kentucky ‘54) 384 | 294 91 88 6 I 7 2) 20 93 

‘53 479 3 80 460 116] 112 2| 37| 16) 9 4} 1318 

Louisiana "54| | 568 i 66 570 8 el 9 17| 2 4) 2; ‘+1418 

53 | ' 574 6 108 | 620| 159 131 5| 2| 33| 10| 26 2| (1677 

Mississippi 54) 500) a3) 414 114 68 2) l 10) l 4 | 1175 

'53 626) ! 102} 461 181 107 2 35 7| 5 1} 1528 

Missouri *54) | 623 5 J 489 188 118 3) 5 9) 17; 12} 1 1565 

53 2| 1149! 5 179 H9 329 232 7 2 50) 44 24 4| 2946 

New Mexico 54) 3 227 1 39| eo 67 46 5 l 7 4) 17) 60! 

53) 235) 2 43} 129 73 40 12) 18 2\ 16) 3 573 

New York 54) il; 88! 16 276|  ~*878 189| 434 56 | 32) 32 7 73) 66, 3035 

'53 51} 1218] 25 434| 1087) 333 440 125 34 % 79 91 | 84| 4097 

Ohio "54 2 819) 5 206) 903 163 356 13 16 40 78) 20) 17| 2638 

53 9} 1045 16 295| 1285! 237 378 30) 22| 65) 70) 56) 33) 354! 

Oregon "54 316 5 89; 287; % 132 " 5) 14) | 69| 4) 1031 

'53 2 281 5 94} 279 137 F15| 7 5 19| 7| 50) 21; 1022 

Pennsylvania 54] 10 946 | 10 3H 870; (207 394 55) 7 43 61 32| 66, 3012 

‘53 | 10} 1287 15 453| 1324 300 553 70! 29 98) 95) 46) 98| 4378 

South Carolina *54) 327 | 50 208 48 63 1 3) 5) 4) | 709 

‘53 | 534] | Fe 291 110] 52 6| 28 i 3) i} ung 

South Dakota 4 iy 2) 3 Hh 2 7 " 8 2 3 a 
; 106} ! 124 3 77 10] ' 

Texas "54 7| 2475) 10} 258) 1995) 354) 445 25 10 45) 7 47) 6| 5774 

‘53 12) 2592/ 10 382} 2113 421 = 22 9 110 86 56) 2i| 6214 

Washington 54) 4 289) 1 102 249; +140 a 1 12 1 39) 6 947 

53 240) 155} 295) 115 128! 2 a 2 44) 12} 1027 

All States "54 71| 22959) 196; 4499) 20115) 5113) 6532 aa 151] 723) 1203) 377) 64180 

Reported for August ‘53; 138 eee a 6288] 24411) 6748] 7188 ~—613|_— 258] 07 918| 130! 633| 76673 

Year "54, +~*780 onl Ni} 40346) 185313] 46182/ 55166] 4062; 1542) 7328| 7054; 9635) 4170) 562685 

To Date ‘53; 1182 27578 2320 59419} 160002) 59121! 68041! 4675! 2468) 17136)  8569| 12355] 5471) 628287 











The following a have been removed from August year-to-date figures: 
California, 6 Fords 
complete deletions. 


85 Internationals from Alabama, 58 Whites from 
from Michigan, 5 Studebakers from South Carolina and 25 Chevrolets from ‘‘Location Not Determinable." These are 





New Passenger Car Registrations, All States for August, 1954-1953 






































































28 States Previously ‘54 m5 4835) 3032) 2493) 5225) 13218) 23968) 46540) 211) 9476) 57227 Seay] 49048 16711] 11820} 101943 | 416| | 1391 1495| 3492 837| 195188 
Reported for August ‘53| 2563 7153} 5748} 4329} 9179) 21365) 40621 a i 1687| 10978) 56776 16882 12238} 15072} 97677 427 659| 1363} 2449} 2358) 6053 713} 213800 
Alabama *54) 27 | ‘a 4 iil 306 | i 24 195; 2125 523 “77 318 369| =: 3338 | ;| | 12} 19) ra it} 6171 
33! ; ; 74) 125 114 244 597} 1035 \a74 45) 389} 1908 47\ 1678 278 359} 2852 7 15 29 7 | 29) 167 8} 6175 
Arkansas 54) 20 37 | 2 “il ml 1114 i 147; 1272) 57; 1015 | 174, «1785 1 5 a il 54 | 3 or 
53) i 45 61 62 57 141 a 863 21 193| 1077} 248 38 993 148 198} 1625 7| 5 18 15 104 3 
California “54| 520 644 tas 2593| = 8201 311} 2259) 10771; 3789 947| 6528) 3045) 1650) 15959 13 ist 251 394 151 886 809 
‘53! 344 692 1036 669 665; 1468 3490 6292| 9368 489} 2685) 12542) 3107 947| 8507} 2251; 2587) 17399 47 151 243 441 319 1544 856 40029 
Indiana ‘S4, 108 203 31 191 1% 390 1527| 3347 65 542; 3954) = 1562) 304) 3561 1083 840 4 22 25 51 80 421 13717 
‘S3) 188 38 a 341 299 642 2 ae 2160 93 ese 2808 | a 221 3008 763 27| 22 60 ra 3 219 727 18} 13148 
owa *54) 4 ! 60 216 2139 42 136| 2041 548 425 794 26| 35 158 oa 
‘53) 74 hs 243 173 ss aa m8 i 1915 52 ca pai 32! 102} 2440 515 612} 4301 9 27 2s 51} 272 t| _892 
Kansas *54) 53 198 1836 44 2116 587 104) 1780 576 392; 3439 17} 19} a6 25 142 9| a 
*53) 64 220 116 Ki bas 430 1 138 1534 56 3 1907 500 87} 1553 377 428| 2945 18 34 22 74| 44 187 4| 6527 
intucky *54) 14 49 57 112 214 437| = 1532 192; 1740 66 328 | 2679 ! 3 10) 24 63 2 
‘53! 216| 89 238 623 1086; 1426 273 1722 479 £0 374| | 35 54/ 59 288 | 
Louisiana S| a 48 57 | 50 115 78 20 1783 2it| 2023 441 0 2257 434 391| 3633) 5 5 7 17) 25 135 14 
‘53 32 74 - 150 144 198 758; 1250) 1582 * 283 ml 457 1927 326 x 3234| 15 17 16 48 | 55| 243 5| 6846 
aine ‘54| 32 4 ar | 233 9 94 23 sol 5 oss | 4H 10 17 6 37 "7 1229 
*53) 2 3! 45 8! 169 Er 328 78 a8 107 23 409 139 755 16 21 43 19 58 4 1682 
— ‘531581 386_—SII| ala @ 626| 1399) 276312668 z Grol _3earl_ ‘9701 eel avai, ‘901 voea| Sooo) all sr|_— aa] rel 07 aol r1s)_i34z9 
1 1024 160 | 4 15} 
Michigan *54) 328 353; = 488) 275 al 971| 2012) 7564 170} 1254) 8988) 3114) 636} 6286) 2290) 16°78) 13934 3} 29) 54 86) 202 262 41} 26013 
: ‘S3| 328 699| — 1027/ 710 1578 2924| 5940) 10168 269} 1824) 12261 3338) 647 a 1894; 2818] 17858 52/ 107 123 282| "360 851 38} 38617 
4 aa 33123 3 mal 8 se 720) 932 2 216 168 262 35 io feel 239 trl ots] malas] cela] 3877 
| { | 17 8 I 
Missouri es al 172) 116 Hal +4 383 she 87! 652} 5594 9 20 42 7 194 12| 10606 
sor 587) 364) 418 0 | % = ine 36 1598 1154) 1375; = 8767 20 50 | “ 159 . 14 18989 
New Mexico Tl 5 21 26 32 17 39 184 16 492 a 43 399 146 121 898) 5 6 10 2 1653 
‘53) 18 27 43 19 57 a 272 3101 2 101 433 141 17 | 103 133 sane | 3| 20 4 9| ;| 1696 
New York ‘4| -332| 7 1043 be 737| 1421 | Soa pr 269; =1957| 10721; 4094 1031} 10394) 3584 soc] trae 18 74 136 ber 325/ ni 352| 41699 
*53) ae 877 ae 1840; 1428) 2638) 3940) 9846) 6826 355} 2385) 9566) 3164 ze 7746 a 3065} 17365 110 a 395 531| 1123 250| 40584 
hio ‘54) 342 372) 3% 766| 1388) 2922) 6617 145) 1288; + 8050) 2919 5805 1834) 13179 88 138 205; = 424) 61| 25524 
'53) 39 i 744| 625| 1539) 2829} 5737] 6523 209| 1492) 8224) 2549 aig 7089 160t 1601} 2179) 13833 6 Mi 261 473 425) 963 61| 30689 
on ‘54) TI 67 47 83 290 487) «1129 29 235) 1393) 412 93 911 362 162; 1940 61 18 7 19} 4210 
‘ 53) Ms 164 83 91 156 457 787; 1014 33 239} 1286} 267 100} 1015 299 317} 1998 19| 42 | 28| 153 45| 4540 
South Carolina ‘S4! yi 52 47 32 88 204) 371 1183 16 105; 1304) 324 56) 138! 253 278) 2292) 4 ‘| 10 17 3 10} 4093 
a 53! i 71 “ 77 491} 841 1134 38 239| 1411] 403 53 1489 256 “ 253 10 6 29 45 37 85 4| 5027 
jakota ‘54 2 31 17 53 185 460 8 52 520 123 22 453 132 795 9 15 12 30 2| = (159? 
‘53 20) it rH 2 85 an 403 7 4 97 514 156 | as 534 3a 896 3 | 3| Hi 4 54 190? 
a ‘531128 a 363 i Aes 7| 6688 1895] 9023) 2270) | 7 1780, | i ize] 42} 10188 mA 733] ol 2900? 
ington *54| 38 0 344 1217 7 212 ra 770 415 10 2494 10) 147 512 
33 naa 182 25 i a 2 615 1072 mate 45 300} 1619 | a 1203 319 315] 2218 9| 23) x " i 166 63} $52? 
i States : S| at 6817; 9615) 6435 11262 172 Sepey| \osees ar 21062| 133217) 45549|  9755| 110613; 37665) 27296! 230878) 147| 877| (1757| 2781! 2980! 7901] 2423) 4403)” 
For s 5017} 10092; 15109) 12629) 10162} 21988) 49218 106859 ue 137360} 39070 8429) 117175| 28475} 35039) 228188) 955| 1630) 2960) eae 5110) 14817) 2304) 50243° 
54| 24360| 58158) 18} 6 102089| 281391| 505190| 925878) taza ‘8 7774 352189| 73715) 928009) 273216) 235905) 1863034 939| = 6430) 13136! 28348| 64332) 17612|3731423 
To Date Ei 49807| 108810} 158619} 108505} 83942) 209227| 406451| 808125) 4815371 168253 879774| 319008} 74642| 915297| 229729| 277772|1816448|  9197| 19135] 33455} 1787 36119| 112318] 23048} 3916232 
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Dealers Are Confident... 





Improved °54 Cleanup 


Increases Optimism 


(Continued from Page 1) 


ceptions — Buick and Chevrolet 
dealers reportedly have the lowest 
stocks in certain areas. 

Probably the best situation pre- 
vails in New England, where the 
early-fall hurricanes resulted in a 
cramping car shortage. There, the 
Big Three is reported in “fine” 
shape and the others are doing bet- 
ter than usual. There has been no 
scare selling and the market as a 
whole is in healthy shape. 

* *~ * 
EALERS in some lines and cer- 
tain areas have done such a 
thorough cleanup job that they are 
entirely out of cars. They are re- 
ported hunting new ’54s in outlying 
dealerships to tide them over until 

the new season opens. 

Others, who are all cleaned up, 
say they could have sold more 
54s, but they aren’t out looking 
for carryover sources. Instead, 
they are concentrating on used 
cars until ’55s are ready to go. 

Other dealers say they are in 
good shape only because they stood 
firm in the face of factory pressure 
aimed at making them take more 
"B4s. 

The biggest problem, according 
to the survey, is unbalanced stocks 
—but that is always true of a clean- 


up period. Dealers don’t seem to be | 


greatly worried over this factor. 
” * * 

NE of the dividends of the 

crackling cleanup is that pessi- 
mistic talk of many of the dealers 
has taken an optimistic turn. Suc- 
cess at the tailend of the season 
appears to be a potent tonic for 
many of the real or imaginary ills. 

In some areas, where only a 
month or so ago dealers were 
singing the blues, the cleanup is 
progressing better than expected 
and the dealers’ tune has changed 
as their position has steadily im- 
proved. 

The profit picture for this period 
varies from area to area. In some 
places it is reported nonexistent. In 
other localities dealers say profits 
during the cleanup are running 
better than they have since spring. 

One dealer pointed out that, 
while his profits are low, thanks to 
heavy business during the year, he 
is in a healthier position than he 
has been for some time. 

* x * 


A COMMON complaint is that the 


cleanup could be even better) 
than it is, profitwise, except that a} 


few quick-trigger operators have 
needlessly been using giveaway 
tactics. 

While most dealers have been 
making price concessions to get 


cleaned out, they have been help- | 


ed, in turn, in many cases by fac- 
tory concessions. 


Profit was of secondary concern 


to a dealer in the Northwest who 
said: 

“We'll sell all our '54 cars, even 
though profits may be slim. We 
figure to take our lumps now, then 
get our salesmen thinking and 
talking and concentrating on the 
55 models and be off to a fresh 
start when they come.” 

Following is a city-by-city round- 
up: 

Minneapolis 

ywae CITIES auto dealers gen- 

erally are having little trouble 
clearing their showrooms of ’54 
models. Most have cleared their 
stock completely and the others in- 
dicated they would be all out of 
cars by Nov. 1. 

“It’s one of the healthiest 
cleanups of the old line that 


ADVERTISEMENT 


FRANCE 


New York business man, well con- 
nected France, position serve responsi- 
ble U. S. manufacturer anxious market 


new invention through prominent 
French distributors of automotive 
equipment. Will represent worthy 

j Proposition abroad in connection with 
necessary enterprising and introduc- 
tion. Box No. AN 507. 








we’ve ever had in this area,” a 
spokesman for a financing insti- 
tution said. 


One Chevrolet dealer reported 25 
cars on hand, but said they would 
be gone before the new model 
makes its debut. 

Many dealers said the earlier in- 
troduction of 1955 models was the 
chief reason for this year’s smooth- 
running cleanup. — (Donald M. 


Lyons.) 
Buffalo 


' 1954-model cleanup in Buf- 
falo has been orderly for the 
most part and indications are that 
most dealers will enter the new- 
model season with new-car inven- 
tories in “normal” condition. 
Some Ford and Chevrolet dealers 
still have larger-than-wanted stocks 
as a result of pressure by manufac- 
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INCREASED 50% thanks 
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turers to get the most out of end- 
of-season business. 

Chrysler dealers generally are 
in good shape due to light fac- 
tory deliveries in recent weeks. 
Pontiac and Buick dealers also 
are reported fairly clean. 

While the cleanup has been far 
better than last year, some dealers 
complain they were forced to move 
54s at virtually no profit. This was 
especially true of Ford and Chev- 
rolet. 

A couple of dealers in other 
makes said they actually have been 
getting fairly good deals because 
of the relative scarcity of cars in 
their lines. More careful planning 
by most manufacturers was credit- 
ed for the improved condition this 
year.—(George E. Toles.) 


Atlanta 


1 is no surplus of ’54-model 
cars in Atlanta. If there is a 
cleanup problem at all, it is a prob- 
lem of scarcity rather than over- 
abundance. 

Ford and Chevrolet dealers re- 
port they would be without new 
cars to sell were they not buying 
them from other dealers outside 
Atlanta. 

Dealers handling all other 
makes also report very low stocks 


for this time of year and say 
they are enjoying “the best clean- 
-up in many a year.” 

All dealers admit they are having 
to discount, but all say they are 
making a small profit. One Chevro- 
let dealer says his profits are dou- 
ble what they were during the 1953 
cleanup.—(E. C. Bash.) 


Seattle 
GENERALLY good cleanup 
prevails in Seattle, although 


profits remain slim. 

Most dealers expect to have their 
floors cleared of ’54s by the time 
the ’55s arrive. Ford and Chevrolet 
dealers, it would appear, have the 
largest '54 stocks on hand, al- 
though they anticipate no trouble 
in cleaning up in plenty of time. 

A Ford dealer said he is well 
ahead of schedule on cleanup, as 
does a Lincoln-Mercury dealer, 
even with new cars still coming 
from the factory. 

A Hudson dealer said he had to 
put in a rush order to the Portland 
warehouse for more cars, and that 
he is keeping profits up, too. 

A Chevrolet dealer summed up 
the general attitude this way: 

“We'll sell all our ’54 cars, even 
though profits may be slim. We fig- 
ure to take our lumps now, then 
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CHECK-POINTS 
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Lincoln Lubricating Equipment has made a 
big contribution to the growth of service 
volume at Brooklyn's largest Dodge-Plymouth 
Agency, says ALLEN A. GOLDRING, President, 
Goldring Motors, Inc., Brooklyn, N. Y. 


“With two individual banks of Lincoln Overhead 
Lubreels, we can service four cars on lifts at one 
time. In just one year, this has contributed to 
increasing sales of our lube jobs 50%! 


LINCOLN ENGINEERING CO., 5709 Natural Bridge Ave., St. Louis 20, Mo. 


get our salesmen thinking and 
talking and. concentrating on the 
’55 models and be off to a fresh 
start when they come.”—(Martin 
Trepp.) 
New Orleans 

OST dealers in New Orleans 

are in good shape and a num- 
ber will be completely out of stock 
when ’55 models are announced. 

Chevrolet and Ford stocks are 
highest, but dealers handling 
these makes do not expect any 
difficulty in disposing of cars on 
hand. 

Dealers handling Chrysler Corp. 
products have the lowest stocks 
and some are completely out of 
Plymouths.—(Gordon Hebert.) 


Birmingham, Ala. 
EALERS in Birmingham say 
the model cleanup is progress- 

ing satisfactorily. : 

The action of Birmingham 
newspapers in allowing dealers 
to advertise 1954 models at the 
local rate has given dealers the 
opportunity to promote the clean- 
up with plenty of ad space. 

While some dealers have run 
sensational “no-profit” ad copy, a 
check shows that on the average 

(Continued on Page 42, Col. 1) 


“Our servicemen like the fact that Lincoln helps 
them get more jobs done faster. They also 
appreciate the neatness and cleanliness made 
possible by the Ceiling Lubreels.” 


eee Send coupon for FREE Booklet! aiinliie 


To LINCOLN ENGINEERING CO. 
5709 Natural Bridge Ave., St. Lovis 20, Mo. 


Please send me free. booklet “PATH TO PROFITS IN THE LUBE 
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54 Cleanup Moving Fast 


(Continued from Page 41) 
they are sacrificing about 75 per- 
cent of normal profit. 
Ford dealers appear to have the 
highest stocks and Chevrolet the 
lowest.—(Stuart Riddle.) 


Miami 


MeAM dealers are having con- 
siderable success in their 
strenuous effort to clean out their 
1954 inventories. They agree that 
conditions are far better than a 
year ago, when the market was 
glutted with '53s even after the '54s 
had been introduced. 

However, high-pressure sales- 
manship is apparent, especially 
in the Ford and Chevrolet lines. 
Buick and Oldsmobile dealers 
probably are in the best shape so 
far as 1954 inventories are con- 
cerned. They report stocks down 
to bedrock. 

Pre-introduction hints as to the 
new Chrysler Corp. lines have re- 
sulted in a tendency for buyers to 
hold off. However, sales have kept 
@ pretty fair pace with deliveries 
and overstocking is not too big a 
problem. 

Some concern is expressed by 
new-car dealers as to the 1955 mar- 
ket as a whole. With a great many 
major changes anticipated, the 
question poses itself as to “repeat” 
customers who are expected to de- 
mand high tradeins on current 
models.—(G. S. Connell.) 


Denver 


perenne are not a great many ’54 
new cars left in Denver, espe- 
cially in the lower priced models. 
Dealers have been busy in cleaning 
up their stocks. 

Denver's four Dodge dealers last 


in all Denver dealerships. 

Dealers in all lines report they 

have not been losing any money in 

cleaning up. They have been using 

newspaper and radio advertising 
extensively.—(Ira Alexander.) 


Oakland, Calif. 
EALERS' in the Oakland area 
are satisfied with the cleanup 

situation. Several said they are en- 
joying the best cleanup in years, 
while others said they are ahead of 
last year. 

Most of the cars are being moved 
with slim profits, although cus- 
tomer traffic is heavy. 

Here is the picture by makes: 
stock normal, profit re- 
tained; Cadillac, no overstock, but 
trading hard; Chevrolet, well bal- 
anced, but deals are thin; Chrys- 
ler, few on hand, profit slight; 


F 


profit. 

Dodge, supplies, low, profit slim, 
many bargain hunters; Hudson, no 
cleanup problem; Kaiser, situation 
very good, deals profitable; Lincoln 
and Mercury, picture very good, 
profit retained; Plymouth, virtually 
sold out, position for new year 
good; Oldsmobile, stocks satisfac- 
tory, not much profit; Nash, stock 
low, definite profit; Packard, nearly 
everything liquidated, profit small; 
Pontiac, stock low, profit varies; 
Studebaker, no problem, sales at 
profit.— (Steve Still.) 


. Providence 


a cleanup of '54 models pre- 
sents no problems to Rhode 
Island dealers because car damage 
by hurricanes created an unex- 
pected late-season demand. 

The situation is generally 
healthy, according to dealer 
spokesmen. Ford, Chevrolet and 
Plymouth dealers are in fine 
shape and the others are doing 
better than usual. 

Dealers, awaiting new models, 
are selling their ‘54s at a profit 
for the most part. There is no 
seare selling and the market as a 
whole is healthy. — (Thomas 

) 


4 Oklahoma City 
AROMA CITY dealers, who 
‘oo learned their —— in _ _ 

in pretty good shape for e 

cleanup. 

Most are confident they can un- 


load 1954 stock before the ’55 
models come out. — (Mary Lou 


Risen.) 
New York 


apr model cleanup is moving 
along smoothly in New York 
City, and although there is no 
difficulty in getting any make, cer- 
tain models of certain makes are 
in short supply. 

Chevrolets and Fords are avail- 
able in quantity, but no market 
glut is discernible. Although 
some Chrysler-line dealers antic- 
ipated shortages before new- 
model time, it is apparent that 
they will have enough cars to go 
through the cleanup period with- 
out running out. 

There appears to be no panic 
this year, as compared with 1953. 
Several said their factory is anx- 
ious to have them take more '54s, 
but that they are standing firm 
and ordering no more than are 
already on the books. 

The only black spot in the entire 
picture is that there is little or 


no profit at this time. Even dealers 
in “hot” lines are moving their 
cars at cost.—(Ed Brown.) 


Chicago 
HE ’54 cleanup is reported to 
be the best in a number of 
years in Chicago. That goes for 
the General Motors, Ford and 
Chrysler lines, as well as for prac- 

tically all the others. 
Representative Chevrolet dealers 
indicate that they will be pretty 
well sold out by the end of October. 
Some Ford dealers are said to 
be having slightly more difficulty, 
but the consensus is that inven- 
tories are low and that the 
cleanup is proceeding at a fast, 

orderly pace. 

Buick and Oldsmobile are not at 
all concerned about disposing of 


not find it quite as simple. 
A shortage of Plymouths is re- 


ported, with dealers said to be on| > 


(Continued on Page 43, Col. 1) 









urtice in Denmark— 


Prince Axel of Denmark (right) is greeted by Albin Madsen (center), general 
all their 1954 cars. Pontiac may| manager of the Danish GM section, at a party given by General Motors International 
A/S in Copenhagen in honor of Harlow H. Curtice (left), GM president. 


Reception for C 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
IVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


lining up big, 



































































Farmers often use a homemade 
device like this, an ordinary level 
rigged with a mirror, to lay out 
contour lines. Ahead is a helper 
with a target rod and the line is 
staked at 50- to 100-foot intervals. 
Cost of conservation projects is 
returned quickly in increased yields, 
frequently amortize the investment 
the first year. Besides, wide diver- 
sification is the basis of sound land 
management, and a practice that 
has helped make Pennsylvania a 
top-third state in farm income. 























rel 
ut 


r- 


iM 





‘Dealers Are Confident . . . 





AUTOMOTIVE NEWS, OCTOBER 11, 1954 


Improved ’54 Cleanup 


Increases Optimism 
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hunt for sources of new ’54 
models. 

Studebaker dealers say they are 
in very good shape. Some indicate 
they could have sold even more 
1954 models. Some Nash dealers are 
said to be trying to get additional 
ears, reporting that the past two 
months have been the best in a 
year and a half. 

Dealers generally say they are 
making some profit, although 
“giveaway” advertising has hurt 
business for legitimate operators.— 
(George Barclay.) 


Jefferson City, Mo. 


E of the most satisfactory 
cleanups in history is in the 
making in Central Missouri. There 
are few giveaway deals as com- 
pared with metropolitan areas. 
Ford, Chevrolet and Buick 


have the most cars on hand, but 

when new models are announced, 
they may have fewer left than 

Packard, Willys, Kaiser, Nash 

and others with small stocks 

now. 

Most small dealers appear to be 
making some profit on their deals, 
thanks to factory concessions. 
(L. H. Houck.) 


Boston 


ENERALLY both Ford and 

Chevrolet dealers in this area 
have had a fine year in overall 
volume and expect to clean out 
10 days to two weeks before ’55 
models go on display. 

A leading Ford dealer said that 
per-unit profit is down, but that 
almost all Ford dealerships are in 
a healthier spot than they have 
been in past years. Much the same 





Membership Drive in Brooklyn— 


Members of the Brooklyn and Long Island Automobile Dealers Assn. met at a 
luncheon in Brooklyn to discuss plans for a membership campaign. Among those 
attending were Harold Perfit, George Ashdwon, Ray Menendez, Chris deNeergaard, 
Ray Palmer, William Frame, William Amerling, LeRoy Smith, Daniel Sullivan, Herb 
Yan Scoy, Chris Truelson, John Hayes and Henry Eisenhauer. 





still have cars on hand when new 
models are out — despite lower 
profits and high trade allowances. 


picture is reported for Chevrolet. 

Buick sales are good in some 
spots, but other dealers report 
that they are loaded and will 





Plymouth sales are slow with 





(Percent Farm Cash Income Received Each Month) 





81% 78% 8.1% 
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Based on eight-year study of Pennsylvania Farm Income 
(Government payments not included) 


Advertise in Pennsylvania where it’s PAYDAY all year ‘round! 


steady sales for you 
in Pennsylvania! 


More sales are in sight for you.. 
sales. Pennsylvania farmers have more 
money to spend —all the time — for the 
products you sell. First, they grow a bigger 


variety of crops than farmers 


states. Secondly, they’re quick to adopt 
modern conservation practices to boost 
yield. That keeps the dollars coming in 
steadily in high volume every month of 


the year. 


For methods that best suit his operations 
the Pennsylvania farmer depends on his 
home-edited farm paper — PENNSYLVANIA 
FARMER. That explains the overwhelming 


THE OHIO FARMER 
Cleveland, Ohio 


MICHIGAN FARMER 
East Lansing, Michigan 





. steady 
read by 4 out of 
families. 


in most 


cost... 


advertising action! 


preference for PENNSYLVANIA FARMER, 


5 Pennsylvania farm 


Asan advertising medium PENNSYLVANIA 
FARMER has all these advantages — low 
broad coverage .. 
by families with big, steady incomes. No 
wonder PENNSYLVANIA FARMER gets 


. high readership 


Get the full selling story on PENNSYL- 


14, Ohio. 


VANIA FARMER and two similar publications 
in similar markets, THE OHIO FARMER and 
MICHIGAN FARMER. Write T1013, Cleveland 





Harrisburg, Pennsylvania 
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most dealers confiding that cus- 
tomers are waiting for 1955 models. 

Pontiac dealers expect to be 
fairly well cleaned up by the time 
the new model arrives, but volume 
and profits are down. — (Harry 


Stanton.) 
Dallas 


EALERS in the Dallas area are 

steadily improving their inven- 
tory position as the model cleanup 
moves toward its close. 

Progress is much better than 
expected a month ago and margins 
on trades have been improving 
along with a firming market for 
used cars. 

Only in a few makes are deal- 
ers wrestling with uncomfortable 
stocks and these figure they will 
be in fair shape by new-model 
time. Ford and Chevrolet seem 
to have the highest stocks, and 
there appears to be more than 
the normal number of Buicks in 
inventory. 

Cadillac, Studebaker, Chrysler 
and DeSoto appear to be in the 
best shape, although there are no 
real problems in any line. 
(Charles Cates.) 


Plymouth 
(Continued from Page 6) 


pipe can be removed by cutting it 
away from its union on the right 
side assembly and capping and 
welding the hole. 

Plymouth will offer a four- 
barrel carburetor as optional 
equipment. I¢ will utilize two 
barrels under normal o 
conditions and release the other 
tw 


tor will open all four barrels. 


A torsion bar principle has been 
applied to the trunk lid. The lid 
will remain in whatever position 
desired by the use of adjustable 
torsion bars rather than a spring 


mounting. Ree 


WERHAPS one new change will 
have to be ironed out service- 
wise. 


The shock absorbers are mounted 
inside the coil springs in the front- 
end assembly. While it is said that 
this presents no difficulty to greas- 
ing and lubricating, it will un- 
doubtedly call for new procedures 
in replacing and adjusting. 


Obituaries 


Water F. Weathers 


HATTIESBURG, Miss.—Walter Franklin 
(Buck) Weathers, 46, engaged in the auto 
business here since 1937, died unexpectedly 
Sept. 24. He formerly operated Packard 
and Nash dealerships. At the time of his 
death, he was with Barron Motor Co. 

s * a 


Albert Squyer 
URBANA, Ill. — Albert R. Squyer, de- 
signing and consulting engineer for Weaver 
Mfg. Co., died Sept. 28 at Carle Clinic 
Hospital here. 
. * s 


Cornelius P. Moore 

LOUISVILLE. — Cornelius P. Moore, 
former auto dealer, bank president and 
distiller of Bardstown, Ky., died here Sept. 
30, following a heart attack the previous 
day. He was 71. Formerly head of the Tom 
Moore Distillery, in Bardstown, Mr. Moore 
was in the auto business during the na- 
tional prohibition era. 

* . & 


Thomas L. Foreman 
NORTH AUGUSTA, 8. C. — Thomas L. 
Foreman, 80, retired auto dealer, died 


Sept. 25. 
oo 8 


Oscar Reinsdorff 
SEATTLE.—Oscar Reinsdorff, 63, 
manager for Ryan Cadillac Co., died in a 
hospital following a heart attack. He had 
spent some 35 years in the auto industry. 
. ® ” 


Floris Nagelvoort 
SALT LAKE CITY.—Floris Nagelvoort, 
76, former automobile dealer in Seattle, 
Wash., died here while on his way to spend 
the winter in California. 


early 1930s. He was a past president ft 
both NADA and the Seattle Automo! 
Dealers Assn. 
~ a s 
Lewis A. Burke 
OTTAWA.—Lewis A. Burke, 
manager for Capital Motors, 
after a lengthy illness. 
* > + 


Earl (Doc) Greiner 


PEMBERVILLE, O.—Eari (Doc) Greiner, 
44, auto auction operator in Toledo since 
1947, died here at his home Oct. 1 soem 


sales 
died 


49, 
Ltd., 


1930s, and slate the Wey Sb Sere ae 
lots in Toledo. He started his auto 

in 1947. Recently, he had sold bis San 
besipe to Don Rogers of Fort Wayne, 
ind. 
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President Line Is Revived . . . 


Studebaker Ups Power for °55 


(Continued from Page 8) 

1942. During this time 140,000 
Presidents were assembled. 

Studebaker officials say that the 
President has held every stock-car 
speed and endurance record from 
3,000 to 30,000 miles. 

Top demonstration of the car’s 
endurance was made at the Atlan- 
tic City track in July, 1928, when 
four Presidents—two roadsters and 
two sedans—traveled 30,000 miles 
in less than 30,000 minutes. 

a + + 


Economy Cited 


OMMENTED Vice - President 

Whittaker, “From the incep- 
tion of the President line nearly 30 
years ago, it was the purpose of 
Studebaker engineers and design- 
ers to keep it abreast of the needs 
of the owner who demanded the 
prestige and satisfaction of a really 
fine car—but also insisted that his 
automobile and its operation fit 
into a businessman’s budget.” 


Studebaker engineers have 
achieved high horsepower in the 
new power plants with relatively 
small cubic displacement. 

This has been done by designing 
the engines to make maximum ef- 
fective use of each fuel charge, and 
by ample manifolding to permit 
free passage of intake and exhaust 
gases. 

+ * . 

Engines Long Tested 
f ter spokesman said the engines 

have been run for thousands of 
hours in dynamometer tests during 
their development, as well as for 
thousands of miles of travel on the 
Studebaker proving grounds. 

The new Wildcat engine in the 
President series, under develop- 
ment for six years, is virtually 
“square,” with a stroke of 3% 
inches and a bore of 38 9/16 
inches. 

The Pacesetter engine has a 
stroke of only 2 13/16 inches and a 


g on the new engines, | bore of 3 9/16 inches. This short 


a Studebaker spokesman said the 
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| VITAL PROTECTION 


stroke means much less piston 





Small, metallic particles are constantly flak- 
ing off moving parts in engines, transmis- 


sions, and rear axles. 


A strong, permanent magnet in the LISLE 
PLUG attracts and holds these metal parti- 
cles, prevents them from circulating in lub- 
ricants, This eliminates a common cause of 
costly, premature wear. 


Replace 
Ordinary 
Plugs 
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LISLE ; 
PLUGS 


Pee Ch 7 
IRON and 
STEEL 
t-te il dis 
from Oil 









SME eatin 


CLARINDA, 


Sample 

LISLE PLUGS 
sent at 

no cost to 
you for 
testing. 
Simply state 
size and type 
of plug 
desired. 


IOWA 


travel, thereby reducing wear on 
pistons, rings and cylinder walls, 
it is said. 

The Champion engine has a 
stroke of 4% inches with a bore of 
three inches. Larger main bearings, 
and a heavier crankshaft that is in 
perfect balance reduce engine vi- 
bration to a minimum. The com- 
bustion chamber is designed to re- 
duce excessive or sudden pressure 
rise, resulting in quieter operation 
and more efficiency. The engine is 
mounted in new angle-type engine 
mounts to provide quieter, smooth- 
er operation. 

* + * 


Inverted Fuel Pumps 


ro pumps on all engines are 
inverted to reduce the possibili- 
ty of vapor lock. The fuel pump on 
the V-8 engines is located on the 
camshaft timing gear cover, thus 
reducing the height that the fuel 
is lifted. Compression ratio in all 
engines is 7.5 to 1. 

Radiator designs of all cars 
have been improved to prevent 
the loss of coolant due to high 
engine temperature. Radiator 
pressure caps of the atmospheric 
vented type retain up to 13 
pounds internal pressure. Because 
of the higher pressure tolerance, 
the engine coolant does not va- 
porize at normal boiling temper- 
atures. 

Heat dam pistons are on all three 
engines. They have a wide area be- 
tween the top of the piston and the 
top ring which confines heat to the 
combustion chamber, thus protect- 
ing cylinder wall lubrication, and 
increasing ring life. Pistons are of 
lightweight aluminum alloy. 

Air cleaners and silencers have 
been tuned to more effectively 
dampen air intake noises. An oil 
bath cleaner is standard equip- 
ment on Commander and Cham- 
pion engines, with the oil bath type 
being optional. 

- 


New Trucks 


TUDEBAKER also is introduc- 

ing its most complete line of 
trucks in history—seven new mod- 
els with a wide selection of power 
plants and transmissions, plus nu- 
merous options of rear axle ratios. 

Automatic Drive transmissions 
with the economical direct drive 
feature in high gear are available 
at extra cost on the most popu- 
lar %-ton and %-ton models. 
New five-speed transmissions 
with either direct drive or over 
drive are available as options on 
the heavier models. 

The 1955 Studebaker trucks have 
three new engines: The 175-horse- 
power Power-Plus V-8 in the two- 
ton models; the 140-horsepower 
Econ-o-Miser V-8 in the %-ton, %- 
ton and one-ton models; and the 
Econ-o-Miser Six in the %-ton and 
%-ton models. 

Ranging in gross weights from 
4,600 to 12,000 pounds, the °55 
trucks have wheelbases ranging 
from the 112-inch pickup chassis 
to the 212-inch heavy duty chas- 
sis. 

A company official said the com- 
bination of Automatic Drive trans- 
missions with the 140-horsepower 
engine is one of the greatest engi- 
neering advancements Studebaker 
has ever offered, especially to op- 
erators of delivery vehicles which 
are so subject to stop-start driving. 

7 * 


* * 








S-P Board Gets Down to Business— 


Directors of Studebaker-Packard Corp. hold their first meeting. Attending the New 
York session are (from left) James McMillan; John H. Watson jr.; Homer A. Vilas; 
John Hertz; Edwin Foster Blair; Paul G. Hoffman, chairman of the board; James J. 
Nance, president and chief executive officer; H. S. Vance, chairman of the executive 
committee; Hugh J. Ferry; L. Z. Morris Strauss; W. Tom ZurSchmiede; Maurice T. 
Moore, and ae G. ~_— Not pictured are J. Russell om - — C. Anthony. 


* 


S-P Eyes 300,000-Car Year 
With ‘Profit to Dealers’ 


By Bob Sheldon 
Associate Editor 

EW YORK.—Studebaker-Pack- 

ard Corp. hopes to double its 
current market share, and then 
some, in a 1955 car-selling program 
guided by the necessity of “a profit 
to our dealers.” 

Plans for a 300,000-car year 
were sketched last week by James 
J. Nance, president, after the 
first meeting of the newborn 
amalgamation’s board of direc- 
tors. 

The first step to generate greater 
buying enthusiasm was taken, said 
Nance, when the promised across- 
the-board slash in Studebaker 
prices went into effect with the in- 
troduction of 1955 models. 

*” * * 


COMPLETE list of Studebaker’s 

new advertised-delivered prices, 
reflecting reductions of $37.23 to 
$287.23 from 1954 prices, appears at 
the end of this story. 

Nance estimated the industry’s 
1955 car production at 5.4 million, 
and S-P’s goal of 300,000 would 
represent about 5.6 percent of 
that total. 

Registration reports for the first 
eight months of this year put 
combined Studebaker and Packard 
sales at 92,680, or approximately 2.5 
percent of the 3,731,428 cars sold. 

” ” +. 


ANCE told of his recent meet- 

ings with Studebaker dealers, 
declaring that he was impressed 
with their “high caliber.” 

“They are solid financially,” 
he said, “and I believe that, in 
spite of the rough time of this 
year, they are full of fight. 

“They are not downhearted—just 
the opposite. They are lean and 
hard, and I think that is an impor- 
tant point because some dealers 
have had pretty easy sailing and 
they have yet to buckle down to 
real hard selling. 

“These dealers have already had 
to come to that some months ago, 
so. we feel that they are in a posi- 
tion to take this 55 line and our 
new competitive prices and really 
do a selling job in ’55.” 

” * 


ANCE said there was no 1954- 
model cleanup problem at the 


Among Offerings in '55 Truck Line— 


Seven new trucks have been introduced by Studebaker for 1955. Three new engines 
are available which, combined with the Automatic Drive transmission, are said to 
provide economy, power and ease of operation. The trucks range in gross weight 


from 4,600 to 12,000 pounds. 






factory in either the Studebaker or 
the Packard line. 

He said that Studebaker’s field 
inventories were down to “a bare 
minimum of less than two cars 
per dealer,” and that Packard’s 
sellout program was proceeding 
on schedule. Packard is not ex- 

ted to announce new models 
before the first of the year. 

Dealer new-car stocks in the in- 
dustry as a whole appear to be in 
healthy condition, Nance said, re- 
calling that a year ago, “when 
there should have been the normal 
tapering-off for a model change, we 
had this pushup in production 
which led eventually to oversupply 
and demoralization of the market.” 

” * * 


TUDEBAKER now has about 

2,500 domestic dealers and 700 
export dealers, Nance said, and 
Packard has some 1,325 domestic 
dealers and 250 to 300 export deal- 
ers. 

“No effort has yet been made 
to effectuate duals between the 
two lines, so any duals that now 
exist,” he said, “for all practical 
purposes existed before the amal- 
gamation.” 

Nance said that announcement of 
the merger had created new confi- 
dence among both customers and 
dealers. Retail sales are up 50 per- 
cent, and franchise applications are 
being received, he said. 

The industry climate is favorable 
to a return of business statesman- 
ship and integrity in place of the 


“fire-sale” and “giveaway” mer- 
chandising of the last 12 months, 
Nance said. 

+ * 7 


a INTEND to contribute our 

full share to keeping the cli- 
mate favorable,” he added, “selling 
the maximum of cars but doing it 
with a profit to our dealers.” 

Other S-P aims, it was indi- 
cated, included obtaining more 
defense - production orders and 
boosting truck sales volume. 
Truck prices, it was noted, have 
been reduced $30 to $100— the 
second cutback this year. 

The board of directors’ session, 
Nance said, was primarily an or- 
ganization meeting. Officers of the 
old Studebaker Corp. and Packard 
Motor Car Co. were elected to cor- 
responding positions with Stude- 


|| baker-Packard Corp., and final ap- 


proval was given to S-P’s $70 mil- 
lion loan project. 
ok eZ * 

ANCE’S teammates in the new 

S-P structure are Paul G. Hoff- 
man, chairman of the board, and 
H. S. Vance, chairman of the ex- 
ecutive committee. 

In reply to a question, Hoff- 
man said he saw no need for 
any Government curbs on com- 
petition to protect smaller mak- 
ers. 


We are perfectly willing to take 
competition just as we find it,” he 
said. “We aren’t dependent upon 
any antitrust investigation that 
might run its course in 10 years, 
because we obviously have got to 
fight this battle now and win it in 
the next year.” 

Later, explaining how S-P will 

(Continued on Page 46, Col. 1) 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week dan, 1 
Ended Same Ended Oct., Te 
Oct. 9, Week, Oct. 2, 1964, Oct. 106, 
1954 1953* 1954* To Date 1953* 
AMERICAN MOTORS 2,305 2,783 2,239 2,767 178,191 177,354 
EIU | ccbectsapnctonscivtiects 835 935 837 1,007 Ss «64,808 =. 25 552 
SIS, ic bessinasisessiestoseivhess 1470 §=1848 1,402 1,760 113,388 51,802 
CHRYSLER CORP. 2,500 22,141 810 2,800 987,316 463,765 
MD sicvescesccvnsesssivenee 210 3=_ 1,616 60 240 127,526 67,091 
Se ee 90 ee 90 100,527 45,985 
SIE aheticadnovsedsloesensiicin 950 5,894 165 1,010 242,142 86,869 
Plymouth 2.0.00... 1,250 14,023 585 1,460 517,121 263,820 
FORD MOTOR ............. 27,920 38,611 33,968 35,152 1,190,976 1,375,662 
SU oils wesitoscisiticcsstetecs 22,100 29,878 26,756 27,632 910,744 1,127,642 
MII cscs cs cocssoesessesencoch ae 505 656 35,178 30,219 
DUONG oaks issn sessescescsess 5,350 8733 6,707 6,864 245,054 217,801 
GENERAL MOTORS . 33,060 50,284 24,585 38,008 2,344,144 2,189,438 
I Dies csidesnsistocnobc 9,015 8837 11,408 11,297 424,850 427,125 
IND = naicicsesocscssscsesenss 2,580 1,281 2,534 3,033 84,391 97,131 
Chevrolet ................... 8,400 30,455 736 8,620 1,221,204 1,062,899 
Oldsmobile 9,915 3,308 9,757 11,708 273,461 344,984 
ae 3,200 6,403 150 = 3,350 +9=340,288 257,299 
KAISER MOTORS ...... 110 485 204 151 57,907 ~=—-:15,315 
EY Ace inii sigs Cae eaeeee:, OGtiian «Ovo 19,692 5,803 
| SE eee 110 485 204 151 38,215 9,512 
BE CIEE s «sa scsescssssosseeyeces 2,205 2,176 2,205 2,626 282,518 82,790 
UI, Sakic ctiStcslaiadvacds” Sateen Seca 2") ekailebe- <mngebied 74,152 25,433 
Studebaker .................. 2,205 2,176 2,205 2,626 158,866 57,357 
Total Cars, U. S. ........ 68,100 116,480 64,011 81,504 4,991,052 4,204,324 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Oct., Te To 
Oct. 9, Week, Oct. 2, 1954, Oct. 10, Oct. 9, 
1954 1953* 1954* To Date 1953* 1954* 
CHEVROLET ............ 5,100 6,178 5,357 6,228 302,103 259,471 
DIAMOND T. ................ 60 152 51 710 6,772 2,460 
RO cssissstsncnsseststecs ss 40 80 40 48 2,515 2,435 
II) did lccuscsvossdecsecsess 2,250 1,907 2,257 2,701 81,267 70,745 
SDURTS saseeSesscccossoseccco <onisoocs a ee ee 1,710 2,049 
FORD 2,990 8485 3,652 3,689 246,060 232,366 
SE ee 1200 1,403 1210 1,442 94,134 61,080 
INTERNATIONAL .... 1605 2,378 1,543 1,911 99,462 75,667 
oo 140 180 170 174 9,234 5,085 
ST attests scascionseosses 50 291 50 60 12,658 6,206 
STUDEBAKER ........... 335 192 340 403 31,155 10,060 
MID scccsavvscvcssccscncecsoss 225 285 91 243 11,224 8,172 
Sc ccsncosensacccconse 1940 2,117 2,023 2,343 68,092 52,439 
MISCELLANEOUS ...... 70 250 71 84 11,654 4,078 
Total Trucks, U. S..... 16,005 23,916 16,855 19,396 978,040 792,313 
Total Cars, Trucks, 
MMR Ts Casco comaticircens 84,105 140,396 80,866 100,900 5,969,092 4,996,637 
Total Cars, Trucks, 
CameGn «© .iii......:.....: 8,150 8840 2,629 4,276 385,385 303,261 
Grand Total, 


Cars and Trucks, 


U. S. and Canada .. 87,855 149,236 


83,495 105,176 6,354,477 5,299,898 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


54 Output Tops 5 Million 
As Weekly Pace Rises 


(Continued from Page 1) 


second quarter and 27.3 percent | weeks, and Hudson and Nash, both 


above last year’s like period. 

Chrysler Corp. posted declines of 
58.1 percent and 68.2 percent, re- 
spectively; Ford Motor was down 
9.1 percent and 15.1 percent; Gen- 
eral Motors dropped 24.2 percent 
and 15.1 percent; Kaiser-Willys de- 
clined 90.7 percent and 94.0 percent, 
and Studebaker-Packard was down 
29.7 percent and 75.5 percent 


STILL to close for changeover are 
Oldsmobile and Buick, both of 
which will go down in about two 





Auto Stoe 

Oct. Sept. 1954 

6 29. High Low 
Am, Mtrs. 10% 10% 14% 10 
Chrysler 67% 69% 170 56% 
GM 9134 923% 94% 58% 
Kaiser 2% 2 2% 1% 
Packard _........ Oh: 232 ype 
S-P 13 19% 13% 11% 


Average 37.07 32.77 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





in December. 

Also down now are Packard and 
Kaiser-Willys. Packard closed Sept. 
10 for 45 to 60 days, and K-W has 
been down since June 30 but has 
been producing a few cars for ex- 
port. K-W has set no date for start’ 
of 1955-model output. 

The Big Three so far this year 
has turned out 95.8 percent of the 
car total. General Motors has ac- 
counted for 52.1 percent, Ford 
Motor for 32.7 percent, and Chrys- 
ler Corp. for 11.0 percent. 

The Canadian industry last week 
produced the 300,000th vehicle of 
the year, almost three months be- 
hind the same milestone vehicle of 
last year. 

Canadian output climbed last 
week as GM returned to produc- 
tion following a month-long shut- 
down. Chrysler of Canada, which 
halted car output in August, will 
get under way in another week. 

~ * * 


OTES: The Buick-Oldsmobile- 

Pontiac plant in Atlanta has 
started a program of progressive 
hiring in order to add a second 
shift about Nov. 1. ... White boost- 
ed output last week after complet- 
ing inventory taking. 


Sights Record Buick Year .. . 


Wiles Bars Output Cuts 


=, As Road to P’ rof its 


(Continued from Page 1) 


petitive strength of the product 
which they have to sell.” 
+ * 


—— said: “I would like to 
examine this idea with you 
briefly, because the day we yield 
to this philosophy our troubles will 
multiply, instead of disappear. 

“There are two big reasons why 
this is not the answer. 

“First, it is illegal. Second, it is 
bad business. 

“It would not be illegal, for 
example, if Buick alone were to 
reduce production. But what 
would this accomplish? We tra- 
ditionally account for about 10 
percent of the industry. Suppose 
we decided to cut our production 
20 percent. That would only be 2 
percent of industry production. 

“In units, it would be less than 
the reduced 1954 production of one 
of our major competitors (Plym- 
outh). Such a reduction did not 
create a sufficient shortage to solve 
their problems. And I doubt that 
it would produce an increased 
profit per car for Buick dealers— 
and surely not enough of an in- 
crease to offset the added cost of 
spreading the dealer’s fixed ex- 
penses over a 20 percent smaller 
number of units. 

* * * 
What brings us to the conclusion 
that—for any cut in production 
to be effective—it would have to 
be industry-wide,” Wiles said. 








Says... 


Jack Fagan of 
Jack Fagan, Inc. 
230 So. 7th St. 
Phone 1073 
Delavan, 
Wisconsin 
Population 
4007 


“And any time a whole industry 
enters into an agreement to limit 
production in order to bolster 
prices, it will find the Department 
of Justice taking action, because 
such a combination in restraint of 
trade openly violates the Sherman 
Anti-Trust Act. As I said, it’s 
illegal. 

“But what is more important, 
to my way of thinking, is the fact 
that this would also be bad busi- 
ness. 

“The production level of the 
automobile industry bears a close 
relationship to the economic wel- 
fare of our country. If the auto 
industry were to eliminate, will- 
fully, some such figure as 20 per- 
cent of its annual production, the 
decreased employment resulting 
therefrom would automatically 
reduce the ability of the retail 
market to purchase this smaller 
production of cars. 

“It would mean a layoff of au- 
tomobile workers, of steel workers, 
of rubber workers, of glass work- 
ers, and so on out through some- 
thing like 20,000 suppliers to the 
automobile industry. The chain 
reaction, resulting from such wide- 
spread layoffs, would have a disas- 
trous effect on the entire economy. 

“So this idea—of arbitrarily re- 
stricting industry production to a 
point where everyone is assured 
of a handsome profit—sounds to 
me like the cure that killed the 


With 
an 





Sd 


Jack Fagan 


INLAND RADIATOR 


DEPARTMENT 
in Only 8 months— Only I aes 
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patient. And when I read that the 
automobile industry is ‘suffering’ 
from over-production, it is as sensi- 
ble as saying that America ‘suffers’ 
from a high standard of living. 
For the business man’s natural 
competitive urge to make and sell 
all he can is the spur that keeps 
our employment at such high 
levels. We must never forget that 
our automobile plants produce two 
products of great importance to the 





economy — horsepower and pur- 
chasing power.” 
* * * 


ES noted that while tetal in- 
dustry sales declined more 
than three percent during the first’ 
seven months of 1954, Buick’s sales 
increased 10 percent in the same 
period to reach “the highest per- 
centage of industry in our genera- 
tion.” 

Wiles said that the nation’s 
business decline definitely has 
ended and prospects are that 
business will improve in 1955. He 
based his optimistic look on three 
factors: 

1. Consumer purchasing power, 

after taxes, continues to gain. 


2. A daily population increase of 
7,700 persons assuring a growing 
demand for automotive transpor- 
tation. 


3. Technological advances make 
possible greater values for the dol- 
lar than ever before. 

Wiles said Buick will have 
completed its portion of General 
Motors’ billion dollar expansion 
program early next year when 

all of its plant facilities will be 
balanced out to produce more 
than 500,000 cars annually with- 
out excessive overtime. 

Wiles noted that since 1941 Buick 
has nearly doubled its plant capac- 
ity in Flint, from 5,300,000 to ap- 
proximately 9,000,000 square feet. 








or 


Sales Mgr. Frank Spoerle 


“Our return on our investment has been excellent. It paid for 
itself faster than any other equipment we have. As for space, we 
utilized a former car-wash stall which everyone knows can’t pro- 
duce that many dollars. Inland properly trained our man and 
when I say properly I base that on the amazing small percentage 
of comebacks. And, Inland trained him at no extra charge.” 


Few automotive services offer such a potential for new and ex- 
panded business. Of the 60-million vehicles in the U.S., over 
15-million require radiator service yearly. Inland-developed equip- 
ment allows operators to employ highly profitable production 
methods. And Inland, world’s largest manufacturer of radiator 
repair equipment, offers the only complete package — equipment, 
training, merchandising. 


Why Watt? 


Start by investigating this now. The 


of your time. 
be amazing! 


Fill out coupon now for your 
free copy of “Blueprint For 
Profit." Gives details and 
prices of required equipment 
and experiences of other 
operators. 


Inland Mfg. Co., 1108 Jackson St. 


Omaha, Nebraska 


| 
most it can cost you is a few minutes j 
t 





And the reward can 


Pissing cetccieneecie 


Reda icra 


oil axhsatiecnoenss 


If Dealer, make of car sold____ 


Inland Manufacturing Co. 
1108 Jackson St., Omaha 8, Nebraska 


Please send free booklet ‘Blueprint for Profit."* 


CTI 


Are you now operating a radiator shop ([] Yes 


Dept. AN-10 
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P.S. — Mail Coupon Now. Take Advantage of New Models At Lowest Prices Ever! 
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Nance Hails Retailers’ Spirit a > 


S-P Eves 300,000 Cars, 
Dealer Profit in ’55 


(Continued from Page 44) 


endeavor to compete on equal terms 
with the giants of the industry, 
Hoffman said: 
* 7 * 

“WE HAVE got to give the pub- 

lic cars that are somewhat bet- 
ter styled, somewhat better engi- 
neered, somewhat better built, and 
priced not over a shade above the 
prices of the mass producers.” 

Studebaker’s price cuts for the 
1955-model run do not extend to 
certain major items of optional 
equipment. 

Automatic Drive for the Cham- 
pion series remains at $216, includ- 
ing Federal tax. On the Com- 
mander and President models, it 
is $226.50. 

Overdrive is $105.35 on the Cham- 
pion and $118.25 on the others. 
Power steering is $134.38 on all 
models. Power brakes, a new item 
for '55, will be $94.96. 


LLOWING are Studebaker’s 
advertised-delivered car prices: 


Champion Custom 
MODEL 1955 1954 
4-door sedan $1,730.00 $1,801.11 
2-door sedan 1,685.00 1,758.07 
Champion DeLuxe 
4-door sedan 1,830.00 1,918.18 
2-door sedan 1,780.00 1,875.18 
5-pass. coupe 1,845.00 1,971.93 

wagon 2,150.00 2,187.23 
Champion Regal 

4-door sedan 1,925.00 2,026.29 

2-door sedan None 1,983.29 

5-pass. coupe 1,945.00 2,080.04 

2,085.00 2,241.29 

Station wagon 2,255.00 2,295.33 
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HELP WANTED 


SALESMAN—EXCELLENT opportunity for 
salesman, calling on new car dealers, to 
sell a strong repeat order line of trailer 
hitches and top carriers, both in the uni- 
versal utility ane. and custom under- 
neath bar type “hitch. Constant repeat 
business permits rapid building of good 
income on commission basis. Please ad- 
vise territory now covering and experi- 
ence. Must have good references. Foote 
Industries, 1010 8S. Washington Ave., 
Lansing, Mich. 


LEASING MANAGER FOR new car lease 
company. Located in midwest metropoli- 
tan area. It offers tremendous potenti- 
ality for car leasing. The man we have 
in mind has had executive experience in 
the field and would be capable of devel- 
oping and handling a leasing operation 
with a minimum of 500 units. Compen- 
sation will be commensurable with the 
job. Box 4202, c/o Automotive News, 
Detroit 26. 
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Commander Custom 


4-door sedan 1,885.00 None 
2-door sedan ........ 1,790.00 None 
Commander DeLuxe 
4-door sedan 1,935.00 2,179.18 
2-door sedan 1,885.00 2,186.13 
5-pass. coupe 1,950.00 2,232.88 
Station wagon 2,260.00 2,447.88 


Commander Regal 


4-door sedan 2,085.00 2,287.23 
2-door sedan 2,055.00 2,340.98 
Hardtop 2,215.00 2,502.28 
Station wagon 2,365.00 2,555.98 
Land Cruiser 
4-door sedan None 2,438.28 
Regal Land Cruiser 
4-door sedan None 2,533.28 


President DeLuxe 
4-door sedan 2,245.00 None 
President State 


4-door sedan 2,315.00 None 
5-pass. coupe 2,240.00 None 
Hardtop 2,390.00 None 


Ellenboro Seat Covers 


Get NYCAR Trademark 


NEW YORK.—Registration with 
the U. S. Patent Office of the trade- 
mark “High Tensile NYCAR Beau- 
tywear Automotive Fabric” for its 
auto seat cover material, was an- 
nounced last week by Ellenboro 
Mills, Inc., a division of Neisler 


Mills, Inc., Kings Mountain, N. C. 


NYCAR made its entry into the 
automotive seat cover field early 
this year. 


HELP WANTED 


GENERAL SALES MANAGER, Chevrolet- 
Oldsmobile, county seat, city of 20,000 
in northern Ohio. Need aggressive man 
with proven record of handling entire 
sales operation on a volume basis at a 
profit. Compensation open, depending up- 
on your background and abilities. Ready 
now. All replies held in strict confidence. 
A grand opportunity for a worker to go 
places with Chevrolet and Oldsmobile. 
Kindly furnish full information, includ- 
ing experience, income and recent photo- 
graph, to Box 4178, c/o Automotive 
News, Detroit 26. 


EXPERIENCED FORD PARTS manager 
wanted—northern New York area. Good 
salary and working conditions, old es- 
tablished firm. Box 4177, c/o Automotive 
News, Detroit 26. 


SALES REPRESENTATIVE 
OPPORTUNITY 


Nationally known, basic poppet valve 
manufacturer, has several lucrative terri- 
tories available for aggressive represen- 
tatives to sell an established valve rebuild- 
ing service direct to marine, industrial 
and other heavy duty internal combustion 
engine users. 

Must be calling on this class of trade 
now. High commissions paid. No objec- 
tions to other lines. Our personnel knows 
of this advertisement. 

Write outlining territory covered and 
lines now carried. All replies held in con- 
fidence, Box 4217, c/o Automotive News, 
Detroit 26. 





HELP WANTED 


Automotive General Manager 
or General Sales Manager 


For Executive Position in Automotive Manufacturer's 
Field Organization. 


One of the “Big 3'’ automotive manufacturers seeks a capable 


man for an executive position 


in its field organization. He is 


now a highly successful general manager or general sales man- 
ager for a high volume dealership. This is an unusual opportunity 
for an ambitious, well qualified applicant to earn a high execu- 
tive role within the company or a dealership of his own. Only 
those who send complete personal data and business history 
will be considered. All replies will be held in strict confidence. 


Box 4219, c/o Automotive News, Detroit 26. 











CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 


to California. RATES: TWENTY CENTS (20c) 
IN ADYWANCE OF 
Add One Dollar 
Replies to Box Number ads 
$11.20 per 


10c PER WORD 


OT Merle 3S 


PAYMENT 


at regular rates 
of Automotive News 


received. Display ads 


To 
OF PUBLICATION DATE 
WANT AD DEPT., 








FORD 
GENERAL 
MANAGER 


For 2,000 car Ford dealership in large 
middle-west city with excellent one loca- 
tion facilities. Excellent opportunity. Sal- 
ary and percentage of profits. Owner will- 
ing to sell part interest in beginning or 
ever period of time, but not required. All 
replies held confidential. Operator will 
have complete authority. Give full details 
and send photograph. 


Box 4212, c/o Automotive News, 
Detroit 26 





AUTOMOBILE CARRIER DESIRES sales 
representative for metropolitan New York 
city and radius of 75 miles. Prefer appli- 
cant with background as a Dodge or 
Chrysler Corporation representative who 
lives within this territory and has a car. 
Write stating age, experience, salary ex- 
pected, etc. Box 4203, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 





GENERAL MANAGER OR sales manager. 
Do you wish to retire or become less ac- 
tive at your dealership? Are you looking 
for a young man with ability, experience, 
ambition and unquestionable integrity 
who can take the problems and worry 
of your business from your shoulders? If 
so—read further. I have been employed 
for five years as manager of a dealer- 
ship. I have a very successful record. I 
have a thorough knowledge of all phases 
of the operation of an auto franchise. I 
am young, aggressive and can prove my 
abilities by results. My preference is 
with a dealership around Los Angeles or 
coast of California. Will furnish a com- 
plete resume upon request. My references 
include those of Charles Freed, President 
of N.A.D.A. Box 4192, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE FINANCE CORPORATION 
controller and assistant treasurer located 
in east desires relocation south for health 
of small son. Fully qualified all phases 
wholesale, retail, collections, credits, in- 
surance, accounting, bank lines. Present 
base salary $9,600, exclusive of profit- 
sharing. Age 40. Reply to Box 4193, c/o 
Automotive News, Detroit 26. 


RECENT FACTORY EXPERIENCE as 
technical service representative wants to 
connect in sales, sales promotion, parts 
or service. Will travel anywhere. Phone 
31, Eugene Poore, Argos, Ind. 


SERVICE MANAGER. FIRST class. Thor- 
oughly experienced all phases modern 
service management. Perfect references. 
Prefer location, Chicago or suburbs. Box 
4205, c/o Automotive News, Detroit 26. 


GENERAL MANAGER. Eight years’ ex- 
perience in all phases of dealership oper- 
ation. 39 years of age, married, two 
children, excellent references. Presently 
employed as general manager. Prefer 
DeSoto-Plymouth dealership near Detroit 
area that needs organization, promotion 
and offers challenge. Box 4207, c/o Au- 
tomotive News, Detroit 26. 


USED CAR MANAGER OR owner's as- 
sistant. Over 25 years’ auto experience. 
Can cope profit wise in today’s market. 
Prefer small or medium sized town, 
southern or central California. Would 
consider southern Nevada, Arizona or 
New Mexico. Box 4208, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER DESIRES connec- 
tion with New Jersey shore or suburban 
dealer. Thirty years’ experience in cars 
and trucks. Sales, service and parts. 
Married, two children. Best references. 
Resume on request. Box 4191, c/o Auto- 
motive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





150,000 readers engaged 
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POSITION WANTED 


MAN FRIDAY AVAILABLE October 15th. 


Pre and post-war retail. Outstanding 
record as developer of finances, methods 
and men. Solid business management 
background. Sales and service promo- 
tion. Sales training, advertising, etc. 
Compensation on accomplishment basis. 
Will relocate. Interview arranged. Ref- 
erences exchanged. Box 4158, c/o Auto- 
motive News, Detroit 26. 


CONSUMER CREDIT DEPARTMENT 
manager. Young man with excellent 
background in all phases consumer credit 
and automobile financing. Experience 
with national finance companies. Man- 
agement experience in bank consumer 
credit. Will accept position with bank 
having established department or willing 
to set up department for bank desiring 
to enter this field. College degree. Box 
4204, c/o Automotive News, Detroit 26. 


MANAGER. FORMER successful smal! 
town dealer with recent supervisory ex- 
perience with volume chain operator is 
interested in deal that offers opportunity 
of buying in after proving ability. Top 
references. South or southwest preferred. 
— 4160, c/o Automotive News, Detroit 


SALES MANAGER, Five years’ volume 
experience. Can teach, train sales force 
in volume. I’m young, single, ambitious, 
aggressive, college graduate. Furnish 
proof, and best references. Prefer deal in 
mid-south area only. Answer all inquir- 
ies. Box 4194, c/o Automotive News, 
Detroit 26. 


MOTOR TRUCK MAN—Twenty-five years 
with factory branches, thoroughly ex- 
perienced in all phases of the business. 
Substantial, reliable, rigid investigation 
welcomed. Desires new connection in 
truck or allied industries in Pennsylvania 
or Ohio. Box 4206, c/o Automotive News, 
Detroit 26. 


TWO PARTNERS INTERESTED in tak- 
ing over management of large ‘‘Big 
Two'’ dealership in New York metropoli- 
tan area on profit sharing plan. Have 
factory approval and enough capital to 
insure against losses for present owner. 
= 4180, c/o Automotive News, Detroit 
6. 





DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE HANDLING 
Dodge-Plymouth in northern Indiana. 
Fine three car showroom. Sixty by ninety 
service and parts room. Fully equipped. 
Priced right. Terms. Fine line of new 


cars due next month. On main highway. 
Box 4201, c/o Automotive News, Detroit 
26. 


the advertiser, 


CLOSING 


| DEALERSHIP AVAILABLE NOW 


automotive industry from Maine 


INSERTION. POSITION WANTED ADS 
INSERTION REQUIRED. Ads may be signed with full name 


esse of a box anumber, in care 


unopened, the same 


SIX DAYS IN ADVANCE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 


HANDLING CHEVROLET AND OLDsS- 
MOBILE. Northeastern South Carolina 
known as Pee Dee area, city population 
7,000 with additional 20,000 in trading 
area. Chevrolet planning potential 130. 
Excellent agricultural area with indus- 
tries. Modern schools, excellent commu- 
nity to live. Factory approval necessary. 
Box 4188, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING BUICK. Will sell 

all or one-half interest in agency han- 
dling Buick. Sales $476,000 first eight 
months in 1954. Or work out attractive 
deal for an investor. Located in one of 
southwest states. New building, good 
location, college town, factory and agri- 
cultural. Write Box 4211, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh. 300-400 units per year. Top loca- 
tion. Industrial Ohio city population of 
175,000. Selling because of health. Avail- 
able with or without property. Write 
Box 4195, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING PONTIAC and GMC. 
Will sacrifice $25,000 assets for $18,000. 
Long term lease on perfect garage build- 
ing in county seat college town in Ken- 
tucky. Lots of industry moving into area. 
Terrific growth prospects. A real bargain 
for experienced man. Davis T. Bohon, 
Realtor, Lexington, Ky. 


AGENCY HANDLING KAISER - WILLYS 
(others available). Modern building, serv- 
ice station, and home on two main high- 
ways in southwestern Ohio. Box 4196, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- 
outh. Located in metropolitan Pittsburgh, 
Pa. Lease building. No used cars. Fac- 
tory approval required. Box 4198, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 
—Established over 20 years. Metropoli- 
tan deal in heart of middle west. %00 to 
1,000 new units per year. Will sell in its 
entirety or parts, fixtures, tools, equip- 
ment, signs and lease building. No used 
cars. Applicant must have factory ap- 
proval. Box 4199, c/o Automotive News, 
Detroit 26. 


han- 
dling Nash in northern Indiana town of 
25,000. Excellent location in new build- 
ing with used car lot. Owner’s net last 
five months—$12,000. Ideal one man op- 
eration. Must liquidate now to take over 
bigger deal. Will sacrifice. Terms if 
needed. Box 4200, c/o Automotive News, 
Detroit 26. 








HELP WANTED 









Write full 


News, Detroit 26. 


GENERAL MANAGER 


FOR NEW CAR DEALERSHIP 
We Are Willing to Pay $15,000 to $30,000 


TO THE MAN WHO... has top-level, hard-working administrative and 
sales promotion experience. Must be qualified to take charge of and operate 
a large dealership, one of the “Big Three,"’ profitably and successfully in 
TODAY'S MARKET. Must be an exceptional individual who can develop new 
business, hire, train and direct sales personnel, supervise New Car, Used Car, 
Service & Parts Departments. Must have a know-how to help close deals, have 
Present proof of record of accomplishment, should not be over 40 years of age 
and have the finest of character, with the very best of references. This is a 
rare opportunity for an Automobile General Manager of unsurpassed ability 
for the most modern Showroom, Service and Parts Departments in Newark, N. J. 
resume so as to determine 
profitable, otherwise no consideration will be given. Box 4174, c/o Automotive 


Leading Dealer 
With Most Popular Make Car 


Expanding and Needs Extra Personnel 





For a 2,000 car franchise dealership in the mid-west. Top salary will be paid 
for outstanding men for the following positions. General manager, used car 
manager, new car manager, office manager and service manager. Our em- 
ployees know of this ad and all replies will be held in strict confidence. Give 
full details in your first letter. We will arrange for an interview at our expense 
if interested in your reply. Address replies to 


Box 4216, c/o Automotive News, Detroit 26 
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‘DEALERSHIP HANDLING FORD — Cen- 


DEALERSHIPS AVAILABLE 


-BETABLISHED DEALERSHIP HAN- 
Ford in southeast; of 





News, Detroit 26. 


tral Iowa. 70 units. Buy or lease modern 
building. Best equipment- including body 
shop. Clean parts and accessory stock. 
$20,000 bulk sale or inventory basis. A 
money making bargain. Write Box 4210, 
c/o Automotive News, Detroit 26. 


HALF INTEREST IN SMALL dealership 
handling DeSoto- Plymouth in Conn. 
Available to an aggressive man who un- 
derstands the auto business. Box 4197, 
c/o Automotive News, Detroit 26. 








DEALERSHIP HANDLING 
CHRYSLER—PLYMOUTH 


This agency has been well run, is well equip- 
ped and can be purchased property and all 
or just the business. No used cars. This is a 
100-150 unit dealership. Located in New 
Hampshire near the coast. Reason for selling, 
il! health. Factory approval necessary. 


Box 4214, c/o Automotive News, 
Detroit 26 





DEALERSHIP WANTED 
FLORIDA — CADILLAC-OLDS or Cadil- 
lac-Pontiac dual, 100 to 175 units. Quali- 
fied financially and with experience. Fac- 


motive News, Detroit 26. 


GENERAL MOTORS. 350 UNITS upward. 
Factory approval assured. Have ample 
capital to handle large deal. All replies 
strictly confidential. Box 4182, c/o Au- 
tomotive News, Detroit 26. 





JUST SOLD 
MY AUTO DEALERSHIP 


Have available $250,000 cash 
DESIRE FORD OR GM 


500 to 2,000 cars potential 
Ready to move fast. 
Factory approval assured 
All inquiries will be answered immedictely 
and confidentially. 
Box 4213, c/o Automotive News, 
Detroit 26. 





NORTHERN NEW MEXICO, western Col- 
orado, Pacific northwest. Ford or Chrys- 
ler products preferred but would consid- 

- er Buick or Olds with Cadillac. Prefer 
town from 5,000 to 20,000 population. 
Qualified and have capital. Box 4218, 
c/o Automotive News, Detroit 26. 


LINCOLN-MERCURY — 300 UNITS mini- 
mum. Have factory approval. Sufficient 
capital available to handle sizable deal. 
Replies confidential. Box 4183, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 





FOR THE MAN WHO 
WANTS TO MAKE MONEY 


A few large area distributorships available 
for our nationally recognized products which 
include cooling system cleaning machines 


leased to fleets and garages, the outstanding | 


Puncture proofing compound and others. A 
definite $20,000 to $50,000 annual net profit 
situation. Strong company assistance in estab- 
lishing distributorship. Moderate merchandise 
inventory investment — $3,000 to $10,000, de- 
pending on area. An unusual opportunity for 


an able man to build a large volume repeat | 


business on a very small investment. Write 
or wire. 


Director of Sales 
NATIONAL AUTOMOTIVE 
CHEMICAL CO. 


14660 Schaefer Highway 
Detroit 27, Michigan 





POR SALE... 
burg, Virginia. 
301 and 900 feet south of intersection of 
Route No. 460. 
feet. Long end depth, 553 feet. Suita- 
ble for tourist court, shopping center or 
apartment building. Write E. A. Jerni- 
gan, c/o Jernigan Motor Co., 1419 - 25th 
St.. Newport News, Va.-<& ~ 


WRITE FOR FREE advertising specialty 


a 
ee IMOS AN, 210 5 Ave., New 
York City. 

we 
DEALER SERVICES 


7.7 ACRES IN Peters- 








GM DEALERS 
STOP A.F.A. LOSSES 


Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 


$5.00 postpaid 


A.F.A., BOX 113, NEWTOWN, OHIO 


Py 


« 





805.7 feet on Route No. | 
Short end depth, 386) 


DEALER SERVICES 


MR. DEALER 


Do you want to face the facts of your present 
= —_ operation, —_ — ee are 
a ere are ‘ mprove- 

Or Sbiems. | GUARANTEE 


ment? | know ar pro 

YOUR aat tat is ) renee oe six 
years’ fac sales ail experience 
and a great study, | give you a frank, friend- 
ly, man to man, common sense discussion and 
analyzation of your complete business, new 
cars, used cars, parts and accessories and 
service with recommendations for improve- 
ment, all in strict confidence. If you do not 
agree | have helped you, you owe me only 
actual expenses. If you agree | have helped 
you, you owe me expenses and one dollar 

car contract, It is all left to . For specific 
date at your place of business, write Box 
4215, c/o Automotive News, Detroit 26. 














INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
@ Sell Right 


Inventory will save you money 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 

SERVICE CO. 
Detroit 27, Mich., WE 


10040 3-6445 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50%. DISCOUNT 
Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


NEW 2 SPEED AXLES 
12—Ford F-6, 2 speed axles, Vacuum shift 
| GRICO TWO AXLE DRIVE CO. 
| 19840 West 8 Mile Rd. Detroit 19, Michigan 





| 


|ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 





CARS FOR SALE 

















' 
GRAND RAPIDS AUCTIONS, INC. 


On M2!I—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
| “Michigan's Best"’ 
Phone: ARdmore 6-4720 








SOMETHING NEW 
USED CARS DELIVERED 


|We have for sale a nice selection of 
| fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
| of location. Phone or write for informa- 





tion: 


| Robinson Auto Rental, Inc. 
| 229 S. Hanson St. Philadelphia, Pa. 


i. E. Spatig, Used Car Manager 
Sherwood 8-1500 








1954 BUICKS AND CHEVROLETS 
All Series — All Body Styles 
Used by select clientele. Cars all available 
immediately at Cleveland, Ohic agency. 


PREFERRED AUTO LEASE, INC. 
Box No. 388 BEDFORD, OHIO 
Call Bedford 2-4400 


AUTO AUCTION 


TIM ANSPACH 





"“Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 











NEW YORK CITY'S 
SKYLINE . 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
ALL CHECKS GUARANTEED 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David B. 
John W. Becker 


CARS WANTED 


50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 


TRUCKS FOR SALE 


FOR SALE: 1951 FS Holmes twin boom 
wrecker. 20 ton Braden winch with clutch 
and hand brake. Independent power take 
off. Excellent 10:00x20 tires on Bendix- 
Westinghouse straight air. Hand control 
locks all wheels. Jack Heil body and 
mounting. Less than a year old. All con- 
trols mounted at rear corner. Quadruple 
spot lights. Equipped with circle beacon 
lights and red flashers. Buell air horns. 
Snatch blocks, anchors, hooks, all neces- 
sary small tools. Replacement cost. $10,- 
000. Must sell. Make offer. Regional Mtr. 
Sis., 52 By Pass, Lafayette, Ind. 





1949 FORD F-7 with W45 Holmes heavy 
duty twin boom wrecker, 9:00x20 tires. 
Bill Fishel, Vandeventer Auto Sales, 717 
8S. Vandeventer, St. Louis 10, Mo. Phone 
Franklin 1-1750. 


TRUCK EQUIPMENT FOR SALE 


WRECKER EQUIPMENT FOR SALE. 
Holmes speed king towing cradle in A-1 
condition. Fits any model wrecker truck. 
List $175. Sell for $75. O'Loughlin Mo- 
tor Sales, Hays, Kans. 


SHOP EQUIPMENT FOR SALE 








LIQUIDATION AUCTION 


Wednesday, October 27th 


Piece by piece (building sells separately). 
Complete Chrysler dealership equipment, in- 
cluding NCR 2000 cash register, 9 late model 
twin post lifts, Bear frame and front end 
machines, balancer, etc. 33 parts bins, coun- 
ters. $10,000 MoPar parts, Cars, trucks, 
wrecker and new, modern 5,280 square feet 
radiant heated building with super cut rate 
gas station. 460 foot trunk highway frontage. 
Agency open with factory approval. Write 
for complete inventory and picture of prop- 
erty. 


JACK RAY MOTORS 
WENTZVILLE, MO. PHONE 133 
| (35 miles west of St. Louis) 





SHOP EQUIPMENT WANTED 


| ATTENTION FORMER NASH dealers. We 
| wish to buy Nash special tools. Write us 
for list of our needs. Roy Bridges Co., 
728 South 2ist St., Birmingham, Ala. 


MISCELLANEOUS 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
- .. also Safety Chains 


BE SAFE — BUY 


Automatic BraKiné 


COMPLETE with 4 61 45 


Guide Cables and 
BRAKE HOOK-UP ......... 

Meets ALL 1.C.C. Requirements 
* e rs 


WITH BRAKE HOOK-UP 


ONLY... .°51“ sus 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) $6.95 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


Yi 
CASE with Wheels & Handles 9 1 3099 


(Add 55c for Padiock with 2 Keys) 


$19.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


QUICK-TOW Bumper- 
th Tow Bar 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 











AUTOMOTIVE NEWS, OCTOBER 11, 1954 


ur New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 


PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


THE BIGGEST YET 








D8-467. Probably driven by car 
calling himself Jack D. Wilson for 
Colorado warrant for arrest has 
issued. Phone 443 collect. Western 
Auto Co., Grand Junction, Colo. 


it 





IMPORTED ENGLISH LEATHER 


LACQUER AND PLASTIC PAINT 
“Nuagane” for Real or imitation Leathers 
and “PeVec"” for Plastics 
Restores Used-Car Upholstery and Panels 
Durable—Fiexible—W aterproof 
24 Colors to Choose From 
For information and trade prices write— 


Grays Harbor Metors 


ist and G Sts. Phone: Aberdeen 59! 
Aberdeen, Wash. Importers 





ANTIQUE OARS FOR SALE 
FOR SALE — 1918 BUICK sedan. 





1928 MAGIRUS FIRE TRUCK, 85 foot 
aerial, power operated. All original lad- 
tools, etc. Could be used in 





born Village. 3120 W. 3rd St., Dayton 7, 
Ohio, MEIrose 2605, 





For Quick Results 
Use Automotive News 
WANT ADS 


GET THE HI-DOLLAR 


Detroit's Newest 


DEALER AUCTION 


THURSDAY 
OCT. 14 
11 A.M. 


AND EVERY THURSDAY 
RAIN OR SHINE 


MORE THAN 
150 


CARS 
TO BE SOLD 


Get Cars and Titles in early Wednesday 


eK fe 
.... ALL CHECKS GUARANTEED .... 


“DOC” MILLER Famous Automobile Auctioneer 


MOTOR CITY AUCTION 


14550 GRATIOT 


FREE PARKING 


DRexel 1-9444 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] 
for which check is attached [_] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


| 
| 
| 
or Two Years $14 [_] 
| 
| 
| 
| 
| 
| 
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everybody’s favorite 












Supermarket 


Appliances as well as kitchen equipment like cabinets and sinks need a good sud 


i of armor—made of flat-rolled steel—when they’re put to the test of normal use 
If you use flat-rolled steel in your products, rely on a specialist—Great Lakes Steel 
e a 2 ro @ Our entire organization is devoted to the business of making more and better fla 

i rolled steel for every application. Many manufacturers have found we have somé 


unique qualifications to help them improve products and reduce costs. We would 
like the opportunity to work with you on your problems. 


‘ teel : Call on our 25 years of specialization in flat-rolled products..Qur fepresentati 
will be glad to discuss your particular needs at your request. 





Great Lakes Steel UNIT OF 


DEUCES as! “all CORPORATION 
Ecorse, Detroit 29, Michigan cms 


PRODUCER OF N-A-X HIGH-TENSILE STEEL g 


SALES OFFICES IN CHICAGO, CLEVELAND, GRAND RAPIDS, INDIANAPOLIS, LANSING, NEW YORK AND PHILADELPHI 
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